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with  NEW  improved  TRIPLE  TRACK  action 

Aluminum  Combination  Weather  Window 


A  PRODUCT  OF  STORM  SASH,  INC 


Far  and  away  the  best  in  its  class.  The  Stormaster  offers 
every  sellable  feature  the  home  owner  wants,  features  you 
distributors  and  dealers  will  recognize  immediately.  And 
here’s  something  else.  Because  every  Stormaster  product 
is  quality  controlled  within  our  own  plant  from  smelting, 
extruding  and  production,  we  are  able  to  offer  lower 
prices  and  faster  deliveries — TWO  big  factors  that  moke 
real  profits  for  you.  ^ 


Di$tnbvtpr«  •  dpolprt,  9ef 
tht  foctt  behind  the  com¬ 
plete  line  of  Stormoster 
Combinotion  Windows 
ond  Doors. 


STORM  SASH,  INC. 

706  SOUTH  STATE  •  GIRARD.  OHIO 
ALL  INQUIRIES  TREATED  CONFIDENTIALLY 


MAIL  THIS  COUPON 

TODAY. 


ADDRESS 


ZONE 


STATE 


[|R 

all 
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A\r  ,  .\rw  Sulk  Iti,  .N .  S.  Suliscripti.iii  puce,  liuniesuc  Si.Ou  per  year,  33  cents  per  copy;  C.anada  anti  horcian.  *4  UU  [ler  vear.  Keentcred  as  second  class  mattei 
NKTewtiei  Z*.  1952  at  the  Post  Dfhce  at  New  York,  N  S  under  the  Act  of  March  5.  1379. 
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PROFIT 


aluma  kraft 

ALL  ALUMINUM  AWNINGS 


Aluma  Kraft  dealers  are  backed  by  the 
world’s  largest  aluminum  awning  [dant  .  .  . 
the  finest  high  production  machinery  avail¬ 
able  ...  a  com()lete  program  of  dealer  aids 
and  nationally  advertised  with  full  page  ads 
in  House  &  Garden  .  .  .  Household  .  .  . 
House  Beautiful  .  .  .  Small  Homes  Guide 
.  .  .  Living  For  Young  Home  Makers. 


It  all  adds  up  to  one  thing...  you  can  make 
money  by  being  an  Aluma  Kraft  dealer. 


wrii9  for  information  ,  .  , 


Selling 

America's 

Best 


Awning 


Buy! 


With  more  aluminum  becoming  available 
we  will  be  interesteil  in  hearing  from 
reputable  well  established  distributors 
and  dealers  that  are  interested  in  increas¬ 
ing  their  profits  through  an  exclusive 
sales  franchise  in  their  territory,  for 
.Aluma  Kraft  aluminum  awnings,  the 
finest  nationally  advertised  all  aluminum 
awnings  made. 


ALUMA  KRAFT  MANUFACTURING  CO. 

1330  NORTH  ROCK  Hill  RO.  •  ST.  LOUIS  17,  MO. 


'  (  , 

I  I 


The  ^Cadillac"  of  the  Business 


sow  PRICED  TO 


3ft  ALUMINUM  PRODUCTS  CORP. 

^  it  i  it  111  U  U  II  I  180-11  JamoicoAve  ,  Jamaica,  L.  I  ,  N. 


•  REPUBLIC  9-6664  • 


prnlllirt  of 
Aluminum 
^killrraft 


OUT-SELL  THEM  ALL! 

The  On/y  Window  Line  with  ALL  these  FAST  SELLING  SUPERIOR  FEATURES! 

•  Introducing 

... — . .  ,  the  dew  Sensational 

3  STORMrscJEEN  j  SUSidESS  BUILDER 

3  i  I  paramount 


NEW  IMPROVED 


TRiPLE'TRACK 

ALL-ALUMINUM 

I  L  ^  ^  ill  I  STORM  &  SCREEN 

1  WINDOW  COMBINATION 

■  I  with  Built  in  Weatherstrip 

j;  .j-L  U1 

TRIPLE  TRACK 

—  Not  CHANNEL 

Keasy  installation 

TWIN  VENTILATION 

—  Sashes  Raise  or 
Lower  to  Any  Level 

•  CHANGEOVER  NEVER 
NECESSARY! 

—  Make  Self-Storing 
Obsolete 

•  POSITIVE  100%  WEATHER 
STRIPPING 

•  HEAVY  EXTRUSIONS 

J.  BUI  I UM  GLASS  ' 

C«mpUr«  cr'  y—  . 

wEATHER-sTRippiNG  asittnin^Mn 

America's  Finest  Fastest-sell-  Y|i'  U 

mg  AIL-ALUMINUM  Combi-  K 

nabon  STORM  and  SCREEN  Ij 

door  Ij 

•  Fully  extruded  ■! 

•  Single  life  doors,  two  lite  ■i 

doors,  self  storing  doors.  Bi 

•  Aluminum  Wire  screen.  L*<  . . . f  U 

•  Reenforced  corners  for  Bj 

life>time  rigidity.  ^  ^ 

•  Complete  with  oluminum 
ensemble  and  stainless 
steel  hardwore 

•  BOTH  are  3  WAYS  BEHER!!! 

I  QUICKER  AND  EASIER  TO  INSTALL  2  SERVICE  PROOF 
>  KEEPS  PROFITS  INTACT  FOR  YOU  DUE  TO  REDUCE  CALL  BACKS 

ADVIRTISING  MAriRIAL  AVAILABLE;  Cuts,  Mats.  Literature! 


ALL-ALUMINUM 


(liSEHKW  MM  miv 
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With  the  EXCLUSIVE  FULL  LENGTH 

PIANO  HINGE  Feature 

Some  other  Oufstontfing  Selling  feofures 


I.  Full  Length  PIANO  HINGE 

Permits  eosicr  cleaning  from 
the  outside. 

2  EXTRA  HEAVY  EXTRUSIONS 

(.ir63  ST.  5  Alloy  Extrusions). 

3  SPECIALLY  DESIGNED  SPONGE 
RUBBER 

To  oHect  a  perfect  seol  be- 
tween  Cosement  window  and 
storm  window.  Eliminotes 
Window  Condensotion. 

4  FULLY  EXTRUDED  Weather 

Stripping  instolled  on  eoch 
Window  Vent  opening  for 
positive  seal. 


Spcciolly  designed  rubber  ex¬ 
trusion  to  seal  and  secure 
gloss  in  plote,  for  permonen- 
cy.  And  permitting  simple  re- 
piocements  ot  broxen  gloss  by 
home  owners. 

Designed  for  Single,  Double 
thick  and  Demiplote  for  Pic¬ 
ture  Windows. 

Controlled  ventilotien 

Draft  Free 

Reenforced  for  permanent 
rigidity. 

I  Priced  Right 
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An  unusual  treatment  oi  irench  doors  is  shown 
on  the  April  cover.  The  inside  doors  are  glazed 
with  plain  glass  and  lead  oft  from  the  dining 
room  and  the  living 
room.  The  outside  doors 
are  Kaulmann  combin¬ 
ation  aluminum  doors, 
key  locked  and  p  ovid- 
ing  unusual  safety  and 
insulation  properties. 

In  warm  weather 
screens  can  be  sub 
stituted  in  a  matter  of 
minutes  to  provide  an 
unbroken  screen  area 
and  bring  the  outdoors, 
indoors.  These  combin¬ 
ation  doors  are  strong 
enough  that  they  require  no  cross  reinforce 
ment.  and  the  concealed  hinges  and  heavy 
comers  make  them  both  handsome  and  sturdy. 
This  attractive  home  was  designed  and  built 
by  Rudy  Palombit  of  Detroit,  who  incorporated 
the  combination  doors  in  his  plans,  as  he  has 
been  doing  for  many  years.  The  Kaufman 
Corp.  is  located  at  17210  Gable.  Detroit.  Mich. 
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T3KPORTS  from  dealers  on  ex- 
-*-^pected  business  conditions  dur¬ 
ing  the  seas(m  are  Renerally 
optimistic.  Most  dealers  feel  busi¬ 
ness  will  be  Kood  despite  a  certain 
amount  of  the  usual  pre-season 
jitters.  Some  of  the  optimism 
stems  from  the  feeling  on  the  part 
of  many  dealers  that  the  alumi¬ 
num  pinch  is  over.  Actually,  a  reas¬ 
onably  easy  supply  is  not  expected 
before  the  end  of  the  third  quar¬ 
ter.  Manufacturers  will  still  be  on 
a  quota  basis  to  the  end  of  .June 
althouj^h  they  are  now  permitted 
to  buy  any  additional  amount  of 
aluminum  that  they  can  manaj^e 
to  obtain.  Some  fabricators  will  he 
more  successful  than  others  in  get¬ 
ting  these  additi(»nal  supplies  with 
the  result  that  some  dealers  will 
have  greater  quantities  of  their 
products  available  for  sale  than 
their  competitors.  However,  the 
overall  production  of  aluminum  is 
increasing  so  rapidly  that  there 
shimid  he  enough  for  everybody 
before  the  end  of  the  year,  provid¬ 
ing  the  (lovernment  doesn’t  in¬ 
crease  its  stockpile  demands.  Re¬ 
cent  information  from  Washing¬ 
ton  indicates  that  the  ()I)M  has 
pn»mised  the  prime  producers  that 
it  will  not  increase  the  amount  of 
metal  it  is  stockpiling  so  that  all  of 
the  increased  production  will  go  to 
civilian  industry.  This  season  may 
therefore  be  the  last  one  in  which 
dealers  suffer  because  of  a  short¬ 
age  of  aluminum,  providing  of 
course,  that  the  international  situ¬ 
ation  does  not  go  haywire. 


The  iprayeri  ttartcd  each  morning  at  the  top  of  the  building.  Upper  inset:  How  the  coating 
opplied.  Lower  inset;  How  the  Sinks  Pump  was  mounted  right  on  the  drum,  at  ground  level. 


SAVES  20%  on  coating 
20-story  building 


When  the  Edqewater  Beach  Apartments  one  of  Chicago's  more  famous 
buildings  needed  a  new  "face:'  the  ).  W,  Ryan  Company,  decorating  con¬ 
tractors.  decided  to  spray  rather  than  brush  the  coating  on. 

Mr.  Ryan  reports  that  spraying  was  about  3  times  faster  than  brushing.  He 
estimates  that  spraying  reduced  total  costs  about  20  °a!  And  the  building 
management  advises.  "Spraying  produced  a  much  more  uniform  coating" 

A  Binks  Model  A  101  Pump  (10  to  1  pressure  ratio)  delivered  the  material 
from  the  S5-gal.  drum  through  1  inch  hose  to  the  stage.  The  coating  was  ap¬ 
plied  with  Binks  7E1  Spray  Guns  using  '4  x  '4  nozzles.  About  200.000  sq.  ft. 
were  covered  with  a  3  16"  thick  coat. 

Binks  makes  a  complete  line  of  equipment  for  applying  resurfacers  and 
roofing  materials.  Write  Binks  Manufacturing  Co..  3114-30  Carroll  Ave.,  West, 
Chicago  12.  111.,  for  full  details. 

For  iull  d»tm  on  cort-cutting  rprmy  oquipmont,  MAIL  COUPON  TODAYI 


FREE . . .  Manual  700  and  Bulletin  751 . .  . 

t*ll  how  Binki  equipment  loves  hourt  applying  itde- 
wall  coatings,  roofing,  and  other  heavy  moterials. 
links  Manvfoctnring  Cn. 

3114-30  Corrnll  Avn.,  West,  Chicngn  12,  III. 
I&  Rush  me  a  copy  of  Monuol  700  and  of 
Bulletin  751  I  understand  there 
is  no  obligation. 


Another  factor  that  encourages 
dealer  optimism  is  the  passage  of 
the  FHA  Title  I  hill  by  t’ongre.ss 
{(’otifiniu  <1  on  1'o(H  10) 


COMPAN't. 


ADDRESS. 


REPRCSiNTATIViS  (N  PRINCIPAL  U- S.  A  CANADIAN  CITIES  •  SEE  YOUR  CLASSIFIED  PHONE  DIRECTORY 
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HOME 

IMPROVEMENT 
DEALERS 
L  Line 


HARRISON  IS  A  COmplete  LINE 


all  the  cabinets  .all  the  accessories  oH  the  godgets  needed  lor  ony  kitchen  jobi 


^  Colors  and  wood  gram  finishes 

^  Standard  cabinet  sizes  12"  to  72" 

^  Custom  units  made  to  measure 

HARRISON  IS  A  C|  U  d  I  I  t  y  LINE 

contemporary  design ...  superior  construction  and  fmish  demanded  for  luxury  kitchensi 

^  One-third  heavier  weight  steel 

^  Radius  edges  Nylon  roller  drawers 

^  Spring  hinges  Sound  insulation 


AVAILABLE  IN  THESE 
COLORS  AND  GRAINS 


sunrise  pink 
spring  yellow 
ell  green 
bonnie  blue 
mist  giey 
favorite  white 


natural  ook 
umber  onk 
naturol  birch 
knotty  pine 
coloniol  mople 
grey  ook 


•  • 

HARRISON  IS  A  COITipetltlVe  LINE 

the  deluxe  custom-type  feotures  required  for  modem  inter-ors  ot  stondord  prices! 


^  Priced  for  middle-income  bracket 

^  Special-purpose  units  standard  priced 

^  STANDARD  cabinets  in  COLORS 


SEND  THIS  COUPON  NOW! 

Harriton  St»*#l  Cabinet  Co.  Will*  |t*i>1  HI 

4706  Weit  Fifth  Ave 
Chicoqo  44  Ml 

Pteoio  send  more  informotion  on  HARKISON 
steel  kitchens  to: 

Name  . 

Company  . 

Street  . 

City  . . 


Harrison  STEEL  CABINET  COMPANY 

4718  W.  FIFTH  AVENUE  CHICAGO  44,  ILLINOIS 
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jalousies 
for  all 
the  world 


Ludman  WindoTite  Jalousies  have  forged  into 
national  dominance  with  unrivaled  research,  design 
and  craftsmanship.  This  huge  new  plant  emphasizes 
Ludman's  proven  jalousie  engineering  leadership, 
and  provides  facilities  for  continued  product  creation 
and  perfection,  and  production  . . .  without  equal. 


LUDMA 


JJIIOUSIES 


The  "growing  pains"  of 
production  schedules,  which  taxed 
old  facilities  to  the  limit, 
now  ore  solved.  TODAY,  Ludman 
is  in  a  position  to  meet  world-wide 
demand  for  Ludman  WindoTite  Jalousies 
and  Jalousie  Doors.  If  you  are  planning  to 
take  on  jalousies,  or  are  dissatisfied  with  your  present  line, 
it  will  pay  you  to  investigate  Ludman  . . .  the  leader! 


LUDMAN 

BOX  4541,  DEPT.  BS4  MIAMI,  FLORIDA 


NIW  YORK  •  BOSTON  •  WASHINGTON,  D.  C.  •  CHICAGO  •  ST.  LOUIS 
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more  jalousies 


COUPON  TODAY 


The  new  home  of  Ludmon  means  vastly 
increased  production  of  Ludman  WindoTite 
Jalousies  and  Jalousie  Doors. 


Millions  of  homes  need  jalousies  . . . 
and  buyers  insist  on  Ludman  Jalousies, 
with  all  the  outstanding  features  home 
owners  desire.  Women  recognize  the 
value  of  the  Good  Housekeeping  Seal- 
the  product  that  has  it,  earns  it! 


Ease  and  speed  of  installation  increase 
your  net  profit.  Widest  range  of 
standard  sizes,  plus  Ludman’s  "magic" 
mullions  mean  you  can  fit  any  opening  . 
no  waiting  for  special  sizes,  no  extra 
work  required.  Ludman  Tension  Grip 
"Louver  Clips”*  clip  hours  off  glass 
installation  time.  And  you  can  sell 
at  "sales-closing”  prices  . . .  your 
competition  can't  match  Ludman  quality, 
plus  all  the  other  cost-saving 
features  you  have  to  offer. 

*patent  applied  for 


more  advertising  and  sales  helps 


With  increased  production,  Ludmun’s 
hard -selling  folders,  naturol  color 
photographs,  mat  services,  envelope 
stuffers,  lighted  displays  and  salesmen’s 
portable  demonstrators  will  help  you 
develop  real  prospects  . . .  and  sell  them! 


^  Guaranteed  by 
Good  Housekeeping 


LUDMAN  COnP,  Dept  BS  4  Boa  4541,  Miami,  Florida 
RUSH  me  complete  information  on  ludman  WindoTite  Jal- 
ousies,  including  descriptive  literature,  competitive  prices 
I  and  full  details  on  portable  demonstrators  ond  displays. 


Company 
Street  .  .  . 
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Wire,  phone  or  write  now  for  our  latest 
hardware  and  accessories  price  list  catalog 
for  the  storm  door  and  window  trade. 

Precision  made  from  heavy 
gauge  aluminum  •  bright 
polished  finish  •  strong 
duty  snap-back  spring  • 
furnished  with  aluminum 
cap  nuts  and  bolts  for 
easy  installation. 


VeXW 


Slot'*' 


Ooo« 


large  stocks  of  door 
closers,  push-pull  latches, 
tubular  latches,  stainless 
steel  hinges  •  furnished 
as  complete  hardware  kits 
in  one  box  or  sold  indi¬ 
vidually. 


Immediate  delivery  and  competitive  prices  on 
caulking  compound  —  screws  —  aluminum  screen¬ 
ing  —  installation  and  production  tools  —  door 
sweeps  —  grilles  —  initials  and  dozens  of  other 
items  listed  in  our  catalog. 
Vast  assartment  of 
grille  styles  and  arna- 
mentation-  both  econ- 
omy-priced  grilles  and 
I  J _ quality  line  of  STER- 

ling  factories 

k  grilles  carried  in  stock 

—  priced  right  & 
shipped  promptly. 


■‘\\  Hlll>s\|  r  II  khIiH  \Hi  .lOllllIRS  \M> 
M \M  K\<  II  Kills  HIH  Till  SIOHM 
IIIHIK  «MIV\IMHI»  IM>|slKS." 


On  the  House 

(Continued  from  Poffe  6) 

which  wa.s  recently  .si^rned  by  Pre.s- 
ident  Kisenhower.  Thi.^  provides 
another  $500,()0(),000  for  insurance 
of  FHA  Kiiaranteed  home  improve¬ 
ment  loans  and  removes  a  source  of 
worry  for  many  dealers  who  have 
been  meeting  obstacles  at  their  lo¬ 
cal  banks  in  rej?ard  to  their  cus¬ 
tomer  contracts. 

*  «  * 

There  are  a  number  of  indica- 
tion.s  that  prosperity  is  still  with 
us  and  may  remain  for  some  time 
to  come.  One  of  these  is  the  con¬ 
tinued  hi);h  level  of  employment. 
The  ('ensus  Bureau  reports  that 
employment  in  January  set  an  all- 
time  record  for  employment  in  that 
month.  6U..'>  million  persons  were 
employed  in  January  of  this  year, 
exceeding  last  year’s  January  total 
by  about  7r>0,(KH).  The  proportion  of 
all  workers  who  were  unemployed 
in  January  was  only  three  per  cent 
compared  to  an  e.stimated  .‘L*!  per 
cent  in  January  of  19r>2. 

*  *  * 

Another  important  indication  of 
economic  prosperity  is  the  record 
ri.se  of  deposits  in  all  insured  com¬ 
mercial  and  mutual  .savings  bank 
which  reached  a  new  peak  of  $188 
billion  recently.  As.sets  of  all  in¬ 
sured  banks  advanced  to  a  record 
level  and  are  almo.st  $100  billion 
higher  than  last  year.  All  major 
categories  of  loans  have  increased 
but  the  most  rapid  growth  was  in 
consumer  in.stallment  loans  which 
advanced  by  28  per  cent  compared 
to  last  year. 

s):  * 

Husine.ss  predictions  among  high 
corporation  executives  al.so  reflect 
widespread  confidence  that  busi¬ 
ness  will  be  good  this  year.  Thus 
Henry  A.  Bullis,  chairman  of  the 
hoard  (»f  (ieneral  Mills  says  that 
business  will  continue  good 
through  19.'>.‘i.  Mr.  Bullis  said  that 
even  if  a  readjustment  should  take 
place  some  IS  months  from  now.  it 
would  not  be  “more  than  per 
cent.” 
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COMPARE  THE  DIFFERENCE 


SEE  WHY  THEY  SELL! 


It  stands  to  reason,  Gentlemen,  that  the  product 


with  the  most  sales  features  is  the  easiest  to  sell 


SHIEIOALL  salesmen  all  over  the  country  are  proving 


this  every  day.  Now  is  the  time  to  become  a  SHIELDAIL 


distributor  or  dealer.  Get  ready  for  the  BIG  profit  sea¬ 
son  just  ahead.  Get  the  focts  today.  Write,  wire  or 
phone  GROVER  A.  RICHARDS,  General  Soles  Monager. 


ALL  YEAR  LONG 


YOUNGSTOWN  INDUSTRIES,  INC. 

710  South  State  St.,  Girard,  O.  •  Phone  GIRARD  5-5408 


-^0?  15- 

IN  SUMMER 


^  '  '  '  '  IM  TH8  fAU 


m , 

1,JE 


6t  Home  Improvement  Dealer 


oniyi7eason*aii  Casement  Storm  Sash  offers 
patented  BUILT-IN  VINYL  WEATHERSTRIPPING 


ALUMINUM 

Storm  Windows 


The  only  proved  combination  of  material 
and  design  for  completely  weatherproofing 
and  insulating  casement  windows! 


As  an  inic^ral  atui  pt-rniaiifm  part  t»f  the  Sfast»n-all 
Window,  thf  N'invl  wcathcTstrippinf;  section  can't 
pull,  tear  »)r  wt)rk  loose.  Its  leather-eilj'e  tlesign  pro- 
viiles  the  fiexihility  neetled  to  prewent  cuttinj*  of  the 
w  eatherstrippinj;  uiuier  pressure — a  cotnnion  failure 
\\  ith  orilinary  types.  This  vee.itlierstrippiny'  seals  ,/// 
/our  .v/V/t'.v  «)f  the  ttpeninf*  section  t)f  the  prime  w  inil«)w 
atul  fits  securely  tt)  the  casement  frame,  thus  assuring 
maximum  window  protection  and  insulation. 
Rememher — no  other  make  proviiles  the  extra  pro- 
tectitni,  extra  comfort  ,iml  extra  economy  of  huilt-in 
X'invl  w  eat  her. St  ripping. 


U.S.  rot.  No.  1S7»*70 


^  Guaiantrrd  by  ' 
Good  HousekFepin; 


Parmanent  outside  installation  • 
Precision  mode  of  highest  quality 
materials  •  Open  and  close  auto¬ 
matically  with  the  prime  windows 
•  Never  need  be  removed — not  even 
for  cleaning  •  Provide  the  ultimate 
in  all-weather  window  protection  • 
Proved  performance  •  Unequalled 
in  efficiency  and  economy. 


•UILT-IN  VINYL  WEATHERSTRIP- 
PINO  CAN’T  ROT,  CRACK,  HARDEN 
OR  DETERIORATE  IN  ANY  WAY 
—WILL  LAST  THE  LIFE  OF  THE 
STORM  WINDOW. 


Monwfocfurtd  by 

Aluminum  Fabricating  Co.  of  Pittsburgh 

Nofionolly  distributed  by 

Seoson-nll  Soles  Corporation 

7037  AppI*  Av«nw»,  Pilltbur|h  *,  Panna. 
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If  you  started  from  scratch  to  produce  just  one  combination 
aluminum  storm  and  screen  door,  it  would  cost  you 
every  bit  of  this  almost  unbelievable  figure. 
For  research  in  aluminum,  produaion,  and  fabrication  are 
among  the  most  costly  of  enterprises. 


Yet,  in  the  simple  act  of  ordering  a  CAPITAL  door, 
you  are  actually  capitalizing  (no  pun  intended)  on  the 
vast  experience  of  ALCOA,  suppliers  of  the 
extrusions  used  in  the  CAPITAL  door,  as  well  as  in  the 
pioneering  efforts  that  have  combined  to  produce 
a  truly  fine  door  at  lowest  possible  cost. 


At  a  suggested  retail  price  of  only  $49.95,  CAPITAL  has 
achieved  a  milestone  in  mass-produced  doors. 
All  accessory  hardware  is  included;  full  markup 
is  yours;  superior  quality  is  the  hallmark  of  the  CAPITAL 
combination  aluminum  storm  door. 


Because  we  mass-produce,  we  are  seeking  mass-sale 
distributors.  If  you  are  geared  to  handle  substantial 
volume,  you'll  find  it  profitable  to  contact  us  at  once. 


APITAL  Mfg.Co.iInc. 

:5a1  909  Bridg*  81..  N«w  Cumberland.  Penna. 

^  PHONE:  HARRISBURO  4-3143 


CAPITAL  Mfg.  Co.,  Inc. 
New  Cumberland,  Penna. 

Gentlemen 

Please  send  tuM  detoils 


&  Home  Improvement  Dealer 
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ROYAL 


'  ALUMINUM 
COMBINATION  DOOR 


2TDii/*i/  ALUMINUM  COMBINATION 
STORM -SCREEN  WINDOW 


•  Sensotionolly  succrsifui  —  quolity  it  higher,  price  •  Daolert  foy  it'i  the  greatest  cembinotiett  window  on  the  market! 

lower  thoti  any  competing  pioduct!  ^  i.i  .u  •  .  •  j  .  ■  .  n  .u  •  i 

•  Installers  say  it  s  the  easiest  window  to  install  they  ve  ever  seen! 


•  Complete  with  aluminum  jamb,  hardware,  closer, 
enponder.  ond  tash  and  ttorm  insorts< 


•  One  price  for  any  ttondard  size  door 
assembled  or  with  KD  inserts! 


•  The  best  buy  by  far  for  deolert  and  home-owners! 


•  Permanent  aluminum  construction  —  ruggedly 
built  to  take  oil  kinds  of  punishment! 


•  Salesmen  say  the  easiest  window  to  demonstrate  and  sell! 

THIfI  EXCLUSIVE  PEATURES  MAKE  IT  THE  FINEST! 

THREE  I  EXCLUSIVE  I  /LUTOMATIC 

FUU  TRACKS!  VilGUDi  i  iVEATHERSTRIPPINei 


THREE  EXCLUSIVE 

FUU  TRACKS!  VilGUDi 


nus  nmanoof  sm  aho  screek  lock! 


thot-'s  sales 

/  Shsf 
=i  ^'ROYAL 
^  Knock 
frock''- 


men  are  armed 


I  \t'r\  home-owner  will  be  a 


with  this  double-barreled  barrage  of  lightning  —  it  really  packs  a  wallop! 
Open  up  with  ROYAL  —  the  door  that  can  be  sold  at  a  price  everyone 
can  afford!  Follow  up  with  the  amazing  new  3  TRACK  —  the 
window  that's  been  acclaimed  bv  over  KMM)  dealers  from  coast  to  coast! 


W  hat  a  combination  —  what  sock!  Provide  your  salesmen  with  this  double- 
dynamite  now  and  watch  sales  explode!  Send  the  coupon  —  do  it  now! 

We'll  be  here  tomnoyn  fo  beck  up  whet  tve  sell  fodey! 


A  COMPLETE  LINE 


Jhit  •vp/ofiV«  combinoffon  it  jutt 

port  of  Atumatif'%  tomploto  lirto  of  com- 
binalior\  windows  and  doors,  scroons 
and  s<roon  doors,  sasomont  storms,  and 
s<roonod  porsh  ondosuros. 


EXECUTIVE  OFFICES:  2081  S.  56TH  ST.,  MILWAUKEE,  WISC. 
PLANTS: 

MILWAUKEE  AND  WEST  ALLIS,  WISCONSIN;  PATERSON,  NEW  JERSEY 
IN  CANADA:  ALUMINUM  BUILDING  PRODUCTS  CO.,  LTD.,  WINDSOR,  ONTARIO 


Alt  AlymatU  producfi  aro  supper#- 
od  by  o  strong  national  advorlts- 
ing  progrom  in  /toding  magafinosi  j 


ALUMATIC  CORP.  OF  AMERICA 

2081  S.  56th  St.,  Milwaukee  14,  Wise. 

Ia^Sond  more  dotoilt  on  yeur  **1<‘2** 
Combination  and  your  cempltle  line. 


U  ( 


All  AlymatU  products  boar  this 
covered  soalf^^>^%  ^*^*^^“**f?*^^ 

^  Guaranteed  by**^ 
I  Good  Housekeepinf 

«m»tist» 


ADDRESS 


f, 


You  can  build 
with 

Peerless  .  . 
products 


GRILLES  OF  FINEST 
EXTRUDED  ALUMINUM 
WITH  GLEAMING 
MIRROR-LIKE  FINISH  . .  . 
OR  SPARKLING 
IRIDESCENT  COLORS 
AS  DESIRED 

•  DISTINCTIVE  NEW  STYLING 
•  IMMEDIATE  DELIVERY 
•  LOW,  LOW  PRICES 


Peerless  Grille  Co. 

1  Foster  Avenue  Brooklyn  36,  NY. 
Nl£htingale  9  3845 


fOR  COMPLETE  INFORMATION 
AND  PRICE  LISTS  Call  Nightingale  9-384S 

—  OR  MAIL  THIS  COUPON—, 


GRILLES  ILLUSTRATED 
ABOVE 

ARE  AVAILABLE 
WITH  OR  WITHOUT 
CAST  ALUMINUM 
INITIALS 


27 Qq 

REFLECTOR  HOUSE 
NUMERALS  FOR  GRILLES 


PEERLESS 
MAIL  SLOT 


f  PEERLESS  GRILLE  CO. 

i8811  Foster  Avc.  Brooklyn  36,  N.  Y. 

f  Please  send  information  and  price  lists  on 
items  checked. 


/  PEERLI 

18811  Foster  A« 
w  Please  send 
y  items  checked, 
i  L2  Door  Sweep 
1  El  Moil  Slot 
El  Grilles 

■  Firm  . 

■  Address 

I  City 


PEERLESS  DOOR  SWEEP 


'csuco: 


PEERLESS  ECONOMY  GRILLE 


All  Lite  Metal  Window  Co 


Y»»ll  find  evrytkiiig  yow  w&at 
viirffr  the  ALL-llTl  r§ofl 


Frankly,  nnly  10%  nf  Hm  bvtinMi  nttablitli* 
mnnH  nnw  tnllint  tn  tkn  window  mnrknt  ^unli* 
fy  fmr  ALL-LITI  dnnlnrtki^t  nnd  dittrikvtnr- 
thipi. 


If  yow'vt  goM«n  thii  for.  tho  llliollhoo^  it 
thol  you  think  oi  w«  do  in  iKo  dlroctioo 
of  MAJOl  SAlfS  VOlUME  Ofid  o  bwiioosi 
coroor  o»  lotting  ot  Ainorko. 

YouVo  fho  mon  wo*ro  tookingl 
ALl-llTE  it  on  im^ortonf  tiondord  in  IM 
induttry.  Wo  oro  floppy  to  bo  in  o  potition 
to  occommodoto  now  dittribution  in  oroot 
horotoforo  impottiblo  to  torvo.  To  qwolifiod 
ogonciot,  wo  stood  roody  to  unlooth  tbo 
kind  of  strong  promotional  offort  that  sonds 
ttio  now  All-IITE  ogonty  into  instant  prom- 
inonco  in  tho  oroo continues  with  solid 
support  throughout  the  life  of  the  franchise 
making  the  individual  ond  All-LITE  tho 
stondout  combinotion  enterprise. 

If  you  wont  this  kind  of  BIG  BUSINESS 
OPEtATION.  use  the  coupon  below  to 
announce  your  interest  and  stood  by  for 
actioni 


RANCH  WINDOWS  by  ALL-LITE  are 
the  builder's  and  contractor's  answer 
to  low-cost  demonded  window  wails. 
Chrome  bronze  operator  locks  in  lull 
or  port  open  position 


"SNAP-ON"  JALOUSIES  with 
"micrometer"  adjustability.  Unique 
two-section  design  is  the  practical 
onswer  to  installation  and  reploce- 
ment  problems. 


RESIDENTIAL  CASEMENT  WINDOWS 
As  in  all  ALl-llTE  frames,  the 
mortise-tennon  corners  make  this 
line  the  sturdiest,  most  efficient, 
easiest-installing  casement  on  the 
morket  toto-operator  is  simple,  too, 
and  smooth,  easy-working. 


"AIR  SCOOP"  AWNING  WINDOWS 
—  with  eatro  large  vents  that  eatend 
24"  ore  so  perfectly  bolonced  and 
counter-bolonced  that  they  stoy  put 
even  without  engoging  the  operator 
bor. 


Send  complete  informatton  to 
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Eisenhowei  Signs  FHA  Title  I.  Bill 
Inaeasing  Loan  Fnnds  By  $500,000,000 


rpHK  White  House  jfi*ve  the  k<>- 
ahead  siRnal  on  March  Kith  to 
hundreds  of  thousands  of  home 
owners  who  want  to  add  a  porch 
enclosure,  re-roof  the  house  or 
have  such  home  improvements  as 
combination  windows  or  metal 
awninjrs  installed. 

President  Eisenhower  siKiied  a 
Congressional  joint  resolution  in- 
creasinfr  the  loan  guarantee  au¬ 
thority  of  the  Federal  Housing  Ad¬ 
ministration  for  home  impntve- 
ment  pur|)oses  by  $500,000,000. 

ITie  President’s  action  will  have 
the  effect  of  spilling  out  the  back¬ 
log  of  590,000  home  improvement 
loans  already  approved  in  banks 
throughout  the  countrv  and  wait- 
injr  for  the  a<lditional  authority. 
M  any  thousands  of  additional  ap¬ 
plications  are  now  expected  by 
housinpr  oflicials. 

The  measure,  unanimousl.v 
passed  by  (’onjifress  Feb.  2fi,  in- 
crea.sed  from  $1,250,000,000  to  $1,- 
750,000.000  the  ceilinjr  on  the 
F.H.A.’s  authorit.v  to  insure  the 
loans. 

The  President  signed  the  bill 
without  comment,  but  a  White 
Hou.se  spokesman  remarked  that 
“this  is  one  of  the  few  i)ro>rrams 
of  the  Government  that  makes 
money.” 

The  re.solution  amends  Title  I 
of  the  National  Housing  Act. 
Hanks  make  the  repair  and  main¬ 
tenance  loans,  which  have  aver- 
ajred  $600  each,  and  the  Govern¬ 
ment  guarantees  them.  When  the 
limit  of  the  $1,250,000,000  authori¬ 
zation  was  reached  last  September, 
the  F.H.A,  was  able  to  continue 
makintf  a  limited  number  of 
antees  to  the  extent  of  the  amorti¬ 
zations  of  loans,  which  then  were 
runninjr  at  the  rate  of  $75,000,000 


a  month.  Home  owners  are  now 
payinjr  back  the  loans  at  the  rate 
of  $100,000,000  a  month. 

Edprar  C.  McIntosh,  assistant  to 
W’alter  L,  Greene,  F.  H.  A.  Com- 
mi.ssioner,  .said  that  loan  applica¬ 
tions  were  beinjr  approved  by  the 
banks  at  the  rate  of  2,000,000  a 
.year.  Since  the  Title  I  program 
was  started  in  19.51,  11,500,000 
loans  have  been  made.  Mr.  McIn¬ 
tosh  computed  that,  at  the  averaKe 
of  5.7  persons  a  famil.v,  more  than 
50,000,000  persons  had  been  helped 
to  maintain  better  homes  by  the 
program. 


rpiIE  biKpre.st  and  lonjrest  housing 
b<M)m  in  all  .American  history  is 
.still  boominjr  alonjr  at  a  })owerful 
pace,  according  to  S.  F.  Porter,  fi¬ 
nancial  expert  of  the  N.  Y.  Post. 

“And  .so  far  in  1955,  it  apain  is 
surpassinp  most  of  the  experts’ 
year-end  estimates,  is  matching 
even  the  optimists’  hopes. 

“On  the  New  York-Connecticut 
border,  for  instance,  houses  are 
sprinpinp  up  on  all  sides. 

“In  thi.s — the  end  of  winter  and 
in  the  north  of  the  nation  —  the 
buildinp  activity  is  trul.v  eye-.stop- 
pinp.  In  an  area  which  is  not  the 
center  of  any  special  development 
not  even  suburban,  the  depree  of 
housinp  demands  is  truly  sipnifi- 
cant. 

“And  thi.s  holds  for  the  vast  ma¬ 
jority  of  sections  of  our  country, 
latest  .stati.stics  indicate. 

“In  .lanuary,  71,000  new  houses 
were  started  apainst  a  total  of  less 


The  “father”  of  the  propram  is 
now  a  member  of  the  President’s 
staff.  He  is  Roper  Steffan,  a  one¬ 
time  procery  clerk  who  retired  as 
a  vice  president  of  the  National 
City  Hank  and  now  is  director  of 
operations  at  the  White  House. 

.Mr.  Steffan’s  prediction  that  the 
propram  would  not  lose  money 
proved  true.  The  banks  pet  $5  per 
$100  loaned  and  out  of  thi.s  they 
pay  three-quarters  of  1  per  cent, 
or  75  cents,  to  the  F.H.A. 

A  charpe  of  $5  per  $100  loaned 
fipures  out  to  an  interest  rate  of 
9.7  i)er  cent.  If  a  per.son  l)orrowed 
$100  and  paid  it  back  in  a  lump 
sum  a  year  later  at  a  cost  of  $5, 
the  interest  rate  would  be  5  per 
cent.  Hut  a  borrower  of  $100  under 
the  F.  H.  A.  {)ropram  receives  $95 
and  immediately  bepins  payinp 
back  on  a  monthly  basis.  Thus  he 
does  not  have  u.se  of  the  full  $100 
(Continued  on  Po(]e  92) 


than  65,000  in  the  same  month  last 
year. 

“Residential  buildinp  in  the 
Eastern  part  of  the  nation  is  up  15 
to  55  per  cent  over  the  identical 
weeks  in  1952. 

“All  sipns  at  the  moment  are 
that  another  million-plus  new 
hou.ses  will  po  up  in  1955 — mark- 
inp  the  fifth  straipht  year  of  mil- 
lon-plus  housinp. 

“Since  the  end  of  World  W'ar  II. 
over  7,000,000  new  homes  have 
been  built;  the  amount  apparentl.v 
will  top  the  8.000,000  level  in  an¬ 
other  few  months.  There’s  no  point 
in  attemptinp  any  compari.sons. 

“What’s  happeninp?  A  vital 
.stimulant  now  is  strictly  a  “pift” 
of  God.  The  North  has  had  an 
open  winter. 

“Outside  of  a  few  freak  storms 
— such  as  the  ice  storm  of  early 
this  year  in  the  northest  —  the 
(Continued  on  Page  82) 


Biggest  Bnilding  Boom  In  U.  S. 
Histoiy  Continues  At  Foil  Speed 


18 


APRIL  1953  BUILDING  SPECIALTIES 


Telephone  GRegory  3-1070 


The  Aristocrat  Soles  Corporation  has  a  complete  knowledge  of  every  facet  of  this  field 
The  unbeatable  combination  of  Production  &  Soles  Knowhow  has  resulted  in  its  sensotionol 
growth.  Every  student  of  the  ''Plan''  is  enjoying  success.  There  has  been  not  one  tailurel 
How  could  there  be!  .  .  .  with 

NO  INVENTORY!  lOW  CAPITAL!  A  FINE  PRODUCT"  AND  A  SUREFIRE  "PLAN"! 

Coll  or  Write  today  and  we'll  arrange  for  you  to  see  for  yourself! 


M  ^  M  M  ^  ^  t  ^ 


Top  notch  field  directors  follow  the  men  we 
troin  for  you  into  the  field  and  sell  for  them! 


A  complete  advertising  staff  with  the  largest 
direct  mail  system  in  the  industry  insures  your 
lead  production. 


ARISTOCRAT  SALES  CORP. 


ADVERTISING 


the 

PRODUCT 

and  the 

PLAN 


QUAuiT  nooum 


UIB  KNOWHOW 


Our  most  unique  hiring  and  schoolroom  train¬ 
ing  methods  ore  placed  at  your  disposal  at 
no  cost  to  you  I 


The  Aristocrot  3  in  1  Self-Storing  Aluminum 
Combination  Storm  &  Screen  Sash  is  o  master¬ 
piece  of  engineering.  Delivery  is  prompt 
insuring  you  quick  completions  ond  excellent 
radiation. 


Gentlemen : 

The  heading  of  this  ad  embraces  the 
idea  that  I  wish  to  convey.  True,  we're 
selling  a  product,  but  it  does  not  end 
there.  We  do  not  merely  tell  you  the 
product  is  good  ;  we  give  you  a  good 
product. 

We  do  not  merely  tell  you  how  to  hire 
and  train;  we  do  it.  Best  of  all,  our  men 
lead  you  into  the  field  and  sell  for  you. 

This  is  the  Aristocrat  package,  ready 
to  go  with  all  the  necessary  ingredients 
for  success.  You  are  invited  to  see  it  in 
practical  operation  throughout  many  areas. 

Your  investment  is  small  and  it  stays 
with  you.  You're  not  burdened  with  inven¬ 
tory.  Might  I  repeat,  we  give  you  the 
product  and  the  plan. 

Yours  very  truly, 

ARISTOCRAT  SALES  CORP. 


MICHAEL  J.  BUCK 
President 


•  139  VAN  WINKLE  AVE.,  GARFIELD,  NEW  JERSEY 

&  Home  Improvement  Etealer 
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ALL  ALUMINUM 
FOLDS  COMPACTLY 
LIFETIME  BAKED-ON  FINISH 
18  COLORS 
LIGHTWEIGHT 
MACHINE  MADE 

s 


WITH  AMERICA’S  NEW 
VENTILATED  COLLAPSIBLE  AWNING 


1 

Ln^^-TLCX 


BE  THE  FIRST  TO  SELL  AMERICA  S  NEWEST  METAL  AWNING 
SELL  WITH  CONFIDENCE  AND  PROTECTION 

INVESTIGATE  CLOSED  TERRITORIES  FOR  MANUFACTURING  DISTRIBUTORS 


DISTRIBOTORS  WANTED  AT  ONCE! 

National  Awning  &  Shade  Company,  Inc. 

67  SUDBURY  STREET  •  BOSTON  •  MASSACHUSETTS 
Phone:  CApitol  7-6533 


20 


APRIL  1953  BUILDING  SPECIALTIES 


WATCH  THE  CORONATION 

from  the  X 


COMBINATION 
WINBOWai 


•nd  wwwfaBlwwd  hy  wotor  cnms- 
mtm  is  Mnt  mvsIM  fsr  Hm  flrst 
IhiM  in  Ik*  THpIs  Tmcfc  slnnn  win- 
Ni?,  .  dnw  iniwBiry. 


fal»ui&s  new  pnfitsk 

hrK^.mmo^ 


^  SWiWN-lAUK«  isHis  impninilslsd 

WIB^O^WCH  vvfVff  IVfV  ^Ww 


•  Nn  Irnchs  In  rnmnvn- 

*  iwV 


tm 


•  Antnnmtis  pnsMvn  inddnf 
Thn  snrvien-frnn  wlndnw  sdnnfifl- 
cnHy  dntifnMi  fnr  ynv  and  yn«r 
ousinninn* 


|4|jV;  An  cxtondod  invitation  and  an  unprocodontod  K.O.  op* 
poftwnity  awaits  you  i 

Soo  tho  STEPHiN.LAURIE  tripis-track  window-tho  od-  , 

vancod  window  of  tho  fwturo—  . 

. 


Sicfr^Ctt- ^<UCUc 


5913-23  RIDGE  AVE.,  PHILA.  28,  PENNA.,  IVYRIDGE  2-6660 


&  Home  Improvement  Dealer 


40  years' EXPERIENCE 


in  producing  top  quality  windows  for 
many  of  America’s  finest  buildings 

makes  the  difference 


*  U.N.  Secretarial  Bldg.,  New  York 

Windewt  by  OB 


*  Lever  Houm,  New  York 

Windewt  by  OB 


"TRIPLE-CHANNEL" 


COMBINATION  WINDOWS 


*  New  York  Life  Inwranee  Bldg.,  New  York 

Windewt  by  OB 


What  about  the  Company  behind  the  product  you  sell?  W'hat  about 
its  reputation  for  quality  workmanship?  ...  its  integrity?  ...  its 
responsibility?  ...  its  record  of  accomplishment?  The  answers  to 
these  vital  questions  are  important  to  your  customers... and  to  YOU! 

When  you  sell  ALWINTITt  “Triple-f^hannel”  combination  storm 
windows  made  by  GENERAL  BRONZE  CORPORATION,  yo*  can 
he  sure .  . .  sure  of  a  quality  product,  designed  by  experienced 
window  engineers,  and  precision-manufactured  to  give  a  housetime 
of  efficient,  satisfactory  service. 

Investigate  ALWINTITF.  “Triple-Channel”  combination  windows 
today.  Write  for  full  details.  Address  Dept.  BS-4. 

ALWINTITE  DIVISION 


#  CincinnoH  Tarminal 
Windows  by  OB 


GENERAL  BRONZE  CORPORATION 

Stewart  Avenue,  Garden  City,  N.  Y. 


DISTRIBUTORSHIPS  AVAILABLE: 

As  restrictions  are  eased  and  our  aluminum  supply  is  increased, 
we  will  appoint  additional  distributors  for  ALWINTITE  com¬ 
bination  window  products  in  a  number  of  territories.  If  you 
are  well-rated,  and  can  qualify  as  an  a^tgressive,  reliable  dis¬ 
tributor,  write  for  complete  details. 


6t  Home  Improveriipnt  Da'iler 
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IS  ROUND  THE  LORNER 


JOIN  THE  HAPPY  FAMILY  OF  DISTRIBUTORS  AND 
DEALERS  EARNING  GOOD  PROFITS  SELLING 


tbv  ARISTOCRAT  of 

ALUMINUM  AWNINGS 


PRICED  FOR  MASS  SELLING 

Shade  King  aluminum  awnings  ore 
among  the  lowest  priced  aluminum  awn¬ 
ings  on  the  morket  today — yet,  ore  the 
strongest,  the  most  versotile  ond  the  best 
quality  ownings  you  con  sell.  A  result  of 
modern  design  and  production. 

STYLED  FOR  MASS  SELLING 

The  Shade  King  is  designed  not  only 
for  strength  and  versatility,  but  for  good 
looks  os  well— a  most  important  selling 
point  today.  The  lines  are  smooth  and 
graceful  and  the  pattern  becoming  to  any 
home  or  building. 

The  Shade  King  is  finished  in  siv 
decorator  colors  that  enhance  ond  occent 
the  features  of  any  building. 

DESIGNED  WITH  YOU  IN  MIND 

The  Shade  King  aluminum  owning  is 
designed  to  meet  the  needs  and  require¬ 
ments  of  your  customers  and  therefore  is 
eosier  to  sell.  The  ports  ore  designed  ond 
packoged  to  be  easily  handled  and  to 
take  up  little  storage  space.  The  ports 
ore  precision  manufactured  to  be  inter¬ 
changeable  ond  easily  assembled  All  this 
odds  up  to  more  and  bigger  profits  for 
you. 


I 

PRING 


Quickly  and  Easily  Assembled 
on  the  Job  or  at  the  Shop 


there  is  no  long  waiting  for  your  customers  when  they  order 
the  Shade  King  aluminum  owning  From  your  stock  of  standard 
packoged  parts,  you  con  quickly  ond  easily  assemble  most  ony 
size — shape — ond  color  owning  your  customer  desires.  There 
is  no  long  list  of  sold  customers  waiting  for  delivery.  You  con 
handle  eoch  job  as  it  comes  up — right  from  your  own  standard 
pockoged  parts. 

Write  for  Illustrated  Folder 

Butler  Stamping  Co.  •  Butler, 
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From  the  sound  of  a  STORM  MASTER  "GOLD  SEAL" 
DOOR  you  con  tell  if's  a  strong,  rigid,  solid  unit 
that  is  quality-built  to  last  for  dorados. 

Don't  placo  anothor  ordor  until  you'vo  chockod 
STORM  MASTER  "GOLD  SEAL".  Romombor,  fast 
dolivory  comos  from  tho  FACTORY  noarost  you. 


ALL  AlUMINUM  COMBINATION 

STORM  &  SCREEN  DOOR 

Lfiatuited- t|ou  cout  SEE... 

^  o  Moovywotght  ontrustons 

O  Oussot  comor  rigidity,  mitrod 
O  Comor  "goshbor**  mvNioo 
O  Folly  imoriocliiiif  wOMkorsool 


o  Toro  glot*  loolod  iwsorts 
O  Toro  oR  ohnoiiiom  oriro  iwsorts 
O  FoNy  iwtordiowfobls  iwsorts 
o  "KCURI  LOCK"  twwigorgroof  iwsorta 


•  Airsrwft  dosigw  strsowiBwsd 


N  yoo'ro  wot  roolty  told  on  tlio  lino  yoo  oro 
wow  liawdiiwg  or  oro  intorottod  in  doing 
bottor,  got  toll  dotoilt  on  how  yoo  row  fit 
into  tho  fotl-growing  STORM  MASTER 
gktoro  todoy. 


STORM  MASTER  CORP.  of  Now  York 
4332  lolbrd  Avbrim 
Now  York  66.  Now  York 
FAtRIANKS  4-0062 


STORM  MASTER  CORP.  of  New  York 
4332  Bullard  Ave.,  New  York  66,  N.  Y. 

I  went  Is  bs  In  Ihs  STORM  MASTIR  ylrlwrs 
U9%4  fwll  Mofollt 


W«  mn  OH.  I 


&  Home  Improvement  Dealer 


New  Awning  Style 
Announced  by  Childers 

Childers  Maniifactiirinjjr  Com¬ 
pany,  ilouston,  Texas,  has  an¬ 
nounced  the  addition  of  a  new 
awninjr  style.  The  new  style  was 
added  as  a  result  of  a  nationwide 
survey  made  amonj?  home  owners. 

The  new  Childers  awnin^r  is 
called  “The  VVind.sor”  and  is  di.s- 
tiiiKuished  by  its  Kfoveful  convex 
face,  liike  other  ('hihlers  awnings, 
the  Wind.sor  Style  is  stm-ked  ready 
for  immediate  shipment  in  any 
width  from  28".  No  field  fabrica¬ 
tion  required.  The  VVind.sor  Style 
is  made  in  .'>  different  wall  heights 
and  projections. 


The  new  Windsor  Style  is  in- 
chnled  in  Childers’  latest  Ki  pajre 
detailed  price  list  which  includes 
window  and  porch  awninjfs,  case¬ 
ment  window  awnings,  door  can¬ 
opies,  and  patio  covers. 

Childers  MfR.  Co.,  Dept.  BS, 
.‘1620  W.  11th  St.,  Houst(tn  8,  Tex. 

«  *  * 

"No  Track  Removal"  a 
Feature  oi  New  Aluminum 
3-Track  Comb.  Window 

The  Stephen  Daiirie  Mf^-  Co., 
formerly  known  as  Video  Eastern 
Di.st.,  I’hila.,  l*a.,  announces  the 
introduction  of  the  “Stephen 
Laurie"  -  a  newly  designed  alu¬ 
minum  Triple -Track  combination 
window. 

The  Stejihen  I.aurie  is  an  en¬ 
tirely  new  conception  of  window 


conditioniiiK.  This  triple  -  track, 
with  its  freedom  from  KmlKets,  fea¬ 
tures  “no  track  removal,”  and  a 
.specially  desijrned,  automatic  ih).s- 
itive-lockinjr  mechanism  which  as¬ 
sures  a  prowler-proof  window  plus 
unparalleled  draft-free  protection. 

The  decorator-conscious  home- 
owner  will  ajipreciate  the  simpli¬ 
city  of  the  “Stephen  l..jiurie"  be- 
cau.se  of  its  harmonious  ai»pearance 
with  every  type  of  architecture. 

TiKlay's  “buyer’s  market”  de¬ 
mands  a  precision  built,  .service- 
free  window.  The  Stephen  Laurie 
Mfjr.  Co.  has  developed,  through 
its  skilled  etiK^ineerinK  department, 
the  answer  to  this  demand. 

The  “Stephen  Laurie”  triple¬ 
track  combination  window  is  now 
available  for  select  territories  to 
qiialitied  dealers  and  KI)  unit  as- 
emblers. 

Write  .Stephen  Laurie  Mf^.  Co., 
Dejit.  H.S.,  591.‘{  liidKe  Ave.,  Phila¬ 
delphia  28.  Penna. 

*  *  * 


New  "Daco"  3  Track 
Aluminum  Comb.  Window 

S.  I).  Davis,  Incorporated,  has 
announced  the  introduction  of  the 


If  further  information  is  desired 
about  articles  appearinK  in  the 
pa^es  of  this  masazine  send  a  card 
or  a  letter  to  the  editorial  depart¬ 
ment. 


new  “DACO”  :}  track  aluminum 
combination  window. 

One  of  the  many  features  of  the 
“DACO”  window  is  the  expanders 
on  all  four  sides,  which  beinjr  ad¬ 
justable  in  all  directions  enables 
installation  to  be  made  without  in¬ 
staller  havintr  to  cut  any  part  of 
the  aluminum  storm  window  on 
the  job. 

(Jla.ss  in.sert  features  are  inter- 
lockiiifr  meeting  rails  and  com¬ 
pletely  new  service  free  self-con¬ 
tained  and  concealed  automatic 
locking  devices. 

Their  method  of  Kh‘zinpr  .sash 
eliminates  the  need  for  dealer  ser¬ 
vice  to  rejrlaze  broken  jflas.s  inserts 
as  the  customer  can  very  easily  re- 
Klaze  the  in.sert  him.self. 


Screen  inserts  are  designed  with 
positive  lockinjr  action,  which 
makes  the  “DACO”  window  an  ad¬ 
ded  protection  afrainst  prowlers. 
This  principle  also  further  elimin¬ 
ates  the  po.ssibilit.v  of  accidents  by 
accidental  opening  of  the  screen 
in.sert. 

A  five  (.'>)  day  delivery  to  deal¬ 
ers  is  made  possible  by  manufac¬ 
turer’s  jiroduction  .setup.  For  fur¬ 
ther  information  write  S.  D.  Davis. 
Inc.,  Dept.  H.S.  1220-28  Cherry  St., 
I’hiladelphia  7,  Penna. 

(Coiitiumd  on  Page  72) 
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IMPROVES  YOUR  PRODUa...CUTS  COSTS 


amazing  new  two  colof  ROLL  COAT  coifs  loss  fhan 
you  pay  for  one  color  enameled  coil  strip 


Hi*  “silver  iinin9”  Hiot  odds  mw  0y  opp*af . . .  buy  appeal ...  to  your  ownings.  ROU. 
COAT— Hi*  n*w  continuous  cooting  process  for  aluminum  coil  strip— gives  you  SOUO 
WHITE  on  on*  side,  SOUO  COLOR  on  the  other  (15  gorgeous  {ewel  ton*  “DULUX”  colors 
by  Dupont).  ROLL  COAT  oluminum  strip  con  be  eosily  formed  into  any  desired 
awning  shop*  without  mmring  the  finish.  “Aiodin*“  treoted  ond  ov*n«bok*d, 

ROLL  COAT  achieves  o  rich  new  beouty  of  finish  . ; .  deep  lustrous 
color  ond  gloss  . . .  that  you  must  so*  to  oppreciot*.  Compare 
ROLL  COAT— both  in  cost  and  quality— with  ony  other 
product  on  the  market.  Send  for  your  fm*  som|ll*  tedoy.  |>T 


SAViS  YOU  OIANING . . .  SPtAYING . . .  lAKIN 
'WITH  ROLL  COAT  YOU'RE  READY  TO  tOU’ 


'Sofion,  p/pi 


«^nd 


P'icei 


^DO«fsj 

c/rv 


»Ofnp/e 


New  Awning  Style 
Announced  by  Childers 

Childers  JVlanufafturin^  Com¬ 
pany,  Houston,  Texas,  has  an¬ 
nounced  the  addition  of  a  new 
awnin^r  style.  The  new  style  was 
added  as  a  result  of  a  nationwide 
survey  made  amonj?  home  owners. 

The  new  Childers  awninj?  is 
called  “The  Wind.sor”  and  is  di.s- 
tiiiKuished  by  its  jrraceful  convex 
face.  Like  other  Childers  awnings, 
the  Wind.sor  Style  is  stcK'ked  ready 
for  immediate  shipment  in  any 
width  from  28".  No  field  fabrica¬ 
tion  reijuired.  The  Wind.sor  Style 
is  made  in  different  wall  heights 
and  projections. 


The  new  Wind.sor  Style  is  in¬ 
cluded  in  Childers’  latest  1(>  pa>re 
detailed  price  list  which  includes 
window  and  porch  awniiiRs,  ca.se- 
ment  window  awninK-s,  door  can¬ 
opies,  and  patio  covers. 

Childers  Mf)f.  Co.,  Dept.  BS, 
.'1620  W.  11th  St.,  Houston  8,  Tex. 

*  *  * 

"No  Track  Removal"  a 
Feature  of  New  Aluminum 
3-Track  Comb.  Window 

The  Stephen  Laurie  Mf^.  Co., 
formerly  known  as  \’ulco  Eastern 
Dist.,  I’hila.,  Pa.,  announces  the 
introduction  of  the  “Stephen 
l.aurie’’  -  a  newly  desiRiied  alu¬ 
minum  Triple  -  Track  combination 
window. 

The  Stephen  1.4iurie  is  an  en¬ 
tirely  new  conception  of  window 


c<»nditioninK.  This  triple  -  track, 
with  its  freedom  from  KHdjrets,  fea¬ 
tures  “no  track  removal,”  and  a 
.specially  desijrned,  automatic  im).s- 
itive-lockiriK  mechanism  which  a.s- 
sures  a  prowler-proof  window  plus 
unparalleled  draft-free  protection. 

The  decorator-conscious  home- 
owner  will  ai)preciate  the  simpli¬ 
city  of  the  “Stephen  l.Kiurie”  be¬ 
cause  of  its  harmonious  appearaiice 
with  every  type  of  architecture. 

T<Mlay’s  "buyer’s  market”  de¬ 
mands  a  precision  built,  .service- 
frtM*  window.  The  Stephen  Laurie 
MtV.  Co.  has  developed,  throuRh 
its  skilled  enKineerin^  department, 
the  answer  to  this  demand. 

The  “Stephen  Laurie”  triple¬ 
track  combination  window  is  now 
available  for  select  territories  to 
qualified  dealers  and  KD  unit  a.s- 
emblers. 

Write  Stephen  Laurie  MfV.  Co., 
Dept.  H.S.,  Kid^e  Ave.,  Phila- 
tlelphia  28,  Penna. 

*  *  * 


New  "Daco"  3  Track 
Aluminum  Comb.  Window 

S.  D.  Davis,  Incorporated,  has 
announced  the  introduction  of  the 


If  further  information  is  desired 
about  articles  appearinK  in  the 
pages  of  this  magazine  send  a  card 
or  a  letter  to  the  editorial  depart¬ 
ment. 


new  “DACO”  track  aluminum 
combination  window. 

One  of  the  many  features  of  the 
“DAf'O”  window  is  the  expanders 
on  all  four  sides,  which  beinpr  ad¬ 
justable  in  all  directions  enables 
installation  to  be  made  without  in¬ 
staller  having  to  cut  any  part  of 
the  aluminum  storm  window  on 
the  job. 

(Ila.ss  in.st*rt  features  are  inter¬ 
locking  meetinjr  rails  and  com¬ 
pletely  new  .service  free  self-con¬ 
tained  and  concealed  automatic 
lockinjr  devices. 

Their  method  of  Kli‘zintr  .sash 
eliminates  the  need  for  dealer  ser¬ 
vice  to  re^laze  broken  kIhss  inserts 
as  the  customer  can  very  easily  re- 
^laze  the  in.sert  him.self. 


Screen  inserts  are  desijrned  with 
positive  locking  action,  which 
makes  the  “DACO”  window  an  ad¬ 
ded  protection  against  prowlers. 
This  princii)le  al.so  further  elimin¬ 
ates  the  po.s.sit)ility  of  accidents  by 
accidental  opening  of  the  .screen 
in.sert. 

A  five  (.'))  day  delivery  to  deal¬ 
ers  is  made  possible  by  manufac¬ 
turer’s  production  .setup.  For  fur¬ 
ther  information  write  S.  D.  Davis, 
Inc.,  Dept.  B.S,  1220-28  Cherry  St., 
Philadelphia  7,  Penna. 

{Covtiiiiied  on  Page  72) 
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»Ou' co^°‘>''9ofK,„  p,^_ 

NA>Hf 

'^OlVIOUAl 

^£>D»f55 

C/ry 


•omp(e 


IMPROVES  YOUR  PRODUa...CUTS  COSTS 

. . .  amazing  new  two  color  ROLL  COAT  costs  loss  fliofi 
you  pay  for  one  color  enameled  coll  strip 

th*  “silv«r  lining”  Itiat  add»  n*w  my  gpptrf . . .  bvy  appnof ...  to  your  owningt.  ROIL 
COAT — fho  now  continuous  coating  procoto  for  oluminum  coil  ttrip— ghroo  you  SOLID 
VVHITE  on  ono  sido,  SOLID  COLOR  on  tho  othor  (15  gorgoous  |owol  tono  “DIILUX”  colors 
by  Dupont).  ROLL  COAT  aluminum  strip  con  bo  oosily  formod  into  any  doslrod 
awning  shop#  without  morring  tho  finish.  ” Alodino”  trootod  ond  ovon>bakod, 

ROLL  COAT  ochiovos  a  rich  now  boouty  of  Anish . . .  doop  lustrous 
color  ond  gloss  . . .  that  you  must  soo  to  opprocioto.  Comparo 
ROLL  COAT— >both  in  cost  and  guality — with  any  othor 
product  on  tho  morkot.  Sond  for  your  frao  sam|flo  todoy. 

k  SAViS  YOU  CLIANiNG . . .  SPRAYING ...  RAKING 

"WITH  ROLL  COAT  YOU’RE  READY  TO  HOLV' 


INCORPORATED  <  PENDLETON,  INDIANA 
Phone  Pendleton  500 


I 


C-THRU  DOOR  CANOPY 
(SIDES  OPTIONAL) 


is  a  prospect  for 

C-THRU  ALUMINUM  AWNINGS 


BECAUSE: 


C-THRU  PORCH  CANOPY 


The  C-THRU  AWNING  has  the  ad 


vantage  of  being  the  most  versatile 
as  well  as  the  most  beautiful  of  all 
aluminum  awnings. 

Its  exclusive  patented  fea¬ 
tures  combined  with  HIGH 
QUALITY  and  LOW  COST  as¬ 
sure  our  dealers  and  distrib¬ 
utors  of  a  fast  moving, 
money  making  product. 


C-THRU  AWNINGS  Scientifically 
Control  Light  A  Ventilation 

LIGHT 

yC.i 

- — ... 

AIR  ^  I  \  '  S,. 


ytt,  its  and 

for  us«  in  snow  country. 


DISTRIBUTORS:  Writ*  or  wir«  imm«diatc- 
ly  for  furthor  information. 

DEALERS:  Contact  us  for  location  of  your 
noarotf  distributor. 


LIGHT 

C-THRU'S  patontod  curvod  louvors  brook 
up  harsh,  owtsido  light  which  ontors  your 
room  soft,  gloroloss  ond  diffused  No  moro 
droory  rooms  with  this  oxclusivo  footuro. 

VENTILATION 

C*THRU'S  onginoorod  louvers  keep  the  sun 
owoy  from  your  windows,  ond  ollow 
complete  awning  and  room  vontilotion.  No 
dead  oir  pockets  meons  temperatures  low¬ 
ered  os  much  os  17  degrees 


C-THRU  ALUMINUM  AWNING  CO. 


424  W  11TH  ST.,  LOS  ANGELES  15,  CALIF 


C-THRU  CROSS-MITER  DOOR 
OR  WINDOW  AWNING 


C-THRU  STORE  AWNING 
(SIDES  OPTIONAL) 


C-THRU  INDUSTRIAL  AWNING 
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Now  go  after  the  HIG  MARKKT!  MODKKNVIKW 
sliowx  you  the  way  with  ('.OOI’KK  Louvre 
WINDOWS. 


Sell  a  waiting  market  the  he^^t  ami  moHt  elTieieiit 
unit  at  the  lowest  prices  in  the  (iehl.  I'hat's  how 
eompetition  ran  never  toueh  you  .  .  .  or  reaeh  the 
BK;  MAKK.KT  voii  can! 


If  ytuiVe  anxious  to  get  your  share  of  the  fastest 
growing  market  in  hiiihling  specialties  history, 
write,  wire  or  'phone  today. 


Prowler  proof 


privacy 


^  MODERNVIEW,  INC. 

Features  positive  95  Modison  Avenuc,  New  York  16  ORegon  9-0540 

action  without 
rotor  mechanism; 

Seol-Tiqht  Side- 
gotes,  outo-lock, 
bronze  bearings, 
rivetless  construction 
and  costly  zinc 
onneoled  finish. 


ADDRESS 


CITY 


ZONE 


•MMfOUrf 

nmvfKY 

.UAKAhirffD 


W.  or.  Q  Dealers  Q  Distributors  □  Other 


<S  Home  Improvement  Deoir; 
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DEALERS!  DISTRIBUTORS! 


Hints  To 
SALESMEN 


(From  "The  Art  of  Selling,"  by  Al 
Levinson,  president.  The  Steelcraft 
Mfg.  Co.,  Cincinnati,  OJ 

TilEKK  have  been  many  thuuKhts 
and  ideas  on  this  subject  and 
perhaps  many  of  them  have  merit. 
Every  salesman  has  a  different  ap¬ 
proach.  There  is  one  type  of  sales¬ 
man  who  takes  his  time  about  get- 
tiuK  his  customer’s  signature  on 
the  dotted  line.  Then  a);ain  there  is 
the  other  who  is  the  so-called 
“high-pressure”  type,  who  tries  to 
force  the  issue  by  getting  his  cus¬ 
tomer’s  signature  on  the  dotted 
line. 

The  “high-pressure”  type  is  not 
to  be  too  severely  criticized,  since 
it  all  depends  upon  your  customer 
as  t(»  which  tactic  is  best  to  employ 
and  also  to  a  great  extent  on  other 
circumstances  such  as  the  type  of 
goods  you  are  selling,  but  in  gen¬ 
eral  I  would  say  the  type  that  does 
not  use  high-pressure  tactics  is  the 
one  who  will  be  m(»re  successful  in 
the  long  run.  He  is  apt  to  estab¬ 
lish  himself  more  firmly  with  his 
customer. 

•  •  • 

Every  salesman  should  have  cer¬ 
tain  qualifications  which  I  consider 
fundamental. 

1.  He  should  be  loyal  to  his  em¬ 
ployer. 

2.  He  must  know  his  products. 

.‘5.  He  must  have  a  desire  to  .sell. 
4.  He  mu.st  he  entirely  .sold  on 
himself. 


He  should  be  neat  in  appear- 


IMMEDIATE  DEIIVERY!!! 


ance  Imt  not  over-dre.ssed. 

(5.  He  should  always  have  sufh- 
cient  literature  and  catalogs  on 
hand  to  leave  with  his  cu.stomer. 

8.  He  should  have  i)atience. 

9.  He  should  be  polite. 

10.  He  should  never  stray  from 
his  subject  too  long. 

11.  La.st,  but  not  least,  he  should 
not  out-talk  him.self.  This  latter 

(CatifiiiKt  <1  on  PofU  74) 
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Cl.HARV'IHW  offers  the  best  combination  for  a  new  t)r  old  specialty 
business ...  Standard  or  Custom  Glass-Louver  Vf'indows,  Picture 
Vi'indows,  Porch  Panels  and  Doors.  ( K.  D.  or  Assembled  I’nits. ) 


Factories; 

2625  Elm  Street, 

Dallos,  Texos 

3318  S.  W.  Second  Ave., 

Fort  Lauderdale,  Fla. 

Branch  Offices: 

Chicaga  Birmingham 

New  York  Daytona  Beach 
Kansas  City  Jacksanville 
Oklahoma  City  Miami 
Corpus  Christ!  Orlando 
Houston  Panoma  City 
San  Antonia  St.  Petersburg 
New  Orleans  Tampa 
Shreveport  West  Palm  Beach 
Long  Beach,  Calif. 


ADJUSTABILITY.  Made  in  3.f6  standard  sizes  or  custom  made  to 
spsecifications.  'I'he  modern  method  for  either  new  or  renunleled 
homes.  Plus  lOfKV'  W*ntilation. 


BEAUTY.  An  added  feature  for  every  home.  Makes  small  rcKsms 
appear  more  spacious  without  excessive  costs. 

SAFETY.  Draft,  rain  and  prowler  protection  for  chikiren,  even 
when  windows  are  left  in  open  position.  Tinted  glass  louvers  avail¬ 
able,  to  filter  summer  heat,  glare  and  harmfid  sun  rays. 

OPERATOR.  Clearview’s  exclusive  patenteil  1 -second  ■4-turn  "I.oc- 
Tite"  ojxfrator-handle  has  no  equal  in  performance  or  customer 
preference. 

ECONOMY.  Lasts  for  years,  usually  as  long  as  the  structure  itself, 
because  Clearview  superior  design  and  construction  is  the  result  of 
over  18  years  of  continuous  development  ami  prcKiuction.  The  most 
versiitile  and  complete  line  of  patented  \X’lNDO\X'-POR(Tf-D(X)R 
prcKlucts  in  the  world. 


Outside  5'in  one  combi¬ 
nation  Venetian  metal 
blind,  awning,  window 
guard,  storm  shutter, 
draft-  rain  glare- light 
control. 


Zip-up  patented 
storm  stop  awn¬ 
ing  shutter. 


Spun-Light  or  Aluminum 
Sunstop  Awnings 


Executive  Offices.  2625  ELM  STREET,  DALLAS,  TEXAS 


&  Home  Improvement  Dealer 
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MnwitrYO//P 


lU  R  R  n  E  R 


UJeather- master 


W  hen  onr  design  fnj>infcrs  bc- 
^>an  their  loiij;  project  to  proiliice 
the  best  triple  track  combination 
wiiiilow  that  existeil  then — aiul 
tiiake  it  so  ^ooJ  that  e\en  future 
ile\elt)pments  coiiKIn't  top  it. 
they  really  hatl  themselves  a  task 
to  ilishearten  many  lesser  ile- 
sij'ners. 

V('e  think  they’ve  ilone  them¬ 
selves  proiul.  The  cttmjTetition 
ruefully  admits  it  .  .  .  and  our 
happy  customers  have  resjxtnded 
with  all  the  stops  removed. 

With  new  prtKiuction  comes 
rtK)tn  for  wider  distribution.  We 
invite  intjuiries  from  qualified 
distributors  fttr  the  pur|X)se  of 
arranging  franchise  areas. 


WARNER  MEG.  CORP. 

Jersey  City  4,  N.  J. 

We  are  interested  in  a  Warner  Weather* 
Master  distributorship. 

Name  .  . 

Address  . 


I  City  and  State 
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lUeather- master 


£jmr/ 


Ainonj;  the  adxanccs  that  ha\f  set 

new  standards  in  the  Industry  are: 

•  Full  lenj>th  ojseration  of  all  in¬ 
serts. 

•  Die-cast  latch  Isolts  —  stainless- 
steel  accessories  throughout. 

•  Four-sided  interlock. 

•  All  inserts  mount  same  way. 

•  Inside  screen  panel. 

•  Point-bearing  sliile  are  self-clean¬ 
ing  of  grit. 

•  Fasiest  KD  to  assemble.  No 
special  tools  atui  just  t  crews 
assemble  the  unique  frame. 

•  Fxpansion-type  frame  available 
in  I '  s”  anil  1  ’  i' . 

•  Pre-designed  to  fit  all  prime 
frames. 

•  No  castings,  no  stampings,  no 
riveting  anil  no  parts  that  fasten 
to  frame! 

.SFF  tIJ.  THF  NFVC  FFAFl  KF.S 
FOR  YOl  RSFLF  AND  YOl  LI. 
KNOW  W  HY,  ONCF  AGAIN, 
W  ARNFR  W  FA  I  HFR  -  MA.S- 
IFR  PRODICT.S  ARF  PRF- 
FFRRFD  HY  GARFI 11.  HI  Y- 
FR,S. 


MANUFACTURED  BY 


855  COMMUNIPAW  AVENUE 

Kliiiiiil  JERSEY  CITY,  N.  J. 

In  Conada:  WARNER  WEATHER-MASTER,  LTD.,  224  Boulevard  Labelle,  S».  Rose,  P.Q.,  Canada 


&  Home  Improvement  Dealer 


ALUMINUM  COMBINATION 


•  AH  Extruded  Aluminum 


•  Shipped  Complete 


•  Ready  for  Installation 
Also  available  K.  D. 


WRITE  •  WIRE  or  PHONE  TODAY  FOR  FURTHER  INFORMATION 


manufacturers  of  aluminum  and  redwoo^combination  storm  windows  and  doors 


3. 
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It's  time  to  get  started  with 


the  G/iUtsc^  of  allummm  siding 


more  production,  now  being  allowed,  means 


A  tested  sales  builder 
A  proven  profit  maker 


Just  as  the  history-making  siding  products  of  the 
past  piled  up  quick  profits  for  those  alert  enough  to 
get  behind  them  early,  so  Lyf-Alum  today  offers 
YOU  the  opportunity  of  a  lifetime  to  cash  in  on  a 
“protected"  golden  market.  You  can  see  the  reason 
why  at  a  glance  —  look. 

O  Lyf-Alum  gives  you  more  SILL  in  its  lustrous  baked- 
on  enamel  finish  fortified  with  Titanium.  It's  the 
whitest  white,  on  the  toughest,  most  durable  surface. 

0THERIFORE,  MORE  SALES,  MORE  PROFIT. 

Lyf-Alum  gives  you  more  SELL  because  it  has  in¬ 
creased  Lyfanite  corrosion  resistance  —  covered  on 
both  sides  by  a  special  protective  coating  before 

©enameling.  THEREFORE,  MORE  SALES,  MORE  PROFIT. 

Lyf-Alum  gives  you  more  SELL  in  its  larger  butt 


that  throws  a  deeper,  mere  beautiful  shadow  lino. 
THEREFORE,  MORE  SALES,  MORE  PROFIT. 

O  Lyf-Alum  gives  you  more  PROFIT  because  it  "gees  on" 
faster  at  a  lower  cost.  A  "one-man  crew"  is  all  that 
is  needed  to  apply  it.  Each  panel  interlocks  with  the 
one  below  it,  hongs  in  place  for  ready,  concealed 
nailing.  THEREFORE,  MORE  SALES,  MORE  PROFIT. 

For  these  good  reasons  —  and  there  are  many 
more  —  you  owe  it  to  yourself  to  know  the  Lyf-Alum 
story,  firsthand.  Find  out  why  Lyf-Alum  dealers 
have  sold  out  their  allotments  and  literally  begged 
for  more.  A  very  few  dealers  can  Imj  taken  on  now 
—  to  reap  the  harvest  that  a  protected  territory  fran¬ 
chise  offers.  No  other  aluminum  siding  offers  so 
many  opportunities  and  real  sales  advantages.  Phone, 
wire  or  write  for  full  information. 


164  East  Wisconsin  Avenue 
Oconomowoc,  Wisconsin 
in  the  Metropolitan  Milwaukee  area 
All  phones  —  Oconomowoc  707 


&  Home  Improvement  Dealer 
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TRIPLE-TR 

ALI-ALUMINUM,  SEIF<S 
COMBINATION  WINDOWS 


V 


YOU'D  EXPECT  TO  FIND  SUCH 
VALUE  FROM  WEATHER-PROOF 

Throughout  the  storm  window  industry,  Weather-Proo<  has  gained  a  reputation  for 
outstanding  products  and  outstanding  value  !  Dealers  everywhere  have  learned  to 
look  to  Weather-Proof  for  highest-quality  merchandise  that  is  competitively  priced. 

Behind  every  Weather-Proof  product,  you'll  find  years  of  manufacturing  "know  how", 
a  comprehensive  factory  guarantee,  and  a  full-scale  sales  promotion  campaign  You'll 
find  it  will  pay  to  get  the  Weather-Proof  story  first  ! 

THE  WEATHER-PROOF  CO. 

1407  E.  40lh  STREET  o  CLEVELAND  14,  O. 

Mfgrs.  of  Alum-A-lite,  Alum-A  Leader  and  Alu-Mah-lite  Combination  Windows  and  Stainless  Seal  Casement  Storm  Windows. 


KICK-PANEL  ON  INSIDE  OF  DOOR  REMOVES  EASILY,  PROVIDING 
HANDY  STORAGE  COMPARTMENT  FOR  SCREENS  OR  GLASS  INSERTS! 


•  HOLLOW  63ST-5  EXTRUSIONS 

•  FUU  LENGTH  PIANO  HINGES 

•  RIGID-CLOSEST  MHERED 
DOOR  IN  THE  COUNTRY 

•  2  BAR  OR  EXPANDER  TYPE 

•  2  GUSS  +  2  SCREEN 
INSERTS -ALL 
INTERCHANGEABLE 


19.90 


•  SPECIAL  REINFORCED 
EXTRUDED  CORNER 
GUSSETS 

•  Vz  INCH  THICK 

•  BEAUTY  AND  STRENGTH 

CAN  BE  ASSEMBLED  WITH  A 
SCREWDRIVER  AND  MALLET 


ONE -PRICE -ALL- STANDARD -SIZES 

SAME  DOOR  ASSEMBLED  -  DISTRIBUTORS'  PRICE  25.00 


•  4  WAY  SCREEN  CAN  BE  STORED 
INSIDE.  OUTSIDE.  TOP.  BOHOM 

•  ALL  EXTRUDED  63ST-5 
ALUMINUM 

•  WELDED  CORNER  GUSSETS 
FOR  TIGHT  l-SCREW  ASSEMBLY 

•  FAST  DELIVERY 

•  EXPANDER  TYPE 


6.90 


STANDARD  GLASS - 
NO  CUniNG  REOUIRED 

SCREWDRIVER  AND 
MALLET  ALL  THAT  IS 
NEEDED  FOR  ASSEMBLY 

POSITIVELY  NOTHING 
LIKE  IT  IN  THE 
COUNTRY! 


UP  TO  24  X  24  CLASS  SIZE  —  LARGER  SIZES  PRICED  PROPORTIONATELY 
SAME  SIZE  FULLY  ASSEMBLED  —  DISTRIBUTORS’  PRICE  —  9.90 


No  Screws  Shotviug  ou  Windows  or  Doors 
Established  Distributors:  Write  —  Phone  —  Wire  —  Exclusive 
Territories  Still  Available 

BUY  DIRECT  FROM  THE  MANUFACTURER  AND  SAVE 

US  FUEL  CONSERVATION  CO. 

2431  FRANKFORD  AVENUE 

PHILA.  25,  PA.  GArfield  6-2652 
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yOUK 


USl.^f/r? 


8 


Are  You  Getting  Your 
Share  of  The  Profits? 

Is  Your  MASTIC  Depend¬ 
able  and  Trouble-Free? 

Is  Your  Mastic  Backed  By 
Over  37  Years'  Experience 
In  Residential  and  Indus¬ 
trial  Protective  Coatings? 


CARBOZITE  PROTECTIVE  COATINGS, 

101  CEDAR  STREET,  NEW  YORK  6,  N.  Y 

Carbo-Tex  Division  Phone:  Dlab 


A  New,  Longer  Lasting 
Surface,  Pressure-Sealed 
To  Old  Concrete,  Stucco, 
Brick,  Shingle,  Clapboard 
and  Cinder  Block  Walls 

Protective  Coatings  is  Corbozite's  business  .  .  .  and 
has  been  for  over  37  years.  Large  industrial  users 
of  mastics  and  waterproof  compounds  endorse  and 
recommend  Carbozite  products  for  their  quality  and 
dependability  .  .  .  and  CARBO-TEX  is  one  of  the 
most  revolutionary  in  this  famous,  extensive  line  of 
protective  coatings.  CARBO-TEX  is  not  a  paint  or 
cement  wash,  but  a  thick,  textured  resurfacer,  in 
WhiTc  and  Pastel  Colors,  applied  by  powerful 
air-pressure  to  all  types  of  exterior  walls.  It  fuses 
itself  to  old  wall  surfaces  and  provides  a  seamless, 
steel  like  armor  that  protects,  and  adds  fresh,  last¬ 
ing  beauty.  No  other  exterior  wall  mastic  offers  you 
such  controlled  quality. 

CARBO-TEX  dependability  means  greater  profit 

for  you  .  .  more  satisfaction  for  your  customer. 


AN  EXCLUSIVE 
WURTZILITE 
FORMULA 


Carbozite  Protective  Coatings,  Inc. 
101  Cedar  St.,  New  York  6,  N.  Y. 

Please  send  information  regarding  ^ 
franchises  and  ovailoble  territories.  ^ 


SOLD  WITH  10-YEAR 
FACTORY  REPLACEMENT 

guarantee 


NAME 


ADDRESS 


s 


will  PROFIT  WORt  i»Hln9  ^  "SW 


DOORS 


Can  be 
SOLD 

h>  the 

HOME 

OWNER 


★  COMPLETE  HARDWARE 
'k  KD  OR  FULLY  ASSEMBLED 
i  k  2  STORM  SASH 
\  k  2  SCREEN  PANELS 
\  k  SPECIAL  ALUMINUM  JAMB 

for  perfocf  ease  of  operation 

Tt/eatiUx-  *20i4€ 


ALUMINUM 
CAUMINT 
STORM  SASH 

H«Qvy,  oil  ojitrud^d, 
onodis«d,  ftotin-finiih 
olummwm  Fromo  that  it 
p«fmantntly  attoch«d 
with  sturdy  pin-typ* 
hinp».  Each  unit  #quipp«d 
with  Ouo-Lock  — an  ax. 
clwtiv*  Footur*  thot  maktt 
it  obtolut«ly  FoolpfooF. 


0«  Lvx«  Aluminum 
COMDINATION 
WINDOW 

Rigidly  conitructxd  oF 
ftnvtt  quality,  axtrud^d 
architacturol  aluminum - 
troattd  For  oxtra  herd 
nott.  Built  to  fit  ond  to 
allow  For  togging  or 
chongo  oF  thopo  of  pri¬ 
mary  Framot.  Pluth,  tolF- 
storing  typo  installation. 


PiRMA-SIAl 

ALUMINUM 

WINDOW 

Th«  World's  lowost  pricod, 
•Ktrudod  oiuminum,  com¬ 
bination  window.  Pricod 
so  low  thot  you  can  toll 
10  Porma-Soal  windows, 
ony  sii«,  to  tho  Homo 
Ownor  For  only  $169  and 
still  moko  your  normal 
profit. 


WIRE— WRITE— PHONE  Youfi^ttown,  Ohio,  9-9765  for  Additiofigl  Ittformgtion. 


*2i^ecUAe%-‘70i^  *Wcftdow4:  Ottc. 


manufacturers  of  aluminum  products 
3655  Oalcwood  Avenue  Youngsfown  9,  Ohio  ° 
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&  HOME  IMPROVEMENT  DEALER 

April  1953 


Aluminum  Pinch  Seen 
Easing  In  a  Few  Months 


Office  of  Defense  Mobilization  assures  producers 
that  Government  stockpiling  will  not  be  increased 
during  last  three  quarters  of  1953 


VAST  requirements  of  the  de¬ 
fense  program  and  civilian  mar¬ 
kets  have  resulted  in  expansion  of 
t  he  aluminum  industry  to  its  might¬ 
iest  size,  but  demand  for  its  prod¬ 
ucts  probably  will  not  be  satisfied 
for  some  months,  A.  V.  Davis, 
chairman,  and  1.  W.  Wilson,  presi¬ 
dent,  informed  shareholders  of  the 
Aluminum  ('ompany  of  America, 
in  the  annual  report. 

Sloi-kpile  Demands 

('ontiiiKent  on  volume  of  military 
and  stockpile  demands,  pressure 
on  the  civilian  aluminum  market 
should  ease  in  the  latter  part  of  the 
year  because  of'increasinjr  produc¬ 
tion  cai)acity,  the  e.xecutives  said. 

•Meanwhile  the  (Jovernment’s 
stockpile  planners  have  assured 


producers  of  primary  aluminum 
that  requirements  for  reserve  sup¬ 
plies  in  the  la.st  three  quarters  of 
don't  represent  an  “increase 
over  previously-di.scus.sed 

Civilian  consumption  of  alumi¬ 
num  in  li)5;f — estimated  at  3. .5  bil¬ 
lion  pound.s — will  be  abf)ut  a  thinl 
higher  than  in  1952  even  after  de- 
fen.se  needs  are  met,  the  (lovern- 
ment  officials  .said. 

The  Office  of  Defen.se  Mobiliza¬ 
tion  reported  this  from  clo.sed  dis¬ 
cussions  of  the  stockpiling  program 
held  in  Washinjrton  on  March  12 
with  repre.sentatives  of  the  “bijr 
three”  primary  aluminum  produc- 
er.s — the  Aluminum  Co.  of  Amer¬ 
ica.  Reynolds  Metals  Co.  and  Kaiser 
Aluminum  Co.  The  information  was 
withheld  until  it  could  be  th()rouRh- 
ly  checked  for  security. 


Industry  men  pre.sent  .said  the 
(lovernmenf — re|)re.sented  by  01  )M, 
the  National  Production  Author¬ 
ity’s  aluminum  and  majruesium  di¬ 
vision,  the  .Munitions  Hoard  and 
the  Oeneral  Services  Admini.stra- 
tion — was  "very  favorable”  to  a 
suKJrestion  that  actual  stockpiling 
programs  be  set  u|)  on  a  (juarterly 
basis. 

Prime  Producers 

The  producer  representatives  ar¬ 
gued  that  becau.se  of  the  many  un¬ 
certain  factors  K<*verninj'  availa¬ 
bility  of  the  metal,  a  riRid  .sched¬ 
ule  of  stockpiling  should  be  avoided. 
They  sujrKested  that  “advisory 
meetiiiKs”  be  held  in  advance  of 
each  (juarter  to  determine  set- 
asides  for  the  stockpile. 


&  Home  Improvement  Dealer 
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Kstimates  of  aluminum  produc¬ 
tion  in  the  rest  of  1958  and  1954 
are  subject  to  sizable  chaiiKes  in 
either  direction,  industry  men  said. 
They  [Miinted  to  difficulties  in  com¬ 
pleting  new  facilities,  the  uncer¬ 
tainty  (tf  starts  under  the  “third- 
round”  expansion  program  and  the 
possibility  of  drouKht  as  factors 
which  could  mean  greatly  reduced 
supplies. 

.More  Imports 

There  is  an  equal  chance  that 
more  aluminum  will  be  available 
than  is  pre.sently  estimated,  they 
.said,  and  any  “balanciiiK-off”’  of 
the.se  po.ssibilities  is  merely  Kue.ss- 
work.  A  less  .severe  freeze-up  in 
the  Pacific  Northwest  next  winter, 
more  imports  from  Canada  a.s  a  re¬ 
sult  of  apparent  “.softnes.s”  iiT  the 
British  market  or  the  ea.sy  comple¬ 
tion  of  expansion  proj?rams  could 
add  considerably  to  the  8.5  billion- 
|M)und  estimate,  they  .said. 


()I)M  officials  said  the  availabil¬ 
ity  of  8.5  million  pounds  this  year 
would  mean  civilian  consumption 
on  aliout  the  1950  level.  ()uti)ut  has 
rou>rhly  doubled,  but  the  j)roduc- 
tion  planners  said  that  the  number 
of  fabricators  and  the  variety  of 
u.ses  al.so  have  shown  jrreat  in¬ 
creases. 

Imports  this  year  will  amount 
to  about  894  million  pounds,  ODM 
.said,  including  825  million  pounds 
from  Canada  or  only  slightly  more 
than  these  .shii)ments  in  19.50.  ODM 
|)laced  imports  from  Canada  at 
129  million  pounds  for  the  first 
qiiartm’,  but  exjiects  declines  in 
later  quarters  a.s  “aluminum  loan.s” 
from  Great  Britain,  through  the 
Aluminum  Company  of  Canada, 
are  repaid. 

There  are  .some  indications,  how¬ 
ever,  that  the  British'  may  forego 
their  call  on  .some  Alcan  production 
for  the  rest  of  this  year. 

Suiilies  have  been  relatively  plen¬ 
tiful  in  the  British  fsle.s  for  some 


time,  and  their  (Jovernment  offi¬ 
cials  may  decide  to  import  less 
aluminum.  This  would  mean  larger 
shipments  from  Alcan  to  the  U.  S. 

No  definite  decisions  have  yet 
been  reached  on  the  stcK’kpiling 
program,  and  it  is  expected  that 
.several  more  meetings  on  the  sub¬ 
ject  will  be  held.  Although  the 
Munitions  Board  and  the  Secretary 
of  the  Interior  are  charged  with 
the  ultimate  decision,  it  is  thought 
that  ODM  will  have  a  .strong  in- 
lluence  in  establishing  the  iirogram. 

Defense  .Materials  System 

It  will  be  known  as  the  Defense 
.Materials  System  and  actually  will 
be  a  modified  version  of  the  current 
{'ontrolled  Materials  Plan. 

Only  steel,  aluminum  and  copper 
needed  for  the  military  and  atomic 
energy  i)rograms  will  be  affected. 

The  two  programs  now  take 
about  12  per  cent  of  all  steel,  80 
per  cent  of  aluminum  and  20  per 
cent  of  copper. 

Under  the  new  D.MS  mills  will 
have  authority  to  .sell  to  civilian 
buyers  any  excess  tonnage  not 
taken  by  defen.se  and  atomic  en¬ 
ergy  contract(tr.s. 

The  plan  is  being  devised  to  pro¬ 
vide  the  only  materials  controls  the 
Ei.senhower  administration  believes 
will  be  nece.sary  after  the  current 
CMI’  plan  expires  along  with  the 
defense  production  act  on  June  .80. 

Single  Regulation 

Rules  of  the  new  D.MS  will  be 
set  forth  in  a  single  regulation,  a 
sharp  contrast  with  the  multitude 
of  regulations  issued  by  the  na¬ 
tional  production  authority  under 
the  pre.sent  Defense  Production 
Act. 

The  regulations  probably  will  be 
announced  around  March  20.  With 
one  exception,  they  will  drop  all 
allocations  for  nondefen.se  use  of 
materials. 

The  only  exception  affects  nickel¬ 
bearing  stainless  Steels.  The  maga¬ 
zine  .said  this  is  becau.se  of  defen.se 
and  atomic  energy  needs  for  com¬ 
ponents  made  from  the.se  steels. 


'The  rhrisi)*n  Sci*nce  .MoiiUor 

“Oh.  a  salesman!  I  just  love  salesmen!  .Mw  ays  givinf  away 
free  samples.  Had  one  fellow  the  other  day,  gave  away  a  free 
butter  dish.  Of  rourse,  I  never  buy  anything.  Have  everything  I 
need.  I  suppose  YOU  have  something  nice  you’d  like  to  give  a.v. 
Well,  if  1  haven’t  already  got  one  I  ll  be  very  happy  to  .  .  . 
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■  JE5R¥S/*W'' 


sVlow  To 


^oat  FAN 


From  Data  Furnished  By 
Propeller  Fan  Manuiacturers' 
Association 


A  LARtJH  and  pr()tital)k‘  volumt* 
of  sales  id  ventilating^  equip¬ 
ment  looms  ahead  for  the  buildinvr 
specialties  dealer  who  puts  a  little 
sales  effort  into  promoting  attic 
and  window  fans  durinjr  the  next 
few  months.  Last  year,  Do.ddd  at¬ 
tic  fans  were  .sold,  a  5  percent  in¬ 
crease  over  the  i)revious  .season.  An 
even  Kf^ater  increase  was  seen  in 
window  fan  .sales,  with  the  480,(K)() 
units  sold  repre.sentinjj  a  5(»  |)ercent 
increase  over  1951  .sales. 

FVedictions  are  that  the  .sea.son’s 
sales  will  push  these  tiKures  even 


higher,  and  it's  u)t  to  the  individual 
dealer  to  .see  how  much  of  the  total 
will  he  his  share.  The  public  is 
"cooling  con.scious,"  purchasin^^ 
power  is  hi^h.  and  when  the 
weather  comlitions  lurome  rinht. 
a^Rressive  i)romotion  vividly  pic¬ 
turing  the  benefits  of  ventilatinjr 
ecpiipmeiit  will  materialir.e  into 
.sales. 

In  selling  any  item,  whether  it 
be  paper  clips  or  cars,  the  .sales¬ 
man's  basic  tool  is  a  knowledge  of 
the  benefits  to  the  consumer  of 
owning  the  item.  There  are  sev¬ 
eral  benefits  of  exhaust  ventilat- 
injr  equipment  that  should  i)rovide 
the  basis  for  the  fan  salesman's 
promot  ion. 

First,  and  foremost  of  course,  is 
comfort.  The  .salesman  should  be 


Skrtih  .•'Uitt'sy  Huhtff  /‘Ow  tS-  I'rtttiiaftnp  ip 


sure  to  point  out  to  the  prosptv- 
tive  buyer  that  attic  fans  and  win¬ 
dow  fans  not  oidy  move  larjyer 
(piantities  of  air  than  the  ordinary 
table  fan.  but  they  actually  ex¬ 
haust  the  air  rather  than  just  cir- 
culatiiiK  it.  In  terms  of  comfort, 
this  means  that  stale,  overheated 
inside  air  is  actually  re|)laced  with 
fresh  outdoor  air.  Coolinjr  breezes 
are  created  and  livinjr  tpiarters  will 
be  more  comfortable. 

“Niuhl  C(M»lin>;" 

I’.e  sure  to  show  the  homeowner 
in  detail  how  the  attic  fan  will 
operate  on  the  "niKht  coolinjr” 
princii)le  to  n’.ake  his  summer  eve- 
idnKs  more  comfort5d>le.  With  the 
sun's  rays  beatinjr  down  on  the 
attic  roof  all  day,  the  attic  tem¬ 
perature  can  build  up  to  as  hifjh 
as  I.'IP  decrees  on  a  da.v  when  the 
outdoor  ttmiperature  is  95.  The  in¬ 
side  living  (juarters  of  an  unven¬ 
tilated  house  will  have  a  temi)era- 

Here,  a  lalesman  closes  sale  of  window  fan 
after  giving  an  on-the-spot  demonstration. 

r/'.'/.i  i/’Mrfrsy  t'ltini/  Atr  CiiMtlitivniiio  Co. 
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An  interior  view  ot  on  attic  fan  installation. 
Because  there  is  an  attic  fan  suited  for  most 
houses,  little  or  no  redecoration  is  required 
to  accommodate  it. 

/'A.'/.'  I'liiiiii  In  (  'ih/ifti’iitsti/  (  > 

tiirt'  of  a.s  hifrh  ;*.■<  102 
Kvi'ii  thoii^rh  aftt*r  sunset,  the  out¬ 
side  temi)eralure  will  drop  as  much 
as  15  to  25  de^n’ees,  the  inside  tem¬ 
perature  may  not  fall  helow  '.15  in 
the  living  (piarters  and  115  in  the 
attic. 

llecause  Nature  rarely  provides 
us  with  a  hrt'eze  stronjr  enough 
to  dispel  this  stored-up  heat,  the 
hou.se  remains  .'titlinydy  hot.  tilled 
with  heavy  stajrnant  air.  An  e.\- 
haust  fan  installed  in  the  attic 
chanirt*-'*  this  picture  entirely.  In 
a  matter  of  a  minute  to  a  minute 
and  a  half,  the  attic  fan  comi)let(  ly 


empties  the  house  of  its  stutl'y,  hot 
air.  t'ooler,  refrt'shinK  nilfht  air 
enters  through  open  windows, 
hriiiKiiijr  inside  temperatures  down 
rapidly.  Soon  the  inside  tempera- 
tuie  equals  that  of  the  outside,  and 
in  addition,  the  gentle  air  move- 
mt  nt  speeds  up  evjiporation  of 
moisture  from  the  skin,  a  process 
which  creates  ;i  c(»oling  sensiition. 

For  smaller  homes  and  apart¬ 
ments.  a  window  fan  will  work  on 
the  same  principle  of  night  cooling, 
drawing  night  :iir  through  ojien 
windows  and  across  the  rooms  to 
he  cooled.  A  window  fan  will  suc- 
cf  ssfully  cool  four  to  live  rooms, 
and  for  the  utmost  in  sleeping  com¬ 
fort.  should  not  be  installed  in  bed¬ 
room  windows,  but  in  a  room  across 
from  them.  This  way.  the  sleep¬ 


ing  quarters  will  be  the  first  to 
be  cooled. 

Having  a  cool  inside  tempera¬ 
ture  insures  against  falling  asleej) 
hot  and  |)erspiring  and  awakening 
with  a  cold  in  the  morning  because 
of  a  sudden  temperature  change 
during  the  night.  Refreshing  sleei* 
made  possible  with  proper  ventila¬ 
tion  means  better  luvilth. 

.Additional  lienelit.s 

Stressing  the  additional  benefits 
of  the  attic  and  window  fans  may 
be  important  to  clinching  a  sale. 
Point  out  to  the  prosjiective  buyer 
that  an  attic  fan  is  an  investment 
which  will  not  only  provide  him 
with  comfort  but  will  help  to  pre¬ 
serve  his  house.  During  the  sum¬ 
mer  months,  the  spread  of  mois¬ 
ture  due  to  high  humidities  is  ac¬ 
celerated  and  the  resulting  fungus 
growth  causes  deterioration  in 
walls,  ceilings,  and  foundations. 
Al.so.  the  dampness  shortens  the 
life  of  furniture.  Proper  ventila- 


Sketch  above  'hows  how  a  home  attic  fan 
can  be  installed  for  a  complete  home-cool¬ 
ing  system,  designed  for  simple,  low-cost 
operation.  Fan  drives  out  stored-up  heat 
and  fills  every  room  with  cool  fresh  air. 

.'ski  till  i-.mitf'sy  Huitht  /-.m 

S  1’t'ntHatiuii  (  iK.  I  lie. 

tion  with  an  attic  fan  will  pre¬ 
vent  moisture  spread  and  fungus 
growth  and  lengthen  the  life  of  the 
building. 

Other  advantages  of  the  attic 
fan  that  make  good  .selling  points 
include : 

1.  The  .sound  of  oiteration  is 
negligible,  since  the  fan  is  located 
in  the  attic. 

(Ctnitiinml  on  Pcifje  84) 
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j;  Milwaukee  Awning  Dealer  Boosts 
^  Volume  with  TV 


WTMJ-TV 

MILWAUKEE 


tlu‘  laniera.  Me  is  preeeiled  by  a 
2:>-see<)mi  film  ori^riiiated  l)y  the 
advert isiii^r  consultants  of  Orchard 
Mros,.  Inc.,  nuiiiufacturers  of 
Aluniaroll  awniiiRs.  Following  the 
telecast,  the  sales  stalT  stays  in 
the  office  for  an  hour  to  answer 
(luestions  on  the  telephone  and  to 
make  appointments  for  awning 
demonstrations. 

While  great  success  has  attended 
the  company’s  television  program, 
Sujier  Seal  does  not  rely  on  it  ex¬ 
clusively.  In  additioi.,  Lepper 
makes  extensive  u.se  of  newspaper 
advertising,  a  Si)ring  Home  Show, 
and  the  fall  State  Fair.  During 
the  winter  Super  Seal  exhibits  at 
{('ontiinml  on  !>2) 


One  of  the  biggest  sales  which 
resulted  from  a  TV  spot  commer¬ 
cial  was  a  .S2iS()()  installation  on  a 
school  in  White  h'ish  Hay.  a  suburb 
of  .Milwaukee.  Super  Seal's  expe¬ 
rience  indicates  that  TV  turns  cold 
canvassing  into  “warm  canvassing" 
for  salesmen.  .Milwaukee  hou.se- 
wives  will  often  ojjen  their  doors 
to  the  company's  .salesmen  when 
they  hear  the  brand  name  “.Aluma- 
roir’  because  they  have  been  famil¬ 
iarized  with  this  awning  through 
television. 

One  of  Super  Seal’s  top  .salesmen. 
.Jim  Schweitzer,  a  former  radio  an¬ 
nouncer,  not  only  writes  the  .scrijits 
for  the  live  part  <tf  the  show  but 
demonstrates  the  awning  before 


rpKLFVlSlOX  is  a  ver.v  valual)le 
advertising  medium  for  build¬ 
ing  specialties  according  to  K.  W. 
Lepper,  president  of  Super  Seal  Co., 
who.se  main  business  is  aluminum 
awnings.  Lepjter  finds  that  one 
minute  spot  commercials  on  Station 
WT.M.J,  Milwaukee,  are  highly  ef¬ 
fective  in  producing  leads  and 
“.softening"  customers. 


illustrates  the  Alumaroll  Water  Works  Display  attached  to 
door  canopy.  Water  was  pumped  to  root  ot  canopy,  ran  down 
gutters  on  either  side  into  potted-plant  containers.  Picture 
below  shows  Super  Seal  home  installation. 


Lett:  the  Super  Seal  display  booth  at  City  Auditorium  Home 
Show,  Milwaukee,  Wis.  March  7-1S.  Note  attention-getting 
neon  sign,  upper  left.  By  a  series  ot  transtormers  the  neon 
awning  appeared  to  roll  up  and  down  continuously.  Photo  also 
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sturdily  constructed  of  fine  hordwood  ond  hardwood  veneers,  ture,  co.nbined  with  durability  efficiency  and  eosy-to-core-for 

the  cabinets  in  the  kitchen  above  offer  the  beauty  of  fine  furni-  features  found  in  the  most  modern  installations. 

Fkoto  courtesy  of  Kttrht-v  Maid  Corf* 


H'^HK  flealtM’  who  s|K*cializos  in 
-*■  custom  kitchens  has  learned  the 
value  of  planning  his  la.Vffuts  care¬ 
fully.  Me  works 'closely  with  his 
customer,  following  her  suKKf'stions 
and  desires,  for  it  is  she  whom  he 
mu.st  please,  and  her  satisfaction 
with  the  finished  joh  is  the  one 
tiling,  above  all  others,  that  he 
st'eks. 

Therefore,  to  know  his  customer, 
to  encouratre  her  to  he  free  in  her 
expression  of  what  she  wants  in 
her  kitchen,  is  of  the  trreatest  im¬ 
portance.  Mo.st  dealers  will  find 
that  his  cust(»mer  has  a  "picture” 


in  her  mind  of  what  her  “custom 
kitchen"  will  he  like,  and  it  is  the 
dealer’s  joh  to  make  that  ifictuie 
real,  to  conform  as  much  as  pos¬ 
sible  to  her  wishes. 

Sta^e  of  Planning 

(Ireat  care  should  he  taken  at 
this  stajre  of  i)lannin>r  however. 
P'ffort  should  he  made  to  have 
the  cu.stomer  he.  as  specific  and 
definite  as  po.ssihle  in  all  the 
decisions  and  choices  she  makes, 
for  in  this  way  alone  can  ultimate 
“kick-hacks”  of  dissatisfaction  In* 
avoided.  To  have  a  cu.stomer  ex¬ 


press  doubt  or  displeasure  at  some 
particular  feature  in  a  kitchen 
after  a  remodeliiijr  job  is  finished 
or  in  a  .statre  of  comifletion,  can  be 
an  annoyinjr  inconvenience,  and  a 
costly  delay  or  j)rofit-drain  as  well. 

Note  that  it  was  sutrtrested  that 
the  dealer  conform  "as  much  as 
po.ssihle”  to  the  customer’s  desires. 
More  often  than  not.  it  will  he 
found  that  the  housewife  will  be 
preoccupied  with  the  beauty,  the 
visually  impressive  hut  more  su¬ 
perficial  aspects  of  kitchen  plan¬ 
ning.  such  as  li^ditin};.  and  color 
harmony,  and  nejrlect  the  many 
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FUNDAMENTALS  OF  KITCHEN 
PLANNING 

Correctly  planned  kitchens  are  unusual,  so 
when  you  otter  prospects  a  properly  planned 
kitchen  you  have  a  powertui  selling  teature. 

Work  in  kitchens  divides  into  three  major 
tosks:  tood  storage  and  preparation;  clean¬ 
ing;  and  cooking  and  serving.  These  three 
major  tasks  create  three  wark  centers 
(right). 

The  siie  and  shape  of  the  room,  and  loca¬ 
tion  ot  windows  and  doors  will  determine 
the  arrangement  at  the  three  wark  centers. 

«*/  If'ff/inffhoMtf  I'icctric  Corp 


For  more  kitchen  sales,  don't  neglect  basic  needs; 
for  beauty,  help  your  customer  combine  the  two 


which  in  the  ultimate  set¬ 
up  will  show  themselves  to  be  of 
vital  importance  to  her,  such  as 
the  amount  of  storaKe  space  re¬ 
quired  to  serve  adequately  the 
needs  of  herself  and  her  family, 
or  the  .scientific  positioning  of  aj)- 
pliances  and  wall  and  ba.se  cabinet 
units  to  keep  walking,  reachinjr 
and  bending  at  a  minimum. 

The  hou.sewife  is  apt  to  concen¬ 
trate  on  the  more  romantic  aspects 
of  kitchen  planning.  And  while  it 
is  advisable  to  jfive  her  what  she 
wants,  it  is  imjiortant  that  the 
dealer  draw  her  attention  to  the 
more  practical  and  equally  imj)or- 
tant  part  of  planninjt  that  includes 
clear  and  definite  provision  for 
ample  storage  space  and  mji.xi- 
mum  effort-and-time  saving  ar- 
arranirement  for  work  areas. 

A  family  of  two  or  three,  for 
example,  would  obviously  require 
less  storage  space  than  a  family  of 
five  or  six.  and  in  addition,  each 


customer  you  .sell  will  be  found  to  Corner  and  planning  with  her.  if  he 
have  needs  or  desires  peculiar  to  •*  •'*‘'*1  custom  kitchen  job 

her.self  as  a  result  of  varialile  liv-  that  will  jrjve  the  utmost  .satisfac- 
iiiK  and  family  habits.  One,  you  tion. 

may  discover,  makes  a  practice  of  In  jreiieral  all-over  preliminary 

kitchen  planniiivt,  howtwer,  the 
dealer  will  find  it  convenient  to 
think  in  terms  of  the  “averaKe” 
remodeliiiK  job.  lie  can  be  Kuided 
by  a  number  of  almo.st  univer.sal 
standards  which  provide  a  com¬ 
mon  denominator  for  almost  all 
kitchens,  and  in  this  way  largely 
simplify  his  iiIanniiiL'.  Thus  “basic 
jilanniiiK”  can  then  be  modified 
with  minimum  effort  and  time  to 
include  the  variations  and  p(“culi- 
arities  each  cu.stomer  demands. 

Years  of  thoroujrh  and  painstak¬ 
ing  exi»»‘rience  have  been  put  into 
kitchen  (dannin^f  by  manufactur¬ 
ers.  To  them,  as  to  the  dealer, 
customer-satisfaction  is  all-impor¬ 
tant.  The  subject  has  been  studied 
(('oiifititn  (I  (III  P(i(/(  100) 


Convenient  corner  cabinets  are  designed  lor 
easy  accessibility  in  hard-to-reach  areas. 

rh..to  ■(  Ktichrn  Vatii  Ci'tf' 
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Left:  The  modern 
spoce-saving  dress¬ 
ing-table  lavatory 
which  features  an 
underneath  storage 
compartment  for 
toilet  articles. 
Usual  medicine 
cabinet  may  be  dis¬ 
carded  for  large 
wall  mirror. 


There's  a  new  and  profitable  market  for  yon  if  yon 


Sell  the  Modem  Dressing  Table-Lavatory  Combination 


Not  loiiK  iiRo,  the  attractive, 
.space  -  saving  tiressinjj  -  table 
lavatory  or  four-feature  combina¬ 
tion  unit  shown  on  this  pa^e  would 
have  had  to  la*  .specially  designed 
and  custom-built  for  homeowners 
desiring  them.  Today,  thanks  to 
rapid  progress  in  the  field  and  the 
now-proven  conviction  that,  once 
.seen,  the.se  ultra-modern  fixtures 
would  be  wanted  by  families  every¬ 
where,  they  are  beinjr  mass-pro¬ 
duced  in  a  variety  of  styles,  sizes 
and  colors  t(»  meet  every  need. 

The  market  is  relatively  new  for 
dealers,  and  offers  exceptionally 
jr*M)d  opportunity  for  profit. 

Number  one  .sales-prospect  is  the 
housewife,  t<*  whom  both  these  un¬ 


reach:  and  for  lipstick,  powder, 
face  creams  and  other  toilet  arti¬ 
cles,  she  need  only  reach  down  in¬ 
to  the  handy  utility  cabinet  at  the 
bottom  of  the  fixture  instead  of 
racing  l)ack  and  forth  between  the 
Itedroom  and  bath.  Of  additional 
convenience  is  the  door  of  the 
(('i)iifiinii  <1  on  f‘o(i<  KH) 


usual  fixtures  oner  a  convenience 
and  beauty  she  has  lonjred  for. 

1'he  dressinjr-talile  lavatory  she. 
can  use  with  more  jileasure,  ease 
and  comfort  than  a  vanity-dre.s.ser 
in  her  bedroom,  .'^he  can  sit  down 
before  it.  attend  to  hair,  dressinyr, 
make-up  with  minimum  effort ; 
hot  and  cold  water  are  within  easy 


Ci^utttsy  MatiStti  ManufitLturiHQ  Co. 

Right:  The  new  attractive  fixture  for  bath- 
room,  bedroom  or  powder  room  that  com. 
bines  the  best  features  of  a  vanity,  lavatory, 
linen  closet  and  medicine  cabinet. 
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to  meet  the 


Big  Demand! 


THE  MOST 
SENSATIONAL 
SELLER  IN 
SIDING  HISTORY! 


The  Life-Guard  Of  The  American  Home* 


with  the  Baked- on  Gleaming  White  Enamel  Finish 


SELLS  ON  SIGHT 
AND  ON  FACTS 


Despite  limitations  on  the  supply  of  aluminum  during  the  last  several  years, 
many  dealers  have  still  been  able  to  sell  Life  time  Aluminum  Weather¬ 
board  and  to  enjoy  the  prestige  and  profits  that  go  with  every  sale. 

For  each  and  every  job  throughout  the  Lhiited  States  stanils  as  a  living 
testimonial  to  the  lasting  beauty  of  Life-time  Aluminum  Weatherboard. 

W'e  are  happy  to  announce  that  this  great  product  is  now'  immediately 
available. ..and  that  there  are  openings  for  additional  exclusive  dealerships, 

So  don’t  delay,  (lash  in  on  tlie  eager  market  that  awaits  you. 
Kemember,  l  ife-time  Aluminum  W  eatherboard  assures  you  ot 
responsible  merchandising,  unchanging  policy  and  complete 
cooperation. 

W'rite  for  full  information  today ...  Lifetime  Industrie?,  Inc., 

151  South  Fifth  St.,  Louisville  2,  Ky. 


•  The  most  irresistible  beauty 
and  the  most  anduringl 
e  Eliminates  frequent 
costly  rapaintingl 
e  Sensational  insulation  valuol 

e  Exceptional  fire  resistance. 
Rot-proof,  Warp-proof! 
e  Never  a  stain  —  oil 
noils  hidden! 


Backed  Up  Bf  Ttie  Greatest  Hit  Of  Selling  Tools  Ever  tssemliled! 

From  doorknob-hangers  to  closers*  manuals,  from  news* 
paper  mots  to  moil  brochures ...  you  get  everything  to  clinch 
soles  when  you  handle  Life-time  Aluminum  Weatherboard. 


Interlocking  8"  Ponel  assures  easy  in 
itallation.e.more  jobs  done  in  less  time. 


IMMEDIATE 

DELIVERY 

Write  Lifetime 
Industries,  Inc. 

NOW  I 
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In  1916  when  aluminum  storm  windows  were  merely 
“copies  in  metal”  of  the  one-over-one  wood  storm  windows 
we  had  built  for  years,  Quincy  was  the  first  to  market  a  full 
three-track  self-storing  window.  Seven  years  continuing  de¬ 
velopment  has  produced  the  incomparable  .  .  . 


1953 


y 


TRIPl-GUDE 


In  ID  17  Quincy  was  the  first  to  produce  circle,  segment 
and  Gothic  head  three-track  aluminum  storm  windows.  The 
sash,  screen  and  frame  head  rails  are  not  pieced  together  from 
short  sections,  but  are  formed  to  the  required  radii  in  one 
continuous  section  in  the  .  .  . 


1953 


CIRCLE  HEAD 


In  1918  Quincy  produced  the  first  aluminum  storm  door 
with  one  large  light,  not  divided  by  cross  bars,  and  without 
any  other  unsightly  construction  details  visible  on  the  face  of 
the  door.  These  “Clean  Face”  features  are  still  exclusive  with 


the 


1953 


Q, 


mu  a. 


y 


STORM  DOOR 


In  1953  Quincy  is  the  first  to  offer  an  all-aluminum 

jalousie  door,  engineered  as  one  complete  unit — not  a  door 
adapted  to  a  jalousie — or  a  jalousie  adapted  to  a  door.  The 
rigid  strength,  the  classic  beauty  and  the  lifetime  durability 
of  the  Quincy  “Clean  Face”  Door  are  all  a  part  of  the  .  .  . 

uiaj  lALOUSIE  DOOR 


■ 
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Distributor  Plan  .  .  . 


Quincy  Distributors  are  not  required  to  stock  inventory — 
they  send  in  their  orders  as  they  receive  them  and  in  turn 
receive  their  units,  including  all  specials,  etc.,  completely 
assembled  and  numbered  by  jobs,  WHICH  MEANS: 

Quincy  Distributors  concentrate  their  full  efforts  on  their 
retail  sales  and  dealer  organization  because  they  have  no 
assembly  plant  or  warehouse  with  its  problems — LABOR — 
OBTAINING  MATERIALS  —  UNKNOWN  COSTS  — 
HIDDEN  LOSSES 

Quincy  Distributors’  MONEY  is  in  the  bank  where  they  can 
use  it,  not  in  obsolete  equipment  and  unbalanced  inventories. 

Quincy  Distributors  have  the  answer  to  the  forthcoming  highly 
competitive  sales  market — they  need  not  depend  solely  upon 
their  retail  sales  force  but  have  the  extra  protection  only  a 
group  of  prosperous  dealers  can  give  them. 

We  invite  you  to  visit  our  plant  in  Quincy. 


"Tfi<>  \amv  ifuinvtf  I^teann 
THI  QUINCY  STOtM  DOOt  •  THi  QUINCY  JALOUSIf  DOOR 
THI  QUINCY  TRIPL-OllDi  COMRINATION  WINDOW 
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anaging  Your  Business 


(Sixth  in  a  series  of  articles  on  busi¬ 
ness  management) 

'VT’OUK  goodwill,  which  is  of  siicii 
immeasurable  imjKirtance  in  es¬ 
tablishing  and  maintaining  profit¬ 
able  relations  with  your  custom¬ 
ers.  will  certainly  bolster  your 
credit  with  a  bank  when  you  ne¬ 
gotiate  for  a  loan,  (ohm!  banking 
relations  should  be  carried  on  in  a 
candid  and  friendly  atmosphere. 
Your  banker  is  there  to  help  you 
find  the  most  suitable  type  of  loan 
for  your  business  expansion.  Don’t 
oversell  your  business.  Don't  be 
afraid  to  reveal  your  troubles.  A 
banker’s  ethics  will  never  permit 
him  to  divulRe  confidential  informa¬ 
tion.  Hy  proving  to  him  that  you 
are  a  person  of  integrity  you  will 
create  .secure  bankiiiK  relations 
and  increase  your  chances  for  ob¬ 
taining  any  type  of  loan  you  desire. 

These  days,  many  commercial 
lianks  have  installed  small  business 
departments  which  may  help  you 
secure  a  special  loan  for  your  par¬ 
ticular  line  of  busine.ss.  Let  us  now 
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discu.ss  .some  of  the  mo.st  common 
variety  of  loans  that  a  bank  can 
Kive  you,  namely  loans  on  accounts 
receivable,  character  loans,  lon^r 
term  loans,  equipment  and  ware- 
hou.se  loans. 

Specialty  dealers  are  very  often 
inclined  to  take  out  loans  by  pled^r- 
in>r  their  notes  or  account  receiv¬ 
able.  You  can  Kot  such  a  loan  in 
one  of  two  way.s — on  a  non-notifi¬ 
cation  or  on  a  notification  basis. 

Non-notification  Loan 

If  you  prefer  a  non-notification 
loan  then  the  bank  does  not  inform 
the  accounts  that  owe  you  money 
about  the  loan.  Your  accounts  con¬ 
tinue  to  pay  you  as  usual  and  you 
pay  up  your  loan  to  the  bank  di¬ 
rectly.  On  this  basis  the  interest 
on  the  loan  will  be  greater,  since 
the  bank  is  taking  more  of  a  chance 
with  you.  On  a  notification  loan 
the  bank  can  deal  directly  with  the 


accounts  that  owe  you  money  and 
attempt  to  extract  payment  from 
them. 

One  of  the  advantajres  of  play¬ 
ing  .square  with  your  banker  is 
that  if  he  has  faith  in  you  he  may 
be  willinK  to  advance  you  short 
term  character  loans.  A  character 
loan  is  ba.sed  only  upon  the  bank¬ 
er’s  evaluation  of  your  busine.s.s — 
your  production  and  earning  ca¬ 
pacity,  .sales,  business  ratinjr,  per- 
.sonal  integrity  and  know-how — 
and  is  made  without  collateral. 

If  your  banker  jrrants  you  a  line 
of  credit  then  you  can  borrow 
money  up  to  certain  fixed  limits  on 
a  revolvinjr  basis.  That  is.  you  can 
have  a  few  loans  out  simultaneous¬ 
ly,  provided  you  do  not  borrow  be¬ 
yond  these  specified  bounds.  Con- 
.sequently  you  will  pay  a  lower  rale 
of  interest  in  contrast  to  what  you 
would  have  to  i)ay  on  a  single  loan 
taken  out  for  the  maximum  amount 
of  money. 

A  convenient  way  to  make  up 
for  a  lack  of  equity  capital  in  your 
U'ontiiiiH  (J  on  Pofjv  106) 
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Homes 


are  clamoringffor 


PROFITS  GALORE! 

Home  owners  from  coast  to  coast  are  clamor- 
inK  for  the  WINKO  Jalousie  Door!  The 
WINKO  Jalousie  Door  was  pre-tested  in  key 
markets  with  overwhelming  favorable  re¬ 
action!  Show  it  to  your  customers  and  pros¬ 
pects —  and  it’s  sales  at  first  sijrht!  Sales 
with  exceptionally  hiph  profits  for  you! 


AMERICAS  QUAUTYDOOR 

WINKO  Jalousie  Doors  are  the  world’s  finest 
Convertible  Storm  Doors.  Made  of  lifetime, 
fully  extruded  aluminum,  precision  enpi- 
neered  for  exact  and  permanent  frame-fit. 

22  automatically  adjustable  crystal  plass 
louvers  3"  wide,  lifetime  weather-strip  buck, 
scuff-proof  kick  plate.  Pneumatic  door  check 
and  limit  chain,  aluminum  screen,  stainless 
steel  hinpes,  lock  with  key  (if  desired)  and 
many  more  value-packed  features! 


PROMPT  DELIVERY! 

KD  or  FULLY  ASSEMBLED 

You  are  assured  prompt  delivery.  Either  fully 
assembled  or  K  I)  If  K.D.  is  desired,  parts 
will  be  delivered  individually  packaped  for 
quick,  easy  assembly  —  all  holes  pre-drilled, 
all  hardware  furnished. 


JALOUSIE 


NATIONAL  DISTRIBUTION  I 

There  are  a  few  choice  territories  still  avail¬ 
able  for  distributorships  and  dealerships.  The 
WINKO  Jalousie  Door  represents  the  oppor¬ 
tunity  of  a  lifetime  for  you!  Make  the  most 
of  this  outstandinp  Convertible  Screen-to- 
Storm  door  value  by  pettinpall  thedetailsnow ! 


COMING  SOON/ 

NEW.  KtVOlUTIONARY  ALUMINUM 

WINKO  3-TRACK  WINDOW 

An  <‘ntir»*ly  now.  r<‘volijtionary  Alum- 
intim  3  Track  Storm  Window  will  K<M>n 
make  its  debut  Invented  and  porf«*cted 
by  loading  entrinoers  in  the  Storm 
Window  Industry,  it  makt's  all  other 
storm  windfiWH  obsolete.  Fully  pro- 
tecttNl  by  patent  rights ...  cannot  be 
duplicatt'd.  For  bijr^er  pr<»OtH  —  (Het 
ready  .  Ciet  set . .  Get  WINKO! 


STORM  DOORS  and 
CASEMENT  WINDOWS 


Aluminwni  Coa- 
varlibl*  Storm 
Doort  ftoootifuMy 
dotignod  to  bar 
moaix#  with 
•vory  homo 


WRITE; 


WIRE: 


WINKO  AlUMINUIVl  PRODUCTS 

BOX  126,  WOODSIDE,  N  Y  STILLWELL  4-7833  \ 


PHONE: 
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Sal««  of  $3,000  to  $4,000  wookly  aro  normal  for  many  daaUrt  telling 
Childers  AlhAluminum  Awnings.  But  not  a  nickel  >t  the  profit  from 
theso  sales  is  wasted  in  costly  tlat-by-slat  shop  assembly.  Your  tales 
volume  depends  only  on  your  sales  force—not  the  capacity  of  your 
shop  atsambly  crew.  Childers  does  all  the  manufacturing  for  you  at 
the  factory  .  .  .  delivers  completed  awnings  to  you  ready  to  install. 
Mass  production  keeps  costs  low,  makes  every  home  owner  a  prospect 
And  easy,  quick  installation  adds  to  your  profit  on  every  sale! 


New  Kind  of  Aluminum  Awning  Lets  You  Sell 
"Off  the  Shelf". ..  Ends  Costly  Shop  Assembly 


Every  Childers  Awning  Is  Completely  Manufactured 
at  the  Factory,  and  Individually  Packaged  in 
Sises  for  Every  Window.  One  Man  Can  Unpack  "On  the 
Job"  and  Install  Average  Window  Awning  in  20  Minutes 


Don’t  pas.s  up  the  bi^  j)rofit.s  in 
.sellintr  permanent  awninj^.s  in 
your  community  becau.se  you  hate 
to  inve.st  a  bijr  chunk  of  capital  in 
ecpiipment  and  .slow  movinjr  inven- 
t<»ry  to  .shop-a.s.semble  old-.style, 
cu.stom-tailored  slat  awnin^.s. 

You  don’t  need  costly  e(iuij)ment, 
a  room-full  of  slats,  braces,  and 
.screws,  or  a  hijrh-priced  labor  force 
to  .sell  and  install  revolutionary  new 
Childers  All-Aluminum  Awninjrs. 

All  you  need  to  capture  a  hujre 
share  of  the  awning  -market  is  a 
good  .sales  crew,  because  Childers 
Awnings  are  completely  manufac¬ 
tured  at  the  factory.  They  come  to 


you  individually  boxed,  in  standard 
sizes  to  fit  every  window,  porch, 
and  store  front. 

You  don’t  even  net-d  to  opt-n  a 
Childers  carton  until  you  deliver  it 
to  the  “job.”  Even  then,  one  man 
can  unpack  an  awning  for  an  aver¬ 
age  window,  and  install  it,  without 
help,  in  just  20  minutes! 

And  that’s  not  all — Childers 
ma.ss  production  gives  you  a  real 
price  advantage  over  competition. 

So  get  set  now  to  enjoy  a  profit¬ 
able  Childers  franchise  in  your 
community.  Write  (’hilders  .Mfg. 
Co.,  3620  W.  11th  St.,  Houston  8. 
Texas. 


You  don't  noud  a  high^pricod  shop  crew  to  do 
costly  Kand^tsombly  w^en  you  tell  new  Childers 
Awnings— successor  to  old-style  sUt  awnings. 
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and  Install  A  Childers 
Awning  "On  the  Job" 
in  20  Minutes! 


JsctorV'pecksged,  readv-t«H 
install  Child<‘rs  awnlnirs 
come  in  any  width  ne«‘d»*d, 
in  4"  increm«'nts.  Com- 
hination  of  standard  fart* 
shet'ts  make  it  p<»>Hible 
to  fit  any  site  window, 
porch,  or  «>th«‘r  oiM-ninir. 


s  All-AIuminum  Awnin^rs:  Face  ? 
Gleammi?,  baked*on  enamel  finish. 


Look  at  all  theta  (|uality  features  of 
solid  aluminum,  leakproof,  yet  ventilated, 
choice  of  colors.  Can’t  rot,  fade,  or  rust. 


Workman  arrives  on  ''job'"  at  9:00  A.  M.  and  in 
10  minutes  he  has  unloaded  several  factory*sealed 
cartons— each  containing  a  Childers  awning  for  a 
single  window— and  is  ready  to  unpack  and  install 
the  first  awning. 


FIT  ANY  SIZE  WINDOW,  DOOR  OR  STORE  FRONT 
FROM  STOCK,  WITH  NEW  PACKAGED . . . 


CHILDfRS  AWNINO  FOR  DOUilE  WINDOWS 


CHILDERS  DOORHOOD 


9:10  to  9:25  A.M.  Using  only  a  screwdriver  and 
a  pair  of  pliers,  this  workman  unpacks  and 
assembles  the  first  Childers  Awning  and  installs 
Quick'Attach  bracket.  Now  he's  ready  to  attach 
it  quickly  to  the  window. 


A  complete  deorheed  in  rvery  package  Top,  two 
sides,  and  Quick*Attach  Bracket  plus  a  few 
screws  arc  all  you  handle. 


Fit  any  width  window,  porch,  or  store  front  right 
from  stock.  No  slat-by>alat  essembly  mcens  faster 
delivery,  high  Installation  profit. 


EVERY  SALES  HELP  YQU  NEED.  Childers  furnishes 
to  help  you  sell :  Demonstrator  Awninff,  Koda- 
chrome  Depth  Pictures,  Sales  Manual,  News¬ 
paper  Ad  Mats,  Door  Hangers,  Mailinfr  Cards, 
Folders,  Brochures  ...  A  complete  merchan¬ 
dising,  advertising  and  selling  program  for 
every  step  of  the  sale.  Everything  from  door 
openers  to  sales  closers! 


LIMITED  NUMBER  OF  CHILDERS  PROTECTED 
FRANCHISES  STILL  AVAILABLE  .  .  . 


('hild.ri  Mf,. 

1(20  Wnt  nth  Strnl  I  |  |"*yii|||| 

Houston  S.  Texas 
Gentlemen: 

Please  rush  me  complete  information  about  the  huge  money>making  opp<irtunitie»  in  selling 
Childers  Aluminum  Awnings  plus  information  about  a  prot(*ct«‘d  Childers  franchis<*  for  my 
community. 


9:25  to  9:30  A.  M.  With  Childers  Quick-Attach 
bracket  attached  above  window,  workman  simply 
inserts  top  of  awning  in  bracket,  lowers  awning 
against  window,  and  secures  it  with  two  screws— 
in  only  5  minutes.  The  job  is  dona — from  carton  to 
completed  installation  in  20  minutasi* 

*Of  course,  it  takas  longer  for  larger  awnings. 


ADDRESS 


CITY  . 
O  1  hai 


STATE 


outside  sales  crew  O  I  do  not  have  an  outside  sales 
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There^s  Profit 


As  clean  and  dur¬ 
able  as  aluminum 
itself,  reflective 
insulation  provides 
unsurpassed  year- 
round  thermal  ef¬ 
ficiency.  Specialty 
men  are  finding  it 
has  a  wide  and 
profitable  market. 


Photos  courtesy  Rcflectal  Corp. 


injfs,  etc.  And  they  buy  it  for  the 
.same  rea.son.s,  potentially  on  the 
•same  call. 

In  view  of  all  thi.s,  why  ha.s  it 
taken  .so  long  for  most  .specialty 
men  to  “di.scover”  the  market  for 
attic  insulation?  There’s  a  jrood 
reason. 

In  the  past,  there  was  only  one 
type  of  insulation  that  had  national 
acceptance — the  convective  or  bulk 
tyi)e.  The  enormous  weijrht  ainl 


in^r  .specialty  dealers  are  taking  on 
an  insulation  line.  They  see  a  i)o- 
tential,  in  attic  work  alone,  of  over 
1 1  hilUou  feet ! 

They  want  a  [)iece  of  this  rich 
market  and  it’s  a  jrood  bet  they’ll 
Ret  it.  IvORically,  the  lion’s  share 
of  the  attic  insulation  market 
should  be  Roing  to  the  specialty 
man.  The  tie-in  is  a  “natural”.  The 
people  who  buy  it  are  the  same 
people  who  buy  his  windows,  awn- 


From  Data  Furnished  By 
Reileclal  Corp. 


FpHKIiK  are,  in  the  I’.  S.  tcalay, 
over  1.")  million  homes  with  un¬ 
insulated  attics.  The  owner  of  every 
one  of  them  is  a  prospect  for  at 
least  T.'VO  sq.  ft.  of  insulation.  .Mul¬ 
tiply  these  fiRures  and  you  .'•ee  one 
reason  why  more  and  more  build- 


Tk«  application  of  reffactive  insulation  is  ABC-easy. 
A  (above):  cut  or  tear  to  length  required;  B  (first 
photo  right);  Staple  left  hand  edge  of  the  blanket 
to  rafter  face;  C  (second  photo  right):  Staple  right 
hand  edge;  the  blanket  expands  automatically. 
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11  Attic  Insulation 


Aluminum  foil  insulation  is  a  profitable  sales 
tie-in  with  windows  and  other  specialty  items 


volume  of  this  material  made  its 
handling  and  storage  a  costly  prob¬ 
lem.  Its  labor  costs  were  high.  A 
large  stockroom  and  a  12-foot 
truck  were  a  “must”,  even  for  the 
smallest  operator.  As  a  result,  spe¬ 
cialty  men  wondered  if  “the  game 
was  worth  the  candle”.  Many  de¬ 
cided  it  was  not. 

But  t  o  d  a  y  the  situation  is 
changed.  And  the  thing  that 
changed  it  has  been  the  incredible 
growth  and  acceptance,  within  the 
last  8  years,  of  reflective  or  “alumi¬ 
num  foil"  insulation. 

('ompaet  and  Light 

Unlike  its  mass-type  counter¬ 
part,  reflective  insulation  is  com¬ 
pact  and  light.  Packaged  in  handy 
rolls,  500  sq.  ft.  of  it  occupies  but 
one  square  ft.  of  tl(K)r  space,  weighs 
but  50  lbs.  The  .same  quantity  of 
bulk  material  would  weigh  12  times 


as  much.  10  cartons  would  be  re¬ 
quired  to  handle  it. 

This  remarkable  compactness, 
it’s  easy  to  see,  doe.s  a  real  paring 
job  on  handling  and  storage  costs. 
One  man,  for  example,  can  carry 
in  his  arms  enough  reflective  ma¬ 
terial  to  insulate  an  attic!  5,000 
.sq.  ft. — enough  to  handle  (5  aver¬ 
age-size  attic.s — fits  in  the  trunk 
of  an  ordinary  pas.senger  car!  No 
truck  needed.  And  an  ample  stock 
can  be  stored  in  a  closet-size  space  I 
Equally  impre.ssive  is  the  “line¬ 
up”  of  rnnsiimrr  benefits  boasted 
by  the  reflective  type  of  insulation. 
From  a  year-'round  efliciency 
standpoint,  it  can’t  be  beaten.  In 
the  summer,  for  example,  two  lay¬ 
ers  of  aluminum  foil  far  out-per- 
forms  even  a  full-thick  bat!  (Au¬ 
thority:  U.  ,S.  Bureau  of  Stand¬ 
ards.) 

This  efliciency  stems,  for 
the  most  part,  from  the  fact 
that  aluminum  foil  reflects 
95'-  of  all  radiant  heat — 
the  form  accounting  for 
55'-  to  80'-  of  all  heat 
transfer  acro.ss  an  air  space. 
And  at  the  same  time,  it 
provides  the  finest  vapor 
barrier  obtainable.  This 
means  no  more  costly  con- 
den.sation  i)roblems. 


Two  500  sq.  ft.  rolft — enough  for 
overage  attic — easily  carried  by 
one  man. 


To  the.se  advantages  add  tho.se 
of  cleanliness  and  durability  and 
you’ll  .see  why  reflective  insulation 
has  become  such  a  “romanceable” 
item. 

The  material  is  so  designed  that, 
automatically  on  application,  the 
foil  layers  sei)arate  ifn  nimh'f's  to 
provide  the  all-important  reflec¬ 
tive  air  spaces.  'Ihis  makes  for 
unusually  rapid  installation. 

This  application  speed  and  ease 
is  an  advantage  that  benefits  both 
the  dealer  mitl  the  homeowner.  To 
the  homeowner  it  means  either  re- 
(Vontimud  on  12.‘5) 


Efficiency  varies  with  the  number  of  alumi¬ 
num  foil  layers.  Four  types  are  available 
providing  two,  three  or  four  reflective  air 
spaces.  Photo  above  illustrates  Alfol  "Type 
II." 


u  u 

Type  I:  Two  reflective  air 
spaces. 


^  [^/ 


Type  II;  Three  reflective 
oir  spaces. 


u 

Type  111:  Three  leflective 
air  spaces. 
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Can  Saleswomen  Increase 
Your  Sales? 

The  writer  says  "yes"-because  saleswomen 
know  the  needs  and  problems  of  women  best 


- - -  Why  should  we  employ  women? 

We  do  not  rely  on  merit  alone 
V  or  an  academic  sales  training 

jjy  ^  course  to  sell  products  in  today’s 

ELEANOR  ^wW  l>ii.vers’  market.  The  art  of  persua- 

LAVESON  ^  sion,  which  is  the  most  important 

requisite  in  direct  selliiiK,  is  de- 
/  m  veloped  by  practice.  Women’s  vast 

y  t'xperience  in  this  art  has  been 

proven  since  the  beginning  of  time 
"  '  —  since  Kve  convinced  Adam  to 


(’onsider  the  following  reasons 
why  women  would  make  e.xcellent 
storm  window  salesmen: 

1.  She  has  a  natural  interest  in 
everything  that  goes  into  the  home. 

2.  She  has  an  advantage  over 
men  because  most  homes  are 
chosen  by  women,  which  con.se- 
qiumtly  makes  her  more  apprecia¬ 
tive  and  receptive  to  their  needs 
and  i)roblems. 

2.  Women  have  steadier  nerves 
and  more  patience  than  men. 

1.  The  old  adage:  “It  takes  one 
to  know  one’’  will  prove  true  when 
you  begin  to  see  the  positive  re¬ 
sults  of  employing  women  to  sell 
your  storm  windows.  Who,  but  a 
woman,  could  be  more  (lualilied  to 
know  and  understand  the  needs, 
problems  and  emotions  of  other 
women?  The  buyer  of  today  and 
the  future  is  and  will  be  the  woman 
of  the  family.  The  proof  of  this 
statement  is  supplied  by  the  fact 
that  they  control  a  vast  majority 
of  the  wealth  of  our  country.  They 
own  50' f  of  the  stock  in  large  cor¬ 
porations,  inherit  64 'f  of  the 


A  RK  you  in  the  storm  window 
business?  Are  you  e.xperienc- 
ing  a  dip  in  your  volume  of  .sales? 
In  order  to  complete  a  .sale,  are 
you  forced  to  reduce  your  standard 
price,  thus  lowering  your  profits? 

If  you  are  experiencing  a  re- 
ce.ssion,  despite  the  fact  that  you 
have  exhausted  every  possible 
means  of  advertising  and  promo¬ 
tional  campaign,  this  is  for  you. 

What  can  we  do  to  increase  our 
sales? 

Employ  WOMEN  to  .sell  your 
storm  windows.  They  are  natural 
born  .salesmen.  Business,  indu.stry 
and  banking  have  added  a  new 
twist  to  that  old  adage:  Woman’s 
place  is  in  the  home  —  selling  to  it. 
Women’s  mark  in  busine.ss  is  be¬ 
ing  felt  by  the  biggest  corpora¬ 
tions  in  the  country,  who  evidently 
regard  them  sufficiently  competent 
to  employ  almost  19,000,000,  which 
means  .‘14  percent  of  all  the  women 
in  the  United  States  are  employed. 


eat  that  “forbidden  apple.”  (Continued  ou  Ptuje  IKl) 


When  a  woman  demonstro^ei,  the  customer  is  convinced  ot  the  product's 
ease  of  operation. 
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Close-up  view  of  coating  operations.  Notice  thot  there  ore  no  heavy  containers  for 
material  on  the  scaffold.  The  empty  buckets  shown  ore  used  for  rog  storage  and  for 
testing  the  sproy  before  operation  started. 


^HE  F](lKtnvatt*r  Beach  Apart- 
ments  and  its  companion  .struc¬ 
ture,  the  EdRewater  Beach  Hotel, 
enjoy  a  nationwide  reputation  as 
two  of  Chicafro’s  most  famous 
huildinKs.  The  pleasing  pa.stel  shade 
of  their  exterior  coatings  places 
them  amoiiK  the  more  eye-catchiiiK 
structures  on  the  Chicago  skyline. 
The  story  of  how  the  coating  on 


the  Apartments  was  recently  re¬ 
newed  contains  information  of  in¬ 
terest  to  all  contractors. 

In  this  ca.se,  the  coatiri}?  must 
with.stand  weathering:  conditions 
more  severe  than  the  averaKe.  The 
buildinjrs  are  situated  ri^ht  on  the 
shore  of  Lake  Michigan.  The  coat¬ 
ing  suffers  wear  and  tear  from 
high  humidity,  .strong  winds  and 


wide  tluctuations  of  climatic  con¬ 
ditions. 

That’s  why  the  Apartments 
needed  a  new  “face”  in  1P52.  The 
application  of  this  “face”  or  coat¬ 
ing.  involved  rather  rigid  speciti- 
cations  with  regard  to  quality  and 
spee*!. 

Since  the  structure’s  at)pearance 
does  .so  much  to  make  it  a  (’hicago 
stand-out,  a  coating  of  uniform 
thickness  is  e.s.sential.  Thick-and- 
thin  coatings  not  only  detract  from 
appearance  hut  also  wear  much 
(Conti tnnd  on  Pof/n  116) 

Far  Left;  The  coating  was  completed  with¬ 
out  any  interference  to  foot  or  vehicle 
traffic.  Material  was  pumped  directly  to 
the  spray  guns  from  the  drums  shown 
without  inconveniencing  the  normol  opera¬ 
tion  of  the  building. 

I’hntot  courtesy  Ihuks  .\tfit.  Co. 

Left;  The  sprayers  started  each  morning 
at  the  top  of  the  building.  As  the  work 
progressed,  the  swing  stage  was  lowered 
until  ground  level  was  reached. 
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those  officially  recorded  were  man¬ 
ufacturers’  representatives,  man- 
ninK  the  booths  and  meeting  con¬ 
tractors.  Another  1,000  were  non- 
member  contractors. 


The  Exposition  had  the  largest 
showing  of  maintenance,  repair  and 
home-improvment  products  ever 
assembled  in  the  United  States 
under  one  roof,  and  it  is  of  particu- 


Right:  Dr.  C.  E.  Lund,  (center)  shakes  hands 
with  Lyle  F.  R.  Knudsen,  Cleveland.  O.,  at 
apening  of  Contractors'  Clinic  on  Built-Up 
Roofing.,  os  (L.  to  R.)  Charles  N.  Griffeths, 
Binghamton,  N.  Y.;  Joseph  Lydick,  Fort 
Worth,  Tea.;  and  William  I.  White,  Balti¬ 
more,  Md.,  look  on. 


AluRiininn  combination  windows  and  doors#  jalousies#  sprayed 
mastics  and  other  building  specialty  exhibits  helped  make  .  .  . 


11th  Annual  NERSICA  Convention  An 


The  story  of  the  11th  Annual 
NERSK'A  Uonvention,  held  at 
the  Hotel  Statler,  New  York,  N.  Y., 
February  16-lHth,  of  this  year, 
may  be  summed  up  in  a  few  im¬ 
pressive  statistics. 

Hy  official  count,  4,880  contrac¬ 
tors,  guests  and  others  attended — 
by  far  the  greatest  number  for  this 
convention  or  for  any  roofing  con¬ 
vention  in  history. 

A  number  of  corollary  records 
were  also  e.stablished.  Over  1,000  of 


Below:  L.  A.  Randall,  president  of  NERSICA, 

1952,  re-elected  president  for  the  year 

1953. 


lUMHE 


Above:  C.  A.  Wilder,  president,  Antwerp  Roofing  Construction  Co.,  Antwerp,  N.  Y., 
(center)  receives  annual  N.  Y.  State  Fund  Insurance  Safety  Award  from  (right) 
Martin  Vuipe,  Group  Mgr.  of  N.  Y.  State  Insurance,  os  James  A.  Holton  (left) 
Nersico  Insuronce  Counsellor  looks  on. 


m 


Outstanding  Success 


Right:  Arthur  G. 
Babfon,  vice-presi¬ 
dent,  Bobson'f  Re¬ 
ports,  Inc.,  fore¬ 
casts  the  business 
outlook  for  1953. 


Above:  ffeod  table  at  the  Tuesday  Luncheon.  Note  Mr.  Bab- 
son's  business  forecast  chart  hanging  above  the  table.  Seated 
at  the  table,  L.  to  R.:  E.  C.  Shirley,  Schust-Shirley  Co.,  Ft. 
Wayne,  Ind.;  Martin  Vuipe,  Group  Mgr.,  N.  Y.  State  Insur¬ 
ance  Fund,  N.Y.C.;  J.  A.  ffolton,  Nersica  Insurance  Counsel¬ 
lor;  C.  H.  Wilder,  Antwerp  Rfg.  Const,  Co.,  Antwerp,  N.  Y.; 
Joseph  Lyman,  Washington,  D.  C.,  Nersica  Tax  Attorney; 
Soul  North,  Community  Home  Improvement  Co.,  Syracuse, 


N.  Y.;  Arthur  Babson,  Vice-President,  Babson  Reports;  L.  A. 
Randall,  President  Nersica;  C.  N.  Nichols,  Mgn.  Director, 
Nersica;  John  Gibson,  Gibson  Roofing  Co.,  Harrisburg,  Pa.; 
John  Edwards,  Inland  Rfg.  Co.,  Spokane,  Wash.;  G.  I.  Lyons, 
Insulation  Co.  of  Penna.,  Lancaster,  Po.;  O.  G.  Norton,  Chair¬ 
man,  Sales  Forum;  N.  C.  Freed,  N.  C.  Freed  Co.,  Rochester, 
N.  Y.;  L.  A.  Kahn,  American  Projects  Co.,  Richmond  Hill,  N.  Y. 


lar  iiitere.st  to  note  that  the  ma¬ 
jority  of  item.s  on  display  were 
buildinjr  specialties  products,  the 
most  heavily  re|)re.sented  beinjr 
tho.se  e.xhibited  by  aluminum  com¬ 
bination  window  and  door  manu¬ 
facturers.  (ilass  jalousies  and  jal¬ 
ousie  doors  were  also  TUitably  in 
abundance.  A  jrreater  number  of 
sprayed  mastics  were  shown  than 
ever  before,  and  numerous  door 
grille  companies  as  well  as  excellent 
representation  amoiiK  the  rootinjr, 
siding  and  insulation  people  was 
noted. 

One  of  the  long  anticipated  fea¬ 
tures  of  the  convention  was  an  ad¬ 
dress  by  the  well-known  busine.ss 
forecaster,  Arthur  G.  Bab.son,  VMce 
President  and  active  head  of  Bab- 
.son’s  Reports,  Inc.  Speaking  at  the 


single  major  luncheon  meeting  of 
the  convention.  Mr.  Bab.son  out¬ 
lined  “The  Busine.ss  Outlook  for 
i;)5;5,”  and  indicated  that  in  com- 
pari.son  with  the  best  prewar  years, 
the  physical  volume  of  busine.ss  for 
195.‘5  can  be  expected  to  be  at  an 
unusually  high  level  with  the  peak 
coming  during  the  first  six  months 
of  the  year.  Mr.  Bab.son  added, 
however,  that  “the  downward 
movement  in  the  physical  volume 
of  busine.ss  which  began  in  the  lat¬ 
ter  part  of  1950  will  continue  dur¬ 
ing  195:1.  Our  estimates  indicate 
that  the  decline  for  195:1  will  be 


Right:  Dr.  C.  E.  Lund,  U.  of  Minn.  Profetior, 
and  outstanding  scientific  expert  on  roofing 
conducts  a  session  of  the  Built-Up  Roofing 
Forum. 


ai)proximately  H'/l  as  comjiared  to 
1952.” 

{('(intiinnd  on  Pof/c  IIS) 
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Delaware  Dealer  Sets  Up  Unique 
Selling  Operation 


By  ALBERT  S.  KESHEN 
Special  Correspondent 
Building  Specialties 


rpHK  problem  of  overcominK  op- 
-1-  erational  dillk'ulties  caused  by 
unsatisfactory  salesmen  has  been 
overcome  in  lar^re  part  by  the 
Aluminum  Storm  Window  Co.  of 
Wilmington,  Delaware,  which  has 
set  up  salesmen  as  sub-dealers  who 
in  effect  are  independent  business¬ 
men. 

Under  this  plan  the  sub-dealers 
act  on  their  own  althouffh  bene- 
tittin^  by  the  company’s  merchan- 
disinK  and  promotion  effort.  The 
independents  are  paid  as  soon  as 
the  installation  is  completed  and 
have  an  opixirtunity  to  earn  more 
than  when  they  were  under  the 
direct  control  of  the  dealer.  The 
latter,  on  the  other  hand,  has  a 
better  check  on  his  operations  and 
can  eliminate  many  of  the  petty 
annoyances  and  worries  which 


.sometimes  occur  in  tryin}r  to  man- 
a>re  its  own  staff. 

“We  decided  on  this  plan  in  or¬ 
der  to  overcome  the  ‘headache’  of 
hiyrh  salesmen  turnover  and  to 
avoid  los.ses  which  often  occur 
which  financially  embarrassed  men 
ask  for  advances  on  accounts  which 
later  don’t  come  through  with  their 
expected  payments,’’  explains  Hen- 
edict  (1.  Halko,  president.  “Now 
our  .sales  division  is  stabilized  since 
we  can  offer  these  producers  a  bet¬ 
ter  opportunity  to  earn  hijrher 
profit  and  jrive  them  a  chance  to 
maintain  an  independent  business 
of  their  own.” 

Sub- Dealers” 

The  salesmen  who  become  sub¬ 
dealers  al.so  like  the  plan,  the  com¬ 
pany  reports,  since  they  have  an 
opjK)rtunity  to  realize  greater  fi¬ 
nancial  returns.  A  typical  example 
was  cited  in  which  10  windows  sell- 
injr  for  $;100  would  ordinarily  brinjr 
a  salesman  a  commission  of  $(>0 


under  the  old  jilan  in  which  he 
worked  on  a  20  percent  draw.  Hut 
under  the  new  procedure  the  sales¬ 
man  sub-dealer  can  make  about 
$100  for  the  .same  amount. 

That  is  l)ecause  the  company  can 
ab.sorb  the  overhead.  Expenses  are 
cut  down  to  the  minimum  with  the 
sui)-dealer  charged  only  for  the 
basic  price  installation.  While  the 
sub-dealer  can  charge  any  amount 
that  he  thinks  feasible,  a  nominal 
standard  {)rice  is  sujrffested  by 
Aluminum  Window  Products. 

The  first  step  in  this  procedure 
is  recruitment  with  newspai)er 
classified  ads  and  other  customary 
means  used.  While  encouragement 
is  made  to  t  ho.se  who  have  had  prior 
.specialty  .selling  experience,  there 
is  no  hard-and-fast  standard  of 
qualifications.  A  new  man  is  sided 
in  every  way  possible  and  for  the 
first  or  second  demonstrations  he 
goes  out  on  he  is  accompanied  by 

(Contitiited  on  Pdffe  121) 
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Left;  George  Jarrell,  sales 
manager,  and  Benedict  G. 
Halko,  president,  of  the 
Aluminum  Storm  Window 
Co.  of  Wilmington,  Detoware 


Below;  A  view  of  the  Alu¬ 
minum  Storm  Co.'s  display 
rhowroom  which  functions  as 
"headquarters"  for  the 
firm's  staff  of  subdeolers 
who  ore.  in  effect,  indc 
pendent  businessmen. 


Salesmen  become  independent  "sub-dealers";  bring  in 
more  profit  for  themselves  and  parent  organization 
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Stormguard  Corp.  To 
Distribute  Capitol  Doors  • 

Stormguard  Corporation,  1680 
Coney  Island  Avenue,  Brooklyn  .‘50, 
N.  Y.  have  been  appointed  exclu¬ 
sive  east  coast  distributors  for  the 
('apitol  Storm  Door  Co.  This  dis¬ 
tributorship  covers  the  states  of 
New  York,  New  .Jersey  and  Conn. 
Inquiries  concerning  the  Capitol 
d(H)r  should  be  directed  to  the 
Stormguard  Corporation  at  the 
alM)ve  address. 

*  *  * 

Rosenblum  Bros.  Exclusive 
Mir.  of  Cool  Ray  Awnings 

Mr.  S.  M.  Ro.senblum,  I^re.-ident 
of  the  Cool  Ray  Metal  Awning  Co., 
announces  that  the  R(».senblum 
Brothers  in  Younjrstown,  Ohio, 
will  be  the  exclusive  manufacturer 
of  all  Cool  Ray  Metal  Awnintrs  for 
the  entire  United  States. 

The  Company  is  now  Roing 
throuRh  a  complete  expansion  pro- 
Rram,  utilizitiR  over  46,000  .square 
feet  of  workinR  space  in  their  new 
and  spacious  quarters,  located  at 
226  S.  Phelps  St.  in  YounR.stown, 


Ohio.  A  new  eiiRineerinR  staff,  with 
plenty  of  “know-how”  in  the  awn- 
iiiR  field,  has  been  added  to  the 
new  company. 

Complete  Dealer  Helj),  with  all 
new  advertisinR  plans,  are  offered 
to  the  dealer  and  di.stributor. 

With  the  de-controls  in  alumi¬ 
num  now’  in  effect.  Cool  Ray  is  able 
to  handle  more  qualified  Di.stribu- 
tors  and  Dealers. 

Mr.  Ro.senblum  extends  a  wel¬ 
come  to  all  interested  parties  to 
.stop  in  and  visit  the  new’  plant  and 
look  over  the  new  operation. 

*  • 

Wisco  Appoints  Rich  To 
Prime  Window  Div. 

Wi.sco  Aluminum  Corp.  of  De¬ 
troit,  an  aluminum  mill  producer 
and  a  leadinR  manufacturer  of 
storm  w’indow’s  and  doors,  an¬ 
nounces  the  establishment  of  a 
Prime  Window  Division  with  .Sam¬ 
uel  Itich  as  Division  Sales  ManaRer. 

The  new’  Wi.sco  w’indow  will  be 
made  of  aluminum  in  a  wide  raiiRe 
of  styles  and  sizes  for  residential, 
commercial,  and  industrial  build- 


iiiRs,  accordiiiR  to  Robert  U.  (Ireen- 
berR,  Executive  Vice-IVesident. 


Photo  at  left  shows 
plant  of  Challengei 
Products,  Inc.,  ol 
2601  Penn  Ave., 
Pittsburgh,  Pa. 
With  its  new  addi¬ 
tion  the  building 
has  50,000  sq.  feel 
of  space.  The  com¬ 
pany  now  makes 
stainless  steel 
doors  and  will  soon 
make  storm  win¬ 
dow. 


SAMUEL  RICH 

Rich,  who  comes  to  Wisco  from 
Baron  Steel  Co.,  was  formerly  sales 
mamiRer  in  charRe  of  residential 
sales  for  Copco  Steel  &  EnRineer- 
inR  Co.  IVevious  to  that  he  w’as 
for  four  years  as.sociated  with  De¬ 
troit  Steel  I’roducts  Co.  in  its  Win¬ 
dow’  .Sales  Division.  He  is  a  Rradu- 
ate  of  Cornell  University  and 
.served  duriiiR  the  war  as  an  officer 
in  the  Marine  Coriis. 

Initial  plans  call  for  marketiiiR 
the  Wi.sco  prime  window  in  a  four- 
state  area  consistiiiR  of  Illinois. 
Indiana,  Michipan  and  Ohio.  The 
pattern  of  distribution  worked  out 
in  the.se  states  will  form  the  basis 
for  expansion  over  a  wider  area. 

The  company’s  combination 
storm  window’s  and  doors  are  pres¬ 
ently  .sold  in  26  states  ranpinR  from 
Colorado  to  New  Enpland.  Accord- 
iiiR  to  Greenberp,  Wisco  is  one  of 
the  few’  companies  in  the  aluminum 
buildinp  products  tield  that  does  a 
complete  manufacturinp  job  from 
inpot  to  finished  product. 

(Continued  on  Page  68) 
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Eighth  in  a  series  of  articles  by  David  S. 
Norris  on  selling  combination  windows 


Sale3  J^etter  Vo 
Saledmen 


Try  "psychological"  selling  when 
the  competition  gets  tough 


Mr.  William  Jones 
255  Elm  Street 
Youngstown,  Ohio 

Dear  Bill: 

Ever  hear  of  Psychological  selling?  I  will  give  you  an  example. 

In  1942  when  I  was  a  combination  window  salesman,  the  branch  manager 
gave  me  an  office  lead  with  a  set  time  for  the  appointment.  At  the 
agreed  time,  I  pushed  the  front  door  bell  and  was  admitted  into  the  house 
by  the  wife  and  introduced  to  a  very  disagreeable  and  grouchy  husband. 

He  immediately  let  me  know  that  1  was  the  sixth  window  salesman  he 
had  talked  to,  said  he  thought  his  wife  somewhat  silly  for  calling  so 
many  companies,  and  in  so  many  words  implied  I  was  wasting  my  time. 

After  much  small  talk,  I  was  able  to  tell  my  story  —  pointing  out 
the  strong  points  of  my  window  and  finally  it  was  time  to  measure  the 
windows  for  pricing.  I  knew  something  outstanding  must  be  done  to  get 
this  order,  and  as  I  stressed  the  point  that  our  window  was 
custom  built  for  each  window,  a  brilliant  idea  came  to  me.  As  you  know 
for  pricing,  all  the  measurements  that  are  needed  are  glass  sizes 
which  I  took  first,  then  I  measured  the  meeting  rail,  side  rail,  depth 
of  sill  and  from  the  top  of  the  casing  to  center  of  the  meeting 
rail.  This  operation  was  repeated  on  every  window,  with  the  man  and  his 
wife  following  me  from  opening  to  opening.  I  figured  the  cost  of  the  job 
then  tried  to  close  the  order  but  was  unsuccessful. 

Three  days  later,  I  had  a  call  that  these  folks  wanted  to  see  me 
again  which  resulted  in  an  order.  Before  leaving,  I  inquired  why 
they  had  favored  me  with  the  order,  since  five  other  men  had  also  tried. 
Almost  together,  they  said  they  felt  in  their  minds,  that  I  would  give 
them  a  truly  custom  job  because  I  had  been  so  careful  in  my  measuring. 

It  seemed  some  window  men  just  counted  the  openings,  others  only 
measured  glass,  while  I  measured  in  detail.  When  competition  is  really 
tough,  try  Psychological  selling.  It  works. 

Good  Hunting, 

^avid  S.  orris 
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WRITE  TODAY  to  our  Now  York 
Office  (or  full  information  on  tho 
NEW  OlEY  LINE 

of  Combination  Door  Hordworo 
Kit«,  Tubular  Latches,  Closers, 
limit  Chains,  Hinges,  and  letter 
Drops. 
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B.  S.  Reporter... 

(Ctmtirnnd  from  Page  64) 


North-East  Names 

G.  L.  Aronson  As  Distributor 

Morris  Rubin,  Secretary  of 
North-Kast  Metal  Products  Corp. 
announced  the  appointment  of 
(leorjre  L.  Aronson,  6205  Carpen¬ 
ter  .Street,  Philadelphia  43,  Pa.,  as 
di.stributor  for  North-East  .Jalou¬ 
sies  in  the  Eastern  I’ennsylvania, 
Delaware  and  Maryland  territories. 

Mr.  Aron.son  is  sure  of  succe.ss 
with  these  jalousies.  This  is  due  to 
the  fact  that  North-F^ast  Jalousies 
are  fabricated  of  all-extruded 
aluminum  and  desijrned  for  the 
Northern  climates.  They  have  been 
pr()ven  t(»  be  the  easiest  in.stallinjf 
jabtusi**  on  the  market — at  the 
lowest  price.  Mr.  Aronson  al.so  as¬ 
sures  prompt  deliveries  as  North- 
East’s  location  is  convenient  to  it’s 
mark»‘t. 

*  .  * 

Moloney  Co.  Opens 
Eastern  Division 

The  .Moloney  Company,  of  Cleve¬ 
land,  Ohio,  manufjicturers  <tf  the 
•Moloney  “All-Weather”  Aluminum 
C«)mbination  Door,  announce  the 
openinjr  of  their  eastern  division 
ottice  at  2H  .\.  Lan.sdowne  Ave., 
l.an.sdowne.  Penn.sylvania.  Tele¬ 
phone — Madison  6-8,300.  (Jeorjre 
I.evecipie  is  in  charjre. 

*  *  « 

Comfort  Products,  Inc., 
Appoints  New  Dealers 

Comfort  T’roducts,  Inc.,  ,5521 
Wayne  .Avenue.  Philadelphia  44. 
Pa.,  whose  management  j)i(»neered 
in  1037,  th(‘  sellinjr  and  installa¬ 
tion  of  combination  storm  window.; 
and  .screens,  is  api)ointinjr  distrit?- 
utors  and  dealers  for  its  comidete 
line  of  aluminum  n'sidential  win¬ 
dows.  ' 

Comfort  jalousies  in  two  styles, 
awning  windows  and  ca.sements, 
supplement  the  Hunter  line  of  com¬ 
bination  storm  windows  and 
screens,  doors  and  double-hunjj 
aluminum  windows. 


Merchandising  plans  and  con¬ 
sumer  advertisinK  matter  are  now 
ready  to  help  di.stributor.s  and 
dealers  enlarge  their  volume  and 
service  to  builders  and  home  own¬ 
ers. 

During  the  past  year,  through 
limited  .sales  and  much  study.  Com¬ 
fort  has  been  acquiring  a  knowl¬ 
edge  of  the  jalousie  and  awming 
window  business,  and  can  now  sup¬ 
ply  unsurpas.sed  wu'ndows  from  a 
large  stock  on  hand,  but  more  im¬ 
portantly,  aid  in  .sales  and  instal¬ 
lation  to  make  profits  in  this  most 
rapidly  grow'ing  business. 

Distributors  and  dealers  are  in- 
vittnl  to  contact  Comfort  for  in¬ 
formation  without  obligation. 

*  *  * 

"Speechless"  Sales  Meeting 
a  Big  Success 

Following  its  annual,  and  unique, 
custom  of  a  “speechless”  Sales 
.Meeting,  Atlanta’s  Shower  Door 
Company  of  America  brought  in 
its  sales  representatives  from  all 
over  the  country,  wined  them  and 
dined  them  at  Atlanta’s  swank 
.Mayfair  Club,  then  took  them  on  a 
week’s  lishing  trip  to  Homosas.sa, 
I'’lorida. 

.Main  objective  of  the  affair  was 
relaxation,  acconling  to  ShoDoCo 
(leneral  Manager,  Dob  Robbins; 
any  business  di.scussions  were  of 
the  informal,  off-the-cuff  variety. 
Photo  above,  taken  at  baiKpiet. 
shows  ndaxation  taking  effect. 


Sales  Reps.  Appointed 
by  Winstrom  Mig.  Co. 

Mr.  Roy  Feudtner,  Sales  .Man¬ 
ager  of  Winstrom  Manufacturing 
Corp.,  1,5-32  127th  Street,  College 
I’oint,  I.rf)ng  Island,  has  recently 
announced  the  appointment  of  ad¬ 
ditional  sales  representatives. 

The  new  appointments  include: 
Mr.  Roy  Lloyd  of  Amsterdam, 
N.  Y. — to  cover  Upstate  New 
York;  Me.ssrs.  Hawkins  and  Mar- 
toy —  Delaware  &  Philadelphia 
area;  Mr.  Jack  Drennan — New 
England  area;  and  Mr.  Joseph 
SiKlden — Baltimore  area. 

Winstrom  Manufacturing  Corp., 
a  subsidiary  of  Suburban  Bronze, 
manufactures  the  three  track  com¬ 
bination  storm  window. 

«  ♦  * 

Andrea  Mfg.  Corp.  Develops 
New  K.  D.  Plan 

In  order  to  increase  profits  for 
the  K.  D.  operators,  Andrea  has  de- 
vi.sed  a  unique  K.  1).  as.sembly  .sys¬ 
tem.  All  sub-a.ssembly  and  prefab¬ 
rication,  such  as  in.stallation  of 
hardware  and  track  are  done  at  the 
Andrea  plant  before  shipment  to 
the  K.  1).  operator.  Thus,  the  only 
necessary  assembly  work  left  for 
the  K.  I),  operator  con.-ists  of  a.s- 
.sembling  the  three  inserts  and 
welding  the  master  frame. 

This  welding  of  the  master 
frame  is  a  })roducticn  technique  de¬ 
veloped  by  Andrea  that  results  in  a 
.stronger  frame,  initial  savings  of 
original  equii)ment  needed,  tremen¬ 
dous  savings  in  assembly  time  and 
costs  of  such  material  as  hardware 
and  peening  and  punching  opera¬ 
tions. 

In  all,  this  .system  results  in  cut- 
(Conlimictl  on  Pitgc  123) 


There  were  no  speeches  at  this  soles  meeting  ot  the  Shower  Door  Co.  of  America  in  Atlan¬ 
ta's  swank  Mayfair  Club.  Bob  Robbins,  Gen.  Mgr.,  con  be  seen  standing  at  head  of  table. 
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Photo  above  shows  how  home  to  be  resided  with  metal  clap¬ 
board  is  first  covered  with  aluminum  foil  which  provides  in¬ 
sulation  and  acts  as  a  vapor  barrier.  Right:  the  finished  house; 
looks  like  new;  need  never  be  repointed  or  repaired. 


Customers  who  want  to  keep  the  appearance  oi  wood 
yet  avoid  the  cost  oi  repairs  and  repainting  will  like 


Metal  Clapboard  Siding 


From  Data  Furnished  By 
Soker  &  Volpert 


ONE  of  the  newe.st  buildinjr  .spe¬ 
cialty  products  to  reach  the 
(iealer  market  posse.s.ses  a  number 
of  excellent  properties  and  has  al- 
read.v  attracted  much  favorable 
comment  from  cu.stomers  who  have 
had  it  installed  on  their  homes. 

The  product  is  the  new  metal 
alloy  clapboard  sidinfr,  and  it’s 
jrrowinfr  popularity  is  not  surpris- 
injr  when  you  consider  how  many 
unusual  advantajjres  it  offers  to 
people  who  own  wooden  clapboard 
homes  and  who,  for  architectural 
reasons  want  to  keep  the  ai)pear- 
ance  of  wood,  but  who  are  under¬ 
standably  tired  of  the  yearly  work 


and  expen.se  involved  in  keeping 
W(M)den  clai)board  good-lookinfr — 
cleanly  painted  and  in  adecpiate  re- 
pair. 

Consider  the  interest  such  home- 
owners  are  sure  to  express  when 
they  learn  that  this  metal  sidin^^ 
is  indistinguishable  from  wood, 
outlasts  wood  indefinitely,  costs 
less,  and  once  and  for  all,  ends  all 
the  clisadvantaKes  of  wood. 

Looks  lake  VV<M)d 

The  new  metal  alloy  lap  sidinjr 
does  all  this  and  more.  It  looks 
exactly  like  w(M)d.  Only  the  clo.sest 
examination  will  reveal  the  differ¬ 
ence,  and  sometimes  not  even  then. 
This  is  po.ssible  becau.se  the  new 
product  has  been  carefully  designed 
to  resemble  wooden  clapboard — 
one  of  the  oldest  types  of  tradi¬ 


tional,  conservative  sidinjr  in  the 
buildinjr  industry,  and  one  as  j)re- 
ferred  today  by  countless  home- 
owners  as  it  ever  was.  Unlike 
wooden  clapt)oard,  however,  the 
new  sidinjr  has  been  so  formulated 
and  constructed  that  it  can  equal 
and  in  .some  ca.ses  excel  all  the 
(pialities  of  beauty  and  extreme 
durability  now  demanded  of  our 
most  modern  re-sidinjr  materials. 

A  brief  outline  of  the.se  quali¬ 
ties  will  reveal  why. 

Metal  lap  sidinjr  is  made  from  a 
26  jraujre  cold  prcH-essed  steel.  It 
is  first  electrolytically  plated — a 
l)roces.s  that  produces  the  finest 
KalvaniziiiR  known  to  the  indu.stry. 
The  next  process  is  electrical  bon- 
derizinK.  This  is  not  only  a  ru.st 
preventive  but  al.so  a  process  that 
definitely  eliminates  any  possibil- 
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ity  of  a  rust  spread  where  the  ma¬ 
terial  mijrht  beeome  fractured  to 
the  steel.  The  third  proce.ss  is  one 
of  zinc  chromatinpr.  This  is  an  addi¬ 
tional  rust  preventive  method  u.sed 
extensively  by  the  Army  and  Navy 
after  World  War  II  in  their  moth- 
ballinK  operation  of  all  .service 
ecpiipment.  The  fourth  and  last 
process  is  one  of  infra-red  baking; 
in  this,  an  enamel  paint  is  spread 
over  the  entire  surface  of  the  .steel 
and  baked.  The  enamel  is  a  full 
two  mills  in  thickne.ss — an  amount 
known  to  be  double  that  of  most 
paints  u.sed  on  any  other  siding 
material. 

Needs  N«»  Painting; 

All  this  careful  pmcessintr  indi¬ 
cates  clearly  why  the  sidinjr  is  im- 
IHM'vious  to  deterioration,  and  why 
it  never  needs  paintitiir  or  repairs. 

A  jjo<h1  prcMluct,  however,  is 
.sometimes  only  as  jrood  as  its  ap¬ 
plication  method,  (’areless  work 
can  ruin  the  best  of  jobs,  and  for 
best  results  in  this  case,  the  nx'- 


ommended  method  of  application 
should  be  followed  with  care. 

It  is  not  ditlicult,  however;  in 
fact,  it  is  .said  to  be  easier  and 
(juicker  than  resurfacinjr  with 
wooden  clapboard. 

.Aluminum  Foil 

First,  the  house  to  be  resided 
with  the  metal  siding,  is  stripped 
of  its  old  siding.  This  is  not  essen¬ 
tial  and  it  can  be  applied  over  old 
sidinK  with  the  u.se  of  furrinK.  but 
in  most  instances  it  is  advi.sable 
because  a  neater  job  that  preserves 
preci.se  architectural  lines  and  ap¬ 
pearance  is  the  result. 

Once  the  house  has  been  stripped 
of  its  former  sidin^^,  it  is  covered 
with  aluminum  foil  to  i)rovide  in¬ 
sulation  and  act  as  a  vapor  bar¬ 
rier.  After  this,  horizontal  lath  is 
applied  around  the  bottom  of  the 
entire  buildinjr.  On  the  ba.se  of  this 
lath,  a  starter  strip  is  attached.  It 
is  important  that  this  starter  strip 
be  level  because  it  will  be  the  jruide 
for  all  the  sidinj!:  on  the  wall.  Care¬ 


Left:  on  old  shingle  house  being 
transformed  with  the  r\ew  metal  clap¬ 
board. 


ful  use  of  a  level  is  therefore  rec¬ 
ommended. 

Corners  are  locked  in  on  each  in¬ 
dividual  course,  and  backers  are 
placed  behind  each  joint  and 
around  the  windows  on  the  cor¬ 
ners.  This  keeps  the  material  .solid 
.so  there  is  no  Kive,  either  at  cor¬ 
ners  and  around  windows,  or  other 
places  where  a  joint  is  made. 

The  sidinK  job  is  started  with  a 
ten  foot  lenjfth.  The  .second  row  is 
of  five  foot  lengths.  This  eliminates 
joints  running  over  the  top  of  each 
other.  In  joininjr  one  panel  to  an¬ 
other,  the  top  and  liottom  ItR’k  is 
cut  off  each  adjoining  panel  aji- 
proximately  •‘'a  of  an  inch.  This 
allows  sufficient  lap  to  make  a  pood 
joint. 

The  above  instructions  apply  to 
cove  sidinp  or  any  frame  sidinp, 
includinp  new  construction.  When 
application  is  made  on  wood  lap 
sidinp,  lath  must  be  stripped  in  on 
the  entire  buildinp. 

Nails  Not  Exposed 

All  nailinp  is  done  on  the  toj) 
lap  of  the  material.  Becau.se  of  this, 
no  nails  are  expo.sed.  It  is  impor¬ 
tant  to  u.se  zinc-coated  or  cadmium 
plated  nails. 

For  porch  floors  and  ceilinps  and 
those  areas  around  the  top  of  the 
buildinp,  a  moldinp  is  u.sed.  In  this 
way,  it  is  po.ssible  to  nail  throuph 
the  material  and  avoid  nail  expo¬ 
sures. 

Caulkinp  around  diKirs,  window 
openinps  and  all  places  where  side- 
wall  and  roof  meet,  is  neces.sary. 
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here^s  ‘^FOLDING  MONE^ 


dealers 


Pol.  No.  3378139 


/4(u*kc*m*k 


tVSVVSVVVVs  Awnings 

Yes,  there's  extra  profit  waiting 

for  dealers  who  sell  Ron-der  FOLDING  Awnings 

because... FEATURES  ALMOST  MAKE  THE  SALE  FOR  YOU! 


COMPLETE  UNE 


FEATURES  .  that  MORE  people  want  —  and  need. 

FEATURES  .  that  bring  EXTRA  protection  —  for  homes,  for 
institutions,  for  industry. 

FEATURES  ,  ,  that  create  MORE  PROSPECTS  to  see. 

FEATURES  that  give  you  PROVABLE  ‘‘reason  why"  sales 
closers. 

FEATURE  ’  that  guarantee  EXTRA  value,  EXTRA  savings. 

FEATURES  that  eliminate  seasonal  selling  —  build  year 
'round  sales — year  ‘round  profit  opportunities. 

RIGHT  NOW  is  the  time  for  you  to  get  into  this  rapidly 
expanding  field  —  this  highly  profitable  Field. 

WRITE  US  TODAY  for  full  details.  If  we  do  not  have  a  dealer 
in  your  territory,  we‘11  rush  complete  information  to  help 
you  GET  STARTED  NOW! 
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HBW  Products— Ideas— Methods 

(ContiuKed  from  Page  26) 


Ualco  In  Production 
On  Awning  Window 


Union  Aluminum  ('ompany  is 
now  in  full  production  on  the  Ualco 
AwninK  VV'indow,  which  is  func¬ 
tional,  versatile  and  easy  to  keep 
up. 

Ualco’s  Aluminum  Awning  Win¬ 
dow  jrives  maximum  ventilation,  is 
weather  tiKht,  easy  to  operate,  has 
special  niKht  ventilation,  automati- 
cally-lockinjr  ventilators,  easy  t»» 
clean,  quality  hardware,  .screens 
tit  flush  with  inside  window  face, 
standard  or  metal  plazinjr. 

With  the.se  outstanding  features 
in  this  Awninjr  Window,  the  natu¬ 
ral  beauty  of  aluminum,  their  sim¬ 
plicity  of  style  blends  them  into 
any  architectural  desi^rn,  any  deco¬ 
rating  .scheme. 

For  additional  information  write 
to  Union  Aluminum  Uo.,  l)ei)t.  HS. 
Sheflield,  Alabama. 

*  *  * 

New  Type  Folding  Door 
Is  Covered  With  Vinyl 

A  new,  vinyl-covered  foldinj? 
d{H)r  that  opens  with  threat  ease  and 
clo.ses  quietly  and  .smoothly  is  new 
available  to  dealers.  Called  “Won¬ 
der  -  Fold,”  it  folds  comi)actly 
aKainst  the  jamb,  never  needs  re- 
tinishinir,  can  easily  be  cleaned, 
and  .stops  noi.ses  and  drafts. 

The  vinyl  fabric  is  pre-creased 
at  all  fold  edges  to  prevent  wrink¬ 
ling  or  sagging  and  is  heat  sealed 
at  the  top.  The  door  is  hung  from 


a  simple  metal  channel  which  can 
quickly  be  fastened  in  place  with 
three  screws.  Nylon  plastic  run¬ 
ners  which  a.ssure  long  life  and 
smooth,  quiet  operation  slide  in  the 
metal  channel  or  track.  The  lead 
edge  has  a  clear,  extruded  pla.stic 
moulding  channel  from  top  to 
bottom. 

The  door  handle  is  of  plastic  and 
in  a  harmonizing  color  and  there 
are  two  for  each  door.  The  anchor 
edge  is  held  firm  with  three  chrome 
.set  screws.  Each  door  is  individu¬ 
ally  packaged  in  a  sturdy  carton 
with  all  hardware  included. 


Colors  include  red.  green,  gray, 
ivory,  and  coffee.  Sizes;  6'  8"  in 
height  or  shorter  and  widths  from 
2'  and  less  to  4'  and  less.  Doors 
6'  9"  up  to  8  in  height  available  at 
special  prices.  The  manufacturer 
claims  prices  are  the  lowe.st  for 
any  fabric  covered  folding  door. 

Wi.sconsin  Door  Sales  Co.,  Dept. 
BS.  10101  Lyndon  Ave.,  Detroit, 
Mich. 

*  *  * 

Weathermaster  Producing 
New  KD  Jalousie 

The  Weathermaster  Jalousie  and 
Window  Manufacturing  Company 
recently  announced  that  it  is  now 
in  full  production  of  its  new 
KD  (knock-down)  jalousie  window 
unit. 

One  of  the  chief  features  of  this 
new  KD  unit,  which  should  be  of 


interest  to  builders,  contractors, 
architects,  and  home-improvement 
dealers  in  northern  climates,  is  the 
complete  vinyl  weather-stripping 
which  has  been  designed  to  with¬ 
stand  the  most  severe  weather.  For 
further  weather  protection,  the 
aluminum  .screens  are  interchange¬ 
able  with  .storm  sash. 

Important  to  the  dealer  is  the 
fact  that  .seven  of  the.se  KD  units 
can  be  stored  in  the  same  space 
required  for  one  regular  assembled 
window,  thus  saving  much  storage 
.space  and  cutting  shipping  costs 
to  a  minimum.  Each  KD  unit  is 
shi|)ped  by  carton,  with  head  and 
sill  available  in  4"  increments  and 
jambs  in  3U"  increments.  With  a 
hack  .saw  any  width  window  may 
be  cut,  then  with  a  .screw  driver 
and  8  .screws,  window  may  be  as- 
.sembled  on  the  job.  Complete  as- 
.sembly  in.structions  are  included 
with  every  carton.  This  simplied 
a.s.sembly  feature  is  a  time-.saver 
as  well  as  money-saver. 

Another  outstanding  feature  of 
the  Weathermaster  Jalousie  is  the 
just-perfected  adju.stable  tension- 
seal  louver  clip.  A  pre-bent  tab, 
j>lus  the  adju.stable  tension  tab, 
seal  the  four-inch  glass  louvers  to 
a  tighter  degree  than  ever  before 
attained  in  this  type  of  window. 
The  constant  tension  of  the  louvers 
when  they  are  closed  keeps  them 
from  rattling  and  prevents  air  and 
water  infiltration. 


Topping  olT  the  new  features  of 
KD  unit  is  the  drip  cap,  which  is 
an  integral  part  of  the  jalousie 
head.  This  drip  cap  directs  rain 
{Conthmed  on  Page  76) 
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for  the  first  time 


offers  you 

An  Extruded 

All  Aluminum  Jalousie 


STORM  DOOR 


Exclusive  Features: 


•  Completely  weatherstripped  jalousie 


*  Unbreakable  specially  engineered 


corners 


Adjustable  tension-seal  louver  clip 


Modern  design  drip  cop 
Sloping  sill 

Removable  aluminum  screen 
4"  glass,  clear  obscure  or  solex 
Lifetime  installation 
Balanced  rattle-free  louvers 


Pneumatic  door  check 
Sag-proof 

Quality  rotary  operator 
Stainless  steel  hinges 
Heavy  embossed  kick-plate 
panel 


No  maintenance  costs 


S  Home  Improvement  Dealer 


Writ*,  wire  or  phone  today  for  complete  information  on  our  complete  line  of  combination 
windowi,  doon  and  boiements  mode  of  pine,  redwood  and  aluminum. 

iKclusive  terrftofies  available 


(jompa/ty 

Wholeiol*  Distributors  and  Maisutacturers 
Cembinotion  Windows,  Doori  and  Bostments 

DETROIT  7,  MICH. 


TEMPLE  3-8800 


TO 


FOR  DOOR 
GRILLES 


Let  "JASON"  Help  Close  That  Door  Sale! 

•  All  |aton  Grilles  sre  beautifully  rleiirned  for  gracious  living, 
yet  rugged  in  construction  to  last  a  housetime. 

o  Economically  priced  lor  added  profits  to  all  your  Door  Sales. 

REFLECTORIZEP  ALUMINUM  INITIALS  —  ANY  QUANTITY 
e  EXTRUDED  ALUMINUM 

e  HEAT  TREATED  JASON  and  COMPANY 

e  ALL  SIZES  Mart  Building  115  Market  Street 

e  3/16"  TOP  and  BOTTOM  RAILS  Youngstown,  Ohio  Phone  4-1645 


Hints  to  Salesmen 

{CtintinKcd  from  Pat/t  30) 
failing  is  probably  the  cau.-^e  of 
more  sales  being  lo.st  than  anything 
else.  This  type  of  .salesman  may 
pre.sent  his  product  in  very  nice 
form.  He  may  give  his  customer  all 
the  facts  pertaining  to  its  (juality 
and  workmanship  and  j)robably 
has  his  customer  99  per  cent  .sold 
up  to  the  point  where  it  is  about  to 
be  clo.sed  and  then  instead  of  clos¬ 
ing  it  he  .starts  to  talk  .sctme  more 
and  before  you  know  it  his  cus¬ 
tomer  has  gotten  out  of  the  mood 
of  signing.  His  cu.stomer’s  mind 
had  been  distracted  into  .some  other 
channels,  thus  preventing  the  .sale 
being  made  at  the  particular  time. 
Once  a  customer  gets  out  of  the 
mood  for  signing  the  contract  the 
.salesman  has  practically  lost  the 
sale  then  and  there. 

•  •  • 


One  of  the  things  a  good  .sale.s- 
man  does  is  to  stay  on  the  job  until 
he  has  the  order  signed.  I  remem¬ 
ber  one  instance  where  1  was  work¬ 
ing  on  a  large  project  that  was 
about  ready  to  be  clo.sed.  This  was 
on  a  Friday  evening.  Under  ordi¬ 
nary  circumstances  Saturday  was 
I  an  off  day  and  most  (»fl[ices  were 
clo.sed,  so  I  decided  to  go  back  to 
the  home  office  and  return  again 
on  Monday  morning  t(»  follow 
through  with  the  job.  This  turned 
out  to  be  a  grave  mistake.  When 
I  got  back  on  Monday  morning  the 
job  had  already  been  awarded  to  a 
competitor  of  mine  on  the  previous 
Saturday.  W'hat  actually  happened 
was  that  my  competitor  had  stayed 
over  the  week  end  and  had  fol¬ 
lowed  through  with  this  customer, 
working  on  Saturday  to  do  it. 

Then  and  there  I  learned  my  les¬ 
son,  which  was  never  to  let  a  job 
get  cold  once  you  have  .started  it. 
It  al.so  taught  me  that  working 
over  hours  on  nights  and  even  Sun¬ 
days  may  result  in  getting  an  or¬ 
der. 

•  •  • 

A  real  salesman  does  not  and 
cannot  have  regular  hours  and  you 
(Conti tim'd  oil  Potfc  78) 
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MARSHALL  V.  NOECKER,  PRESIDENT  OF  THE  KAUFMANN  CORPORATION  SAYS: 


Li 


(hit  iimlns  hai'f  suit  s 
i'iihinn's  h<un 

hi  SljHm.hfHf, 


compare  YOUR  fioaocial  statemeot 
with  this  typical  KADFMANN  dealer’s’ 


INCO^^E  STATEMENT 

'ANUARY  I  19"2  TT<KOUGH  CFcTMPER  3T  I9T.? 


G  of  Goods 

GriisS  Profit  Rotof'  |pc  tallat  on 
l.'  statldtion  C'  <5r>:os 

CROSS  PROFIT  ON  SALES 
Oofrat.nf  Expense; 

Prixfii  t'on  Exjiensi  $1  .S0.'2 
Sellitif;  and  Pr  ^mr  ticral 
Expense  7,6T8  82 

0  liparx  \  and  Adnmni'.tra- 
•  ve  Expnroe  3.31179 


$7T1  7  70  I'TO' 


25.182  23  35  8-7 


3.001  75  -127 

$•>1,9^3  52  59  8C 


■4  72 

2ATOP3  34  48 


CROSS  PROFIT  ON  OPERATIONS  $I7'8269  2  34 

Other  Fx[)ense  —  Net  of  Other  In.-orre  1  44572  ’ 


NFT  PROFIT  FOR  1952 


410  336^7  23  29 


CURRENT  ASSElN 
Cash  m  Bat  R 
A  iiont'  R-  ■  ■  'vaTle 
Mdter-jl  Invintory 

total  CURRENT  ASSET 
FIXED  ASSETS 
Pr'.dij>  ’i.-n  Eijiiipn-.  ■  t  $3. 

R;  -  ;  f,.r  Dt't  P 

!  lation  1 , 

Otti.f  Equipment 
Reserve  fnr  D*  pri 


TOTAL  FIXED  ASSETS 


BALANCE  SHEET 
^ECEMEER  31,  1952 
ASSE  TS 


S20.257  49 
2,839  X) 
4,563  81 


$27.6*^050 


$29,876  63 


CURRENT  LIABILITIES 
Cu'tnmers’  Di -resits 
All  Other  Liabilities 

TOTAL  LIABILITIES 

Fialaix.e  |an  1,  1952 
Less  Withdrawals 

durinc  19^2 

Aeld  Net  Profit  f-'f  19'  2 


LIABILITIES 


S  4  M  45 
628  65 


NET  W  .'RTH 
$21,880.81 

9, '9)?5  $l.'.4ty>  -6 

■63-697 


THESE  ARE^ 
AUTHENTIC 

statements' 


TOTAL  NET  WORTH  1.-  1 

TOTAL  LIAPILITIE-'  AND  NET  WORTH 


28.823  53 
$'-,876  63 


.lust  three  tiud  a  litilf  years  tiLfo,  this  dealer 
stiirted  witli  an  initial  investment  of  just 
in  machinery  and  equipment  . . . 
and  The  KAl’FMAXX  PLAN.  Hiscmowth 
has  been  phenomenal  in  the  industry, 
hut  typical  of  our  mtinufaeturintr  dealers. 


Yor,  TOO,  e;in  sliow  ;i  in’otii  picture  like 
this  .  .  .  I  nder  the  KAI’FMAN’N  IM.AN’ 
you  can  make  i/oiir  husiness  just  :is  prolit- 
;ihle.  And  you  can  start  with  an  orinimd 
investment  of  as  little  ;is  $:htt).  Don't 


YOU,  TOO.  CAN  GET  ON  TOP . . .  WRITE  FOR  THE  KAUFMANN  PLAN 


Originators  of  the  Alu¬ 
minum  DonbU-Hung 
<  'omhinolion  irindoir. 
Ilrreloprrs  of  the 
Aluminum  Comhino- 
lion  door. 


17210  GABLE,  DETROIT  12,  MICHIGAN 


Write  for  romptele 
informolion  on  the 
K  .4  I  ’  F  M  A  S  S 
I'L.XS’  or  roll  ns  id 
TW 


&  Home  Improvement  Dealer 
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HiW  Products— Ideas— Methods 

(Coiitiniud  from  Page  72) 


and  (Jirty  roof  drainuKo  away  from 
the  kIhss  louvers. 

Louvers  are  operated  easily  and 
silently  wdth  precision  desifrned 
worm  Kear  operator.  Every  louver 
is  movable,  includinK  the  top  one. 

Dealer  franchises  are  still  open 
in  certain  territories.  Write  the 
Weathermaster  Jalousie  and  Win¬ 
dow  ManufactuririK  Company, 
Dept.  BS,  1890  N.  E.  146th  Street, 
North  Miami,  Fhtrida,  Post  Otlice 
Box  728. 

♦  «  • 

New  Aluminum  Residential 
Double-Hung  Windows 

A  complete  new  line  of  Residen¬ 
tial  Double-HuiiK  Aluminum  Win¬ 
dows  (Series  ,">1)  has  been  devel¬ 
oped  and  introduced  l)y  Hunter 
Manufacturing  (%)rporation.  This 
window  ju'ovides  beauty,  quality 
and  economy,  with  72  modular 
sizes,  8  muntin  styles,  factory  Rlaz- 
intr  with  .Neoprene  or  compound 
Klazin^r  in  the  field  as  desired. 

Beautiful  aluminum  extrusions, 
emphasizitiK  K<>«)d  design  and  en¬ 
cased  ill  a  tinted  interior  and  ex¬ 
terior  trim.  CnsiKhtly  screws  on 
the  window,  trim,  or  mullions  have 
been  eliminated,  reducinjr  costs  and 
sjieediiiK  erection. 

.-Ml  sections  exceed  industry 
staiidanls  for  thickne.ss,  strenjrth 
of  section,  dellection,  and  are  of 


6.‘{ST5  alloy  to  combat  corrosive 
atmospheres.  The  sash  operates  on 
a  stainless  steel  track  with  Neo¬ 
prene  cushion  .seals  at  top  and  bot¬ 
tom,  eliminating  aluminum  to  alu¬ 
minum  contact  and  (fiving  air 
infiltration  characteristics  equal  to 
or  better  than  both  residential  and 
commercial  aluminum  w'indows.  In¬ 
visible  balances  control  its  .sash 
movement,  a.ssuring  finger  tip  con¬ 
trol  at  all  times. 

Hunter  Mfg.  Co.,  Dept  BS,  P.O. 
Box  27,  Bristol,  Penna. 

*  *  * 

Lock-Vent  Has  New 
Plastic  Awning 


Lock-Vent,  Inc.  has  come  up 
with  something  new  for  the  awn¬ 
ing  trade  a  plastic  glass  awning 
with  natural  horizontal  lines.  This 
revolutionary  new  horizontal  de¬ 
sign  eliminates  the  top-heavy  ap¬ 
pearance  of  conventional  perman¬ 
ent  awnings  and  incorporates  beau¬ 
ty  and  protection  for  residential 
and  commercial  installations  with 
concave,  convex,  or  straight  con¬ 
struction. 

This  product,  according  to  the 
manufacturer,  is  for  the  “carriage 
trade”  of  the  awning  business,  yet 
is  produced  at  lower  cost  per  unit, 
giving  distributors  and  dealers  a 
wider  margin  of  jirofit  than  with 
some  permanent  awnings. 

Through  an  exclusive  contract 
with  .Alsynite.  leading  producer  of 
plastic-glass  sheet,  Ix>ck-Vent  is 


assured  an  ample  supply  of  raw- 
material  for  its  nation-wide  dis¬ 
tributors  and  dealers.  Lock-V’ent’s 
horizontal  plastic-glass  awning  ad¬ 
mits  of  the  light,  has  rugged 
structural  strength,  with  sturdy 
supjxirting  frames.  ITiese  new  per¬ 
manent  awnings  are  made  to  pro¬ 
tect  windows  and  doors  w'hile  keep¬ 
ing  rooms  bright  with  soft,  dif- 
fu.sed  light.  Dealers  report  increas¬ 
ing  demand  for  this  new  translu¬ 
cent  plastic-gla.ss  awning  with  hor¬ 
izontal  lines  to  compliment  any 
style  of  architecture.  The  manufac¬ 
turer,  Lock-V’ent,  Inc.,  also  pro¬ 
duces  aluminum  awnings  (shown 
in  photo)  and  offers  mitered  cor¬ 
ners  at  no  additional  cost  to  cus¬ 
tomers. 

Ix)ck-Vent.  Inc.,  Dept.  B.S,  I’.O. 
Box  87;{2,  Richmond  2,  Va. 

*  *  <i< 

New  Carrier  Room 
Air  Conditioner 

For  the  first  time  the  popular 
room  air  conditioner  has  been  “civ¬ 
ilized”  with  this  completely  new 
design  by  Carritr  Corporation,  the 
pioneer  and  largest  manufacturer 
of  air  conditioning  equiiiment.  No 
longer  need  the  unit  protrude  far 
over  the  sill  into  the  room. 


For  the  first  time  with  the  new 
('arrier  unit  the  room  air  condi¬ 
tioner  can  lie  hK-ated  all  the  way 
out  the  window  or  all  the  way  in¬ 
side  the  room.  The  new  Carrier  is 
so  versatile  that  it  can  lie  in.stalled 
unolitrusively  in  the  “hideaway” 
position  shown  above,  with  the 
grille  extending^  only  as  far  as  the 
line  of  the  drapes,  or  in  any  of  14 
different  loi-ations. 

(('ontiiuicd  oil  Pagv  129) 
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N0W...A4PANEL- 
3-CHANNEL  STORM 
&  SCREEN  WINDOW 
THE  WINTRO  "FOURSOME" 


Now  you  con  offer  your  customers 
absolute  maximum  in  storm-screen 
window  utility!  The  new  WINTRO 
FOURSOME  makes  available  not  only 
triple  channel  design,  but  FOUR 
PANELS  as  well.  The  fourth  insert 
is  the  second  outside  screen  and 
makes  the  WiNTRO  a  FULL  SCREEN 
WINDOW,  with  all  of  the  advantages 
of  combination  windows  and  full-length 
screens.  Many  exciting  new  features 
are  included  such  as:  Tongue-in-groove 
interlock;  spring-channel-moulded 
extrusions;  new  and  different  spring  system 
and  corner  gussets.  WE'RE  READY  FOR 
NATIONAL  DISTRIBUTION.  WE'RE  LOOKING 
FOR  QUALIFIED  ORGANIZATIONS  IN 
KEY  MARKETS.  NOW  IS  THE  TIME  TO 


fief  first  choice! 


639  Parkside  Avenue,  Brooklyn  25,  New  York 
Ulster  6-5555 


WINTRO  PRODUCTS  CO.,  INC. 

639  Parkside  Ave.,  Brooklyn  25,  N.  Y. 

We  ore  interested  in  distributing  the 
WINTRO  FOURSOME. 

Nome  . 

Address  . 

City  and  State . 


&  Home  Improvement  Dealer 


Jfnem.. 


Revolutionary  —  Different 


\  \  ' 


THE  HEAHTY  (IE  THEM  AEE 

Extruded 

COMBINATION  STORM  WINDOW 

_  FUlt  EXTRUDED  ALUMINUM  SCREEN  AND 
STORM  WINDOW  •  63  ST-5  AHOY  •  SEIF 
STORING  AND  INTERCHANCEABIE  — GLASS 
"  OR  SCREEN  ON  TOP.  BOTTOM,  IN,  OR  OUT 
"  WITH  SLIDING  INSERTS  •  OVERLAP  OR 

-  BLIND-STOP  INSTALLATION  •  EASILY 

_  INSTALLED  •  DIGNIFIED  DESIGN  •  SPECIAL 

WEATHER  SEAL  CAMS  •  BURGLAR  RESISTANT 
•  PERFECTLY  FUNCTIONING  WINDOWS  •  NO- 
TRICKY  GADGETS.  NO  SPRINGS,  NO 
STICKING,  NO  BINDING— ELIMINATE 
^  SERVICE  CALLS 

STATE  STORM  WINDOW CO.,INC. 

131  Shonnord  St.  *  Syrocuftt,  N.  Y. 


j  The  "Finesse"  offers  you  three  most  important 
teo^es^^Q^^^j^y^Price,  Delivery! 


AND  NOW,  AT  LAST.  HERE  IS  THE 
DOOR  YOU'VE  BEEN  WAITING  FOR... 


The  FINESSE  Combination 
STORM  DOOR,  a  beauty 
that  matches  the  windows. 
Entirely  different  ...  it  is 
the  light  weight  door  with 
the  heavy  wall  thickness. 
Full  extruded  aluminum. 
Mullion  doors  optional  at 
no  increase  in  cost.  Don't 
doubt  this  door  .  .  .  find 
out  about  it  today. 


Hints  to  Salesmen 

(('ontinmd  from  Pari*'  71) 

.should  never  take  for  jfranted  that 
you  have  an  order  until  you  actu¬ 
ally  have  an  order  .signed  and  in 
your  pos.se.s.sion.  The  old  .<ayin>r 
that  “there’s  many  a  .-^lip  betwixt 
the  cup  and  the  lip”  i-s  true  in  every 
.sen.se  of  the  word  when  it  come.s  to 
making  a  .sale. 

I  have  actually  seen  an  order 
written  up  by  a  member  of  the 
firm  and  ready  to  be  sijrned  by  man- 
aftement  and  yet  between  the  time 
the  order  was  written  up  and  the 
time  it  was  about  to  be  signed  by 
management  .something  had  turned 
up  which  cau.sed  the  entire  order 
to  be  held  ui). 

Sometimes  1  think  the  art  of  .sell¬ 
ing,  and  I  do  mean  art,  becau.se 
there  is  a  certain  technique  in  the 
makinj?  of  a  .sale,  is  a  }^ame  of  bluff. 
I  have  often  tjone  in  to  see  a  cus¬ 
tomer  who  tries  to  make  you  feel 
he  is  not  KoinR  tn  huy  that  day.  In 
fact,  he  comes  rijrht  out  and  says 
.so  when  you  call  him  up  for  an  a))- 
pointment.  His  words  >ro  somethin); 
like  this : 


•  •  • 

“You  can  come  over  and  I  will  he 
Klad  to  see  you,  but  I  don’t  intend 
to  buy  today,”  when  actually  he  is 
I  thinking  of  buying  today. 

I  This  particular  cu.stomer  must 
be  treated  in  a  somewhat  special 
manner.  No  doubt  he  himself 
thought  he  meant  it  when  he  said 
he  wasn’t  ^oinj;  to  buy  today,  but 
what  he  actually  was  thinking  was 
^  that  he  is  not  going  to  huy  today 
unless  he  had  the  right  price.  A 
good  salesman  will  give  this  cus¬ 
tomer  his  very  best  price  and  en¬ 
deavor  to  clo.se  the  business  imme¬ 
diately,  since  it  is  on  this  point 
that  you  either  make  the  sale  or 
not. 

One  thing  to  remember  in  all 
selling  is  to  place  strong  emphasis 
on  something  your  product  has 
that  your  competitor’s  does  not 
I  have.  If  you  don’t  happen  to  have 
any  such  features,  you  can  merely 
.stress  .service  and,  above  all,  make 

(('fintiniu'd  on  P<i</(>  SO) 
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fry  HOME  0\NHIR 

more 

Products 


TIm  ONIV  Dow 
with  tho  foil 
lon^lh  Plono- 
typo  Hingo. 


keystone 


When  you  sell  Keystone,  one  sole  invariably  leads  ro 
others.  This  is  why  we  produce  i,  complete  line  .  .  , 
Aluminum  Storm-Screen  DOORS,  WINDOWS  and 
SIDING.  Each  has  national  acceptance  for  outstand¬ 
ing  quality,  reasonably  priced. 


look  for  Ih#  Whidew  with  iho 
VonMoHng  lonvors. 


KEYSTONE  Storm-Screen  DOORS 


The  Only  Door  of  its  kind  it  ii  •otily  recognizod  by  th« 
full  length  Piano*type  Hinge  .  .  .  just  one  of  Keystone's 
exclusive  features. 


KEYSTONE  Combination  WINDOWS 


Storm-itroon 
Windows  for 
Cosomonts. 
Ovisido  or  In- 
tide  ty|>o. 


Available  in  triple  track  or  conventional  design  they 
have  the  much  desired  Ventilating  Louvers  .  .  .  onother 
Keystone  feature. 


KEYSTONE  Sform-Screen  CASEMENTS 


Furnished  in  types  for  either  outside  or  inside  installation. 
Keystone  Storm-Screen  Casements  provide  maximum 
allweother  protection  with  convenient  operation  for 
cleaning. 


KEYSTONE  Aluminum  SIDING 


Practically  industructible  by  elements  of  weother. 
Multi-cooted  and  baked  (not  sprayed)  by  a  process  that 
gives  on  even,  lasting  finish  that  defies  deterioration 
indefinitely.  Keystone's  exclusive  interlocking  flanges 
makes  for  greater  protection  and  more  efficient  installa¬ 
tion  .  .  .  installation  starts  from  bottom  up.  Available  in 
white  or  pastel  shades. 


Alvminwm  Siding 
wHh  lh«  Cadudv* 
Intnrigcking 
nonget. 


Our  products  ore  sold  coast  to  coast  through  successful 
distributors  and  dealers.  If  Keystone  is  not  represented 
in  your  community,  write  os,  let  us  give  you  the  Key¬ 
stone  story. 


Your  Guorantfw 


qf  Satirfactiont 


6  Home  Improvement  Dealer 


The  FUTURE  is  in 
.he  BATHROOM 


Entirely  New  Ideo 
in 


COLORFUL  •  CUSTOM’SIZED 


DEALERS 

EVERYWHERE 


investigate  the  tremendous 
potentials  that  are  being  brought 
about  by  the  brilliant  "Shower 
Maid"  an  ENGINEERING  TRIUMPH 
-REVOLUTIONARY  IN  DESIGN. 

Shower  Maid  has  no  competition 


INiOV  (T  rvi**  DAY 

The  homeowner  con 
install  it  in  IS  min¬ 
utes. 


Shower  Mold  fills  o  need  in  homes  everywhere 


NO  INSTALLATION!^ 

NO  SERVICE  PROBLEM! 

PAYS  OVER  40^  PROFIT  TO  YOU! 

FULL  TERRITORIES  PROTECTION  FOR  DEALERS 


You  don't  have  to  install  — 
but  there's  an  eitra  profii 
lor  you  if  you  con  offei 
installation  sorvice. 


Shower  Miiui  is  tote  priced  for  Big  Volume  Sales 


WRITE  TODAY  FOR  EXCIUSIVE  DEALERSHIP 


UNECO  SALES  CO. 

1162  E.  Grand  St.,  Elliabeth,  N.  J. 
Please  send  me  pdrticulars  regarding  rran- 
chises  and  avoiloble  territories. 

NAME  . 


coupon 

today. 


ADDRESS 


ZONE  STATE 


UNECO  SALES  CO. 

1162  E.  Grond  St.,  Elizabeth,  N.  J.  *  ELizabeth  5-2404 


Hints  to  Salesmen 

(Contitiued  from  Page  78) 

your  customer  feel  you  are  taking 
a  personal  interest  in  his  welfare 
and  that  he  can  rely  upon  you  to 
make  his  connection  with  you  .><eem 
a  sound  and  stable  one. 


I  am  always  wary  of  the  sales¬ 
man  who  talks  too  much  and  too 
lonjr  alon^  social  lines.  It  is  my  be¬ 
lief  that  .somewhere  alon^  the  line 
a  little  conversation  alonx  social 
lines  may  be  in  order,  but  too  many 
times  it  overshadows  the  job  you 
are  working  on  and  is  probably 
more  a  detriment  than  a  help  in 
makinjr  a  .sale. 

If  you  do  .start  up  a  conversation 
alonjr  social  lines  it  is  best  to  dis- 
cu.ss  somethinjr  you  know  your  cus¬ 
tomer  is  particularly  interested  in. 

No  two  customers  are  ever  alike. 
There  is  the  one  kind  who  sits  hack 
and  hardly  .says  anything,  Init  lets 
you  do  all  the  talkiiiK.  W’ith  this 
type  of  cu.stomer  you  have  to  be 
somewhat  ca^ey,  .-o  to  .-jpeak,  and 
speak  only  about  your  products  un¬ 
til  you  see  a  faint  change  in  his 
expression  whicli  shows  that  he  has 
taken  somewhat  of  an  intere.st  in 
what  .vou  are  talking  about.  At  this 
particular  moment  you  should 
drive  home  firmly  the  .salient  points 
reKarding  your  product. 


I'hen  there  is  the  other  type  of 
customer  who  constantly  agrees 
with  everything  you  have  to  say 
and  does  most  of  the  talking  him¬ 
self.  This  type  of  customer  is  the 
hardest  to  sell  because  he  is  trying 
to  talk  you  out  of  a  sale. 

He  wants  to  let  you  out  easily 
and  still  make  himself  a  good  fel¬ 
low.  You  must  he  quiie  firm  with 
this  type  of  customer  and  show 
him  that  your  interest  lies  only  in 
making  a  sale  and  not  doing  too 
much  talking.  You  must  be  polite, 
however,  and  not  offend  him,  hut 
you  definitely  must  bring  him 
around  to  talking  on  your  subject 
and  leaving  generalities  out. 

{Continued  OH  Page  90) 
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seconds  of  reading 


years  of  profit 


ORCHARD 
BROTHERS  INC. 

63  MEADOW  ROAD 
RUTHERFORD,  N.  J. 

Phone  Rutherford  2-7400 


Yes,  this  small  investment  in  reading  time  can  get  you 
a  big  return  in  profits  —  "over- the -years"  profits! 
Since  we  choose  our  AlumoROLL  "family"  carefully, 
we  stick  with  them— giving  them  oil  the  technical  and 
promotional  help  we  con.  So  when  you  "go"  with 
AlumoROLL,  you  keep  right  on  going  and  growing! 
If  you  wont  o  shore  of  those  "20-year-profits"  our 
post  history  indicates  ore  o  sure  thing,  write  today 
for  details  about  K.D.  or  dealer  franchise  in  any  ter¬ 
ritory  that  interests  you. 
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HINGES  and  BUTTS 

Made  of  STEEL  or 

STAINLESS 
STEEL 

Full  Surface, 

Half  Surface 

60S  SS 

full  MORTISE  OR  HALF  SURFACE 


■  COMPANY  INC 
112  CHARLTON  ST  NEW  YORK,  14 

BUILDERS  HARDWARE 


For  informotion  wire 
write  or  phone  WA  4  4  2  5  7 
Ask  for  our  new  rotolog 


Biggest  Building  Boom 

(Confiuiud  from  Page  18) 


I  weather  has  permitted  builders  to 
j  dijr  foundations  and  to  continue 
j  construction  almost  without  inter- 
j  ruption — through  the  worst,  pre- 
!  sumably  slowest  months  of  the 
year. 

“Another  deeply  important  fac- 
j  tor  is  that  the  country  is  shifting? 
j  unmi.stakably  into  a  “housing  re- 
;  placement”  b(X)m.  Less  and  less  of 
j  today’s  construction  represents 
I  “desperation”  buildint;. 

!  “Rather,  more  and  more  houses 
are  beiiiK  built  by  families  who 
have  accumulated  fair  .savings 
over  years  of  steady  employment 
and  high  incomes  —  and  who  are 
now  eager  to  get  new  houses  that 
reflect  the  advances  in  their  stand¬ 
ard  of  living. 

“A  third  force  is  the  persistent¬ 
ly  strong  movement  in  our  land 
from  apartment  living  to  home 
ownership.  Today,  58  per  cent  of 
the  nation's  families  own  their 


homes;  at  the  current  rate  of  home 
building,  75  per  cent  of  all  Ameri¬ 
can  families  will  live  in  homes  they 
them.selves  own  within  another  15 
years. 

“And  there  is  still  .some  steam  in 
the  postwar  housing  explosion. 
Families  .still  are  “undoubling”: 
enough  new  families  still  are  being 
formed  to  keep  a  lot  of  builders 
busy:  there  still  are  spots  of  de.s- 
peration  in  defense,  newly  indus¬ 
trialized  centers. 

“Can  we  maintain  this  pace? 
The  experts  are  almost  unanimous 
in  .saying  “no,  not  this  pace,”  and 
in  predicting  a  slowdown  as  19.53 
progresses.  But  as  of  today,  the 
slowdown  is  yet  to  show  up. 

“With  even  nature  helping  and 
with  building  for  slum  clearance, 
public  works,  etc.,  due  to  rise  as 
private  home  building  slips,  the 
construction  boom  remains  a 
mighty  prop  under  our  prosperity.” 


Photo  c<>urtesy  thr  Knufmattn  Corp. 

Photo  shows  Michigon  Hospital  with  shode  screens  instolled. 


Shade  Screens  in  Combination  Windows  Reduced 
Heat  8""  in  Michigan  Hospital 


PATIENT  comfort  was  greatly 
imiiroved  in  the  Three  Rivers. 
.Michigan  Hospital  by  the  u.se  of 
shade  .screens  in  the  lower  sash  of 
the  Aluminum  Combination  Win¬ 
dows.  Temperature  tests  estab- 
:  lished  an  8°  reduction  in  heat.  Visi- 
!  bility  was  not  appreciably  im¬ 


paired.  .Maintenance  is  exjiected  to 
be  reduced  to  an  ab.solute  mini¬ 
mum.  The  hosjiital  is  now  install¬ 
ing  Kaufmann  shade  .screen  panels 
for  glass  block  walls  in  the  oper¬ 
ating  rooms.  It  is  antici|)ated  that 
they  will  have  the  .same  beneficial 
result  of  reducing  temperature. 
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**Sturdi-Rib 
all-purpose  aluminum 

•  Half'Screens 

•  Double-Hung 
Screens 

•  Casement  Screens 

•  Porch  Screens 

•  Breezeway  Screens 

•  Jalousie  Screens 

Designed  to  fit  ANY  window! 

ASSEMBLED  OR  KD 

Now  save  as  much  as  50%  with  Winter  Seal  “Stordi-Rib" 
all-purpose  aluminum  Screens. 

Only  Winter  Seal  gives  you  these  exclusive  features  —  to 
keep  home  buyers  happy. 

And  you  profit  the  most  when  you  build  with  Winter  Seal  — 
for  homes  with  Winter  Seal  Screens  sell  much  easier  .  .  . 
much  faster! 


•  TESTED  SOX  MORE 
BEND  RESISTANT! 


PRODUCT 


none  betterl  triple-inspectedi 


PRICE  .  .  .  price  is  low,  beats  all  competition! 

DELIVERY  .  .  .  Immediate!  Assembled  or  Knocked-Oown  — 
your  order  expertly  packaged  for  safe  arrival! 

YOUR  BEST  DEAL 


•  VALUE-PACKED 
HEAVY-DUTY  ALUMINUM! 


•  DEiP-ROLLID 
GROOVBS- 
PROVIDE  EXTRA 
STRENOTH 


•  NO-TWIST 
CORNERS- 
RESIST 

PRAME-WARPINO 


WRITE,  WIRE,  PHONE  FOR  FREE  SAMPLES  AND  PRICE  LIST! 

E 


^  O  TX  n  A  T  I  A  I  DETROIT  27,  MICHIGAN 

CORPORATION  Phone:  VErmont  8-7500 
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How  to  Triple  Your  Fan  Sales 

((Jontiuw'd  from  Page  44) 


2.  Considering!:  its  lonK  life,  the 
attic  fan  is  low  in  cost  and  re¬ 
quires  a  minimum  of  upkeep. 

.3.  BeiiiK  classified  as  a  perma¬ 
nent  improvement,  the  attic  fan 
may  l)e  FHA  financed.  It  al.so  rep- 
re.sents  an  improvement  which  will 
enhance  the  re.sale  value  of  the 
hou.se,  often  far  more  than  the 
actual  co.st  of  the  fan. 

4.  The  attic  fan  cools  the  entire 
house,  and  cools  it  so  thorouRhly 
that  heat  build  up  the  next  day  is 
appreciably  retarded. 

5.  Since  there  is  a  type  of  fan 
to  suit  most  situations,  the  attic 
fan  is  ea.sy  to  in.stall  and  inquires 
very  little  redecoration. 

The  window  fan,  which  produces 
e.s.sentially  the  .same  benefits  as  the 
attic  fan,  is  espc'cially  well-suited 
to  small  homes  and  apartments.  It 
is  adjustable  to  any  window  size 
and  is  portable,  which  makes  it 
particularly  attractive  to  renters 


who  would  naturally  object  to 
making  a  permanent  in.stallation. 
The  installation  is  easy,  consi.stinjc 
merely  of  fa.steninK  the  fan  to  a 
window  and  pluKKin^  it  into  an 
outlet,  and  its  slow-moving  blades 
are  whisper-quiet  .so  that  sleep  will 
not  be  di.sturl)ed. 

l‘roniotion  1‘rofframs 

Usinjf  the.se  fan  ownership  ben¬ 
efits  as  the  basis,  the  dc*aler  should 
plan  a  .sales  promotion  program 
which  can  be  easily  worked  into 
the  regular  .sales  .scheme  with  lit¬ 
tle  expen.se  or  interference  with 
other  lines.  Some  of  the  possible 
facets  of  this  promotion  would  be: 

1.  A  fan  display  in  the  show 
window. 

2.  Have  on  hand  a  good  supply 
of  manufacturers’  promotional  and 
give-away  material. 

Placards  on  trucks  announc¬ 
ing  where  to  get  the  fans. 


4.  Newspaper  ad.s — dealer  mats 
and  electros  are  usually  provided 
by  the  manufacturer. 

5.  Radio  and  TV’  spot  announce¬ 
ments. 

6.  Direct  mail,  including  enclo¬ 
sures  in  regular  mailing  pieces. 

7.  Personal  solicitation  and  cold 
canvassing. 

Direct  mail  and  personal  .solici¬ 
tation  are  especially  valuable  in 
the  promotion  of  attic  fans  when 
directed  to  the  upper  and  middle 
income  groups  and  to  i)reviou.s  cus¬ 
tomers  in  the.se  income  brackets. 
Many  dealers  have  found  that  they 
are  highly  succe.ssful  in  getting 
new  leads  from  customers  whom 
they  have  just  .sold.  One  dealer  re¬ 
ported  that  last  season,  he  made  a 
I>oint  of  returning  a  week  or  .so 
after  he  had  made  an  in.stallation, 
ostensibly  to  check  the  fan’s  oper¬ 
ation.  On  these  return  visits,  he 
was  often  told  by  his  plea.sed  cus¬ 
tomer  of  neighbors  or  friends  who, 
{Conthmed  <>a  Page  88) 


ALUMINUM  COMBINATION  CASEMENT 
SASH  &  SCREEN 


^UNIQUE  INTERLOCKING  DESIGN 

COVERS  VENT  OPENING 
CORK  INSULATION 
DOUBLE  STRENGTH  GLASS 
EXCLUSIVE  DRIP  CAP 

Many  Exclusive  Territories  Available 


WRITE  —  WIRE  or  PHONE 


WIN-SUM  WINDOW  CORP. 

13006  GREELEY,  DETROIT  3,  MICH.  TOwnsend  ^ 
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Trird 


STAINLESS  STEEL 


Triple  Track  Windows  and  Tubular  Doors 


STOLE  THE  SHOW.' 


At  the  NKRSIGA  show  last  month,  TRIAD  introduced  the 
all  new  Stainless  Steel  Triple-Track  windows  and  tubular  doors. 
Featuring*  all-welded  construction,  they  will  not  saj<,  warp,  pit, 
streak,  stick  or  stain. 

The  trade  recotjni/.ed  the  merit  of  the  line  immediately.  It  saw 
the  value  of  the  TRIAD  TWINS  —  windows  and  doors  in  aluminum 
and  in  stainless  steel  —  sales  ammunition  that  competition  couldn’t 
meet. 

Yes  —  the  "PR  I  AD  TWINS  stole  the  show!  If  you  missed  it 
and  want  to  join  the  TRIAD  bandwagon  of  dealers  and  distributors, 
write  us  today  for  complete  details. 


DIAMOND  BUILDING  PRODUCTS 

Corporation 


Main  plant,  Cleveland,  Ohio,  where  Stainless  Steel  is  precision- 
engineered  into  TRIAD  Triple-Track  storm  windows  and  doors. 


<&  Home  Improvement  Dealer 


85 


SSIm  iSi  !S!U»*m^wS!- 

rLAIMTtl  MILOIWI  DiS> 
COiORATIONI  PKOriT.CON. 
tUHtm  CAUL-BACKSt  1*1 


gtomix'Wismy/// 

SEflL-TtC 


TEXTURED 

COATING 


A  scientific  compound  of  Silicon-Asbestos-Mica  ...  the  NATURAL  sidewall  coating! 


Equal  ta  10  or  more  thick 
nesses  of  ordinary  house 
paint! 


For  all  weathered  surfaces: 
Cement  Block;  Brick;  Stucco; 
Asbestos  Shingling;  Wood 
Siding;  Wood  or  Asphalt 
Shingling! 


•  Available  in  2  Types  and  3  Textures: 
Series  100  Series  200  Series  303 
Smooth  Sand  Pebble 


m*  sf  Ai. 

TIC 

kawwo  liio 
io 

fHSUUDI 

Tli«»'o  wto 

k*  lo  wn 


Verfle]|; 


COATlM 


SALES  CORPOR*^*®^ 


gj*-r-5u  can  be  in  a  new  business  ...  or  set  up  a  new  and  instantly  profit- 
p-oble  department  in  a  field  that  is  rapidly  sweeping  the  country. 
'iThink  of  iti  Where  once  housepainting  was  an  oft-repeated  job  that 
Ipok  days  and  necessitated  weeks  of  good  weather  .  .  .  now  you  can 
«Aer  BEAUTIFICATION,  INSULATION  and  PROTECTION  far  beyond 
ikw  .limits  of  mere  paint.  It's  a  fabulous  story  —  and  one  which  is 
.  HHlkinQ  SALES  AND  PROFIT  HISTORY  everywhere.  Get  in  it  today! 
Moif  ilkr  coupon  at  once  and  get  the  pick  of  remaining  territories. 


tOUR  BESI  BET. . .  10  10  I! 

1.  Mildew  resistant! 

2.  Water  repellent! 

3.  Termite-proof! 

4.  Windproof! 

5.  Lime  resistant! 

6.  Fire  retardent! 

7.  Chip-proof! 

8.  Color  fast! 

9.  Heat  insulating! 

10.  Cohesive  plus  Adhesive! 


VERFLEX  SALES  CORPORATION  (Seal  Tec  Div.) 
Carlstadt,  New  Jersey 

Pieosc  send  complete  intormofion  to; 


We  ore  Deoler,  Distributor,  Applicator 


BWe  art  fomilior  with  this  type  of  worh. 

We  Of  not  tomilior  with  this  type  ot  work 

Territory  desired  . 


VERFLEX  SALES  (ORP. 

The  VERFLEX  CO.,  INC. 

115*117  MwNMWkia  Avwmm 
CAMJTAST,  NIW  JIUIY,  U  JvA. 
mihbiWd  7^^179 
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D  I  A  Vi®  ®  ®  ■  ■  ■ 


PRO-TECT>U  iaiousies  are  adaptable  to  any  climate 

.  Inside  aluminum  screens  are  interchangeable 
with  aluminum  frame  Storm  Sash 


Numerous  untapped  markets  are  available  tor  development. 

PRO-TECT -U's  high  quality  assures  a  competitive  advantage  to 
PRO-TECT-U  dealers.  PRO-TECT-U  gives  you  a  jalousie  with 
weather -proofed  vane  ends  .  .  .  the  only  jalousie  with  equally 
distributed  closing  force  and  the  only  jalousie  with  hardware 
adjustment  every  fourth  louvre  Tests  by  the  University  of  Miami 
Housing  Research  Laboratory  certify  that  PRO-TECT-U  jalousies 
afford  protection  from  air  and  water  infiltration  equal  to,  or 
better  than  that  offered  by  any  other  type  of  window. 


n  n  11  n 


Eight  screws  and  a  screwdriver  symbotixe  PRO-TECT-U's  simplicity 
of  assembly,  which  cuts  installation  costs  and  provides  for  better 
installations. 

Compact  KD  unit  cuts  storage  and  shipping  costs. 

100  KD  windows,  size  24,  can  be  stored  in  50  cubic 
feet  of  shelf  space  A  simple  sawing  operation 
takes  only  minutes  to  make  special  custom 
windows  on  the  jOb  .  .  eliminating 
unnecessary  delay 


Jt 


PROfIT 


rcwlciitwl  and  lucrative  field. 

the  profit  opportunitus  in 


/•?  » 

is  1 


*Maiiyh€tvr§rs  of 

m  ORIGINAL 

JALOUSIl 

WINDOW 


0' 


PRO-TECT-U  JALOUSIE  CORPORATION 
OF  NEW  JERSEY, Dept.  GO-3 

206-208  Broad  Ave  ,  Palisades  Park,  New  Jersey 

PRO-TECT-U  JALOUSIE  CORPORATION, 

Dept.  GD-3 

4525  Ponce  de  Leon  Blvd  ,  Coral  Gables,  Fla. 

Please  send  me  complete  details  on  an  exclusive 
PR(t-Tt,C,T-li  dealership  or  distributorship. 


NAME . 

ADDRESS. 


CITY. 


.STATE, 


PRO-TECT-U's  national  advertising  program,  plus  sales  and  promo¬ 
tional  assistance,  guarantees  success  to  PRO-TECT-U  dealers. 

ARCHITECTS  •  BUILDERS  •  CONTRACTORS  fw  d.uh.  .t  cmiu.ciin  Cwuii  Y..r  $»«i .  ottiHriit  ».  Jig 

^  ff  •MTS  asy  M  ptrchaMl  stparattly. 
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ELLWOOD 


The 

ALUMINUM 

COMBINATION 

DOOR 

THAT  WILL  BUILD 
YOUR  SALES  VOLUME 

The  best  quality,  finest 
engineered  door  in  the  trade. 


•k  Heavy  Corner  Construction 
Top  Quality  Latch 
A  Super  Heavy  Kick  Panel 
A  Storm  King  Door  Check 
A  Quick  Change  from  Glass  to  Screen 


A  Double  Locked  Inserts 
A  Simple  Bottom  Adjustment 
A  Stainless  Steel  Hinges 
A  Aluminum  Screen  Wire 
A  Competitively  Priced 


Your  salesmen  can't  miss  with  the  Ellwood  Door  ...  it  has 
everything  their  customers  wont,  dozens  of  sole-closing  fea¬ 
tures. 


MAIL  THE  COUPON  TODAY 


THE 


ELLWOOD 

ALUMINUM  DOOR  CO..  INC. 

Ellwood  City,  Penno. 
Phone  2755 


General's 
New  Fluted  All 
Extruded  Aluminum 
Combination  Doors... 

.  .  .  Are  beautifully 
designed, 

precision  engineered 
and  "priced"  right  for 
volume  sales  and  big  profitsi 

Writ*,  Phooe  or  Wiro  for  Profit-Making  details  fodoyf 

GENERAL  SCREEN  AND  SASH,  INC. 

S0  Tvlip  Ploc«,  Gordan  City  Pork,  L.  I.,  N  Y.  —  GArden  City  7.02O4.«711 


Quality  features  fourtd  in  Generai, 

e  Eosy  initollotion 

•  Z'bor  precision  frome 

•  S-S  hinge  hordworc 

•  Storm  King  pneumatic  door  check 

•  Double  spring  safety  choin 

•  Aluminum  wire  screening 

•  Embossed  kick-plote  ponci 

•  Extruded  door  sweep 

•  Grilles  recessed  inside  of  stiles 

Complete  with  hordwore 
At  New  Low  Price 
Immediote  Delivery! 


Your  Fan  Sales 

(Continued  from  Page  84) 

I  havinjr  seen  this  fan,  were  inter- 
e.sted  in  one  for  themselves. 

An  additional  factor  should  be 
taken  into  consideration  in  the 
!  ca.se  of  itersonal  solicitation.  This 
means  access  to  the  home,  and 
;  therefore,  a  chance  to  note  and  to 
1  di.scuss  additional  needs  in  the 
I  home  that  the  dealer  may  be  able 
I  to  supply. 

Because  residential  fan  demand 
i  does  not  come  as  the  result  of  a 
'  lonjr-felt  need  but  as  a  result  of 
!  a  need  for  relief  from  the  heat, 
timinjT  of  j)romotion  and  personal 
.solicitation  is  of  the  utmo.st  im¬ 
portance.  When  the  demand  comes, 
it  comes  in  a  rush,  and  the  dealer 
must  be  prejiared  to  meet  the  de¬ 
mand  or  he  will  mi.ss  out  on  his 
best  opportunity.  The  dealer  must 
have  adequate  stocks  on  hand  and 
he  prepared  to  launch  his  cam- 
paifrn  when  the  first  heat  wave 
strikes,  and  these  .stocks  must  be 
repleni.shed  for  succeeding  hot 
spells. 

Kitchen  P^ans 

With  kitchen  exhaust  fans,  the 
demand  is  not  so  sea.sonal  in  na¬ 
ture,  and  they  can  be  succe.ssfully 
sold  the  year  ’round.  Modern 
kitchens  are  no  longer  considered 
complete  without  the  kitchen  fan, 
and  the  market  is  larjre  and  easy 
to  sell.  Kitchen  fans  should  he  .sold 
I  on  their  .service  to  the  homeowner 
in  exhausting  cooking  odors, 
grease  and  heat.  In  addition  to 
makiiiK  workiriR  conditions  more 
comfortable  in  the  place  where  the 
housewife  spends  a  of 

her  day.  kitchen  ventilation  also 
prevents  considerable  damage  to 
the  hou.se  and  its  furnishings 
which  would  otherwise  result  from 
the  condensation  of  grease  on 
walls,  draperies,  clothing,  and  fur¬ 
niture. 

With  adequate  stocking, 
planned-ahead  promotional  activi¬ 
ties,  good  use  of  the  basic  fan  ben- 

(Continned  on  Page  90) 
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^afr$fone 


Quick  Sales  and 
Tremendous  Profits  for  Dealers 


AMAZING  NEW  REMODELING  STONE 
(RACKPROOF  -  FADEPROOF  -  WATERPROOF 


Craffstone— and  only  Craftstone  offers  you  this  unprecedented 
opportunity.  Because  only  Craftstone  has  these  outstanding 
and  exclusive  features - 


Craftstone  is  GENUINE  PRE-CAST  packaged  stone,  shipped 
ready-to-opply-and  applied  DRY.  As  easy  to  lay  as  wall  tile 
over  any  old  or  new  construction.  Comes  in  8  shapes  and  sizes 
with  colors  that  are  unfading  and  permanent.  Pure  mineral 
pigment  right  thru  and  thru  the  stone  can  never  fade  or  wear 
out. 


EASY  TO  APPLY.  Always  uniform,  always  clean  —  applies 
faster,  therefore  at  lower  cost.  Consistently  perfect  results  even 
with  unskilled  help.  No  prior  experience  necessary.  No  expen¬ 
sive  equipment  or  forms  to  buy.  You  make  money  from  the 
very  start. 


Goes  over  wood,  brick,  stucco,  shingles,  cinder  or  concrete 
block.  For  private  homes,  churches,  taverns,  schools,  commer¬ 
cial  buildings.  Commands  best  prices  by  its  beauty  and  qual¬ 
ity.  Each  job  sells  ten. 


Craftstone  is  guaranteed  20  years  by  the  factory  and 
outlasts  its  guarantee.  It  lasts  for  life.  It  is  crackproof, 
waterproof,  fadeproof,  fireproof  —  insulating.  No 
checking,  no  peeling.  No  painting— no  repairs. 


Exclusive  Fronchiscs 
Available  in  Select 
Territories  to  Quol- 
ified  Dealers 


CA-STONE  PRODUCTS,  INC. 

3032  W.  Sedgley  Ave.,  Phila.  31,  Pa. 
Send  us  full  details  on  Craftstone. 
are  interested  in  a  Dealership. 


CALL 

WRITE 

OR 

WIRE 


Name 


Address 


CA-STONE  PRODUCTS,  INC 

3032  W.  SEDGLEY  AVE.,  PHILA.  3T,  PA.  •  BARING  2-142! 
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Your  Fan  Sales 

(Continued  from  Pnge  88) 

efits,  and  proper  timing,  the  build¬ 
ing  specialties  dealer  will  find  that 
residential  exhaust  fans  are  a 
fast-moviii}?  item  to  sell  that  will 
pyramid  profits  rapidly  in  a  short 
si)an  of  time.  More  information  on 
how  to  select  and  install  the  proper 
fans  to  meet  the  needs  of  the  indi¬ 
vidual  home  will  ai)i)ear  in  a  future 
article. 

Hints  to  Salesmen 

(Continued  from  Page  80) 

Never  tell  y<mr  customer  .s«me- 
thinjj  you  are  not  sure  of  yourself. 
If  he  asks  you  something  about 
your  product  and  you  don’t  know 
the  answer,  tell  him  frankly  you 
don’t  know  but  you  would  be  very 
Klad  to  Ret  the  correct  answer  for 
him  from  the  factory.  You  will  in- 
.still  more  confidence  in  him  and  he 
wil  know  then  that  you  are  not 


tryinff  to  bluff.  Once  a  customer 
feels  you  are  bluffing  you  have 
practically  lost  the  sale. 

•  •  • 

A  Rood  time  to  interview  a  cus¬ 
tomer  is  rifjht  after  lunch  or  din¬ 
ner,  as  his  mind  is  probably  more 
at  ea.se  at  this  particular  time. 
Don’t  try  to  .see  a  cu.stomer  ju.st 
before  quitting’  time,  particularly 
if  you  have  to  talk  to  him  for  any 
length  of  time.  He  is  always  in  a 
hurry  at  this  time  to  get  home  or 
has  .some  appointment  and  his 
mind  is  not  set  on  business. 

If  you  should  happen  to  be  at  his 
office  at  or  near  quitting  time,  it  is 
be.-<t  to  postpone  your  di.scu.ssion 
with  him  by  making  an  appoint¬ 
ment  for  the  following  day  or,  bet¬ 
ter  yet,  this  is  an  excellent  time  to 
make  an  appointment  with  him  for 
dinner  or  later  in  the  evening,  if 
he  is  unable  to  be  with  you  at 
dinner. 

Never  state  that  your  product  is 
the  best  in  the  world,  and  don’t  run 
(Continued  on  Page  92) 
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KA^SF.K  (lisirihiitors  and  dralers  l)el<»ng  to  the  “soiind  l)iisiri<*sM”  lev*'! 
of  tlioir  coiiiiniiiiities.  W  lietluT  siirross  canip  first  —  or  following  their 
appointtiiciit  as  KA^SKH  agenries,  the  faet  remains  that  KAYSKH 
products  are  associated  with  success. 

You,  too,  can  enjoy  this  achievement,  f’rom  the  very  first,  you'll  apre- 
ciate  the  aggressive  cooperation  you’ll  get  from  \  &  H.  KfTeetive  cam- 
|)aigning  and  merchandising  with  a  ijuality  line  of  demand  products 
have  taken  the  elements  of  “risk”  and  “experimentation”  from  our 
market.  Write  —  right  now  !  -  and  make  your  hiisiness  a  f{USl\t^SS! 
(Kl)  o|K'rators  and  manufacturers  invited  to  in(]uire  for  available  fran¬ 
chise  territories) . 


KAYSER  aluminum  tension  weatherstripping 

Now  you  con  mako  your  coM- 
mont  windows  with  an  oxe/usivo 
tootoro  — just  by  adding  KAYSER 
\  tonsion  woatherttripping.  Tho 
I  cutawoy  iiiwitrations  show  how 
-J  tho  uniquo  design  makot  attach- 
mont  quick  and  oaty  with  per- 
focf  rosuitt.  An  ideal  iolling 
feature  or  extra-profit  *0101  unit. 


K.IYSF.R  casement  storm  windows  are 
the  standout  aluminum  unit  in  the  field. 
( .ustom-fitte<l,  permanent  installations, 
oiHy  K  SKIf  casements  are  etpiippeil 
with  prefahhed  stripping!  You  can 
prove  KAY.SKirS  sujM'rior  c<»ndensation 


control. 


A  &  B  MANUFACTURING  COMPANY 

10441  Metropolitan  Avenue  •  Kensington,  Maryland 
LOckwood  4-6468 
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NOW  !  A  TROUBLE-FREE 
CLOSER  for  ALUMINUM  DOORS! 


The  Corbin  No.  2 1  Air  Controlled  Storm 
and  Screen  Door  Closer  offers  outstand¬ 
ing  advantages  to  manufacturers  of 
Aluminum  Storm  and  Screen  Doors. 
Eliminates  expensive  servicing,  because 
it’s  so  trouble-free  that  you  just  install  it 
and  forget  it!  Reversible  for  right  or  left 
hand  doors.  Can  be  installed  on  outside, 
inside,  or  between  doors.  Closing  speed 
easily  adjustable  by  hand.  Aluminum  fin¬ 
ish.  One  of  the  finest,  most  durable  Air 
Controlled  Door  Closers  in  its  field. 

Good  Doors  Dosorvo  Good  Closers 


WRITE  FOR  FULL  INFORMATION  ond  PRICES 

P.  &  F.  CORBIN  DIVISION 

The  American  Hardware  Corporation 
New  Britain,  Connecticut,  U.  S.  A. 


I  livesiligale  IVow  Full-Profii  Advaolages  on 

AIR  MASTER 


IMMEDIATE  DELIVERY 


All-Aluminum,  Hinged 

CASEMENT  STORM  SASH 


•  1  Vi"  Dead  Air  Space  to  Control 
Condensation. 


•  Permanently  Installed. 

•  Positive  Weather -Stripping  Seal  — 
Prevents  Drafts  Through  Primary 
Windows. 


The  AIR  MASTER  extruded  aluminum 
storm  window  is  a  stock  item  manufac¬ 
tured  in  standard  sizes  and  is  avail¬ 
able  for  immediate  delivery.  Write  or 
phone  for  full  information. 


Matf  Coupon  Today  Tor  full  Information 

AIR  MASTER*  CO 

tsth  &  Lehigh  Ave  ,  Philo  }2.  Po 

Please  send  me  full  intormotion  and  piiccs  on 
your  Casement  Storm  Sosti 

NAME 

ADDRESS 


Air  Master  to. 


I8tli  St.  at  LEHIGH  AVE. 
PHILADELPHIA  32,  PA. 

Phone:  BAldwin  3-7100 


Hints  to  Salesmen 

(Continued  from  Page  90) 
down  your  competitor’.s  products, 
but  instead  always  comjTare  each 
and  every  worthy  point  of  your 
particular  product,  emphasizing 
the  fact  that  .some  other  products 
don’t  have  this  or  that,  but  in  em¬ 
phasizing  this  never  actually  men¬ 
tion  your  competitors’  product  by 
name. 

Taking  all  things  into  considera¬ 
tion,  however,  the  one  most  out¬ 
standing  thing  about  .selling  is  good 
hard  work  and  nothing  really  can 
take  the  place  of  this.  Give  me  two 
salesmen,  one  endowenl  with  the 
natural  in.stinct  for  .selling  and  the 
other  a  good,  hard  worker,  and  I 
believe  1  would  prefer  the  hard 
worker. 


Eisenhower  Signs 

(('onfinned  from  Pagi  18) 
for  a  full  year,  and  the  effect  is  a 
percentage  rate  of  9.7.  The  cost 
without  F.  H.  A.  insurance  is  $(> 
to  $100  per  $100. 

Having  started  with  .$8,.‘5:53,314 
appropriated  by  Congress,  the  Title 
I  program  now  has  $27,002,343  of 
capital  and  earned  reserve  and  has 
been  paying  all  its  administrative 
costs.  Before  July  1  it  will  give 
hack  the  $8,;l.33.314  to  the  Trea.s- 
ury. 


Milwaukee  Dealer 

(Continned  from  Page  45) 
community  and  church  home  shows 
and  bazaars.  Naturally,  door-to- 
d(H)r  canvassing  and  customer  re¬ 
ferrals  are  extremely  important  in 
|)roducing  leads  that  result  in  sales. 

Super  Seal  ComiTany  was  founded 
in  1934  by  S.  Lepper  in  Mil¬ 
waukee,  Wis.  At  that  time  the  line 
was  insulating,  roofing,  and  siding. 
In  1945  he  was  joined  by  his  son, 
R.  W.  Lepper. 

In  1949  Boh  LepjTer  took  on 
Alumaroll  awnings  while  his  father 
continued  to  carry  on  the  insulat¬ 
ing  business.  At  that  time  the 
(Continued  on  Page  96) 
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\  t  f  A 

Storm 


Wizard" 


MEANS  BUSINESS 


with  our  Nationally  Advortised 

CASEMENT  SCREEN 


^^^^^^^^Completely 
extruded  aluminum 


WSANS  SViS.NtSS 


MANUFACTURING  CO. 
Manufacturers  of  "STORM  WIZARD" 
All  aluminum  doors -windows -screens 


.  B  &  C  SALIS  COMPANY 
I  6905  Susquehonno  St 
*  Pittsburgh  8,  Pa 

I . 

I 


.itlrnifii  1  nirnri  fumliiri*  frn*'  rir**^i* 
n1  mt*  InfornintliHi  ■rntut  ‘Mhirni  Wlr 


N  A  M  t. 

I  AltDUKSS 
I  ruv 
I^Ttilp 

"Quarter  of  a  Century  of  Quality  Products' 


How  To  Get  Your  Publicity 
Accepted  By  Newspapers 

Newspapers  will  accept  your 
publicity  only  if  they  consider  it 
“news.”  What  makes  news?  Here 
are  a  few  ideas: 

1.  New  plant  or  showroom  open¬ 
ings 

2.  Appointment  of  new  dealers 

3.  Sponsoring  of  civic  programs 

4.  Unusual  in.stallation.s 

5.  New  models 

6.  Cooperation  with  housing  de¬ 
velopers 

7.  Model  Home  Installations 

8.  Home  Builders  Shows 

9.  Staged  shows  like  the  “Taylor- 
craft”  example 

10.  Have  celebrities  appear  at 
your  showroom 

11.  Broadcasts  or  telecasts  direct 
from  your  showroom 

12.  Have  an  “open  house”  for  stu¬ 
dents  and  their  parents  to 
show  plant  pro<luction  fea¬ 
tures 

13.  S{K>n.sor  model  airplane  meets 

14.  Annual  cup  for  sports  contests 

15.  Sponsor  Blood  Donor  Pro¬ 
grams 

16.  Tie-in  with  local  civic  gronyxs 
such  as  Lions,  Kiwanis,  Rotar>- 
on  paj)er  drives,  .safety  pro¬ 
grams,  etc. 

17.  Gift  prizes  on  local  radio  con¬ 
test  programs 

*  *  * 

Standard  for  Ponderosa 
Pine  Windows  Considered 

A  Recommended  Commercial 
Standard  for  Standard  Stock  Pon- 
dero.sa  Pine  Insulating  Glass  Win¬ 
dows  and  Sash  has  been  circulated 
by  the  Commodity  Standards  Divi¬ 
sion,  Ortice  of  Industry  ajid  Com¬ 
merce,  to  manufacturers,  distribu¬ 
tors  and  other  interested  groups  for 
their  review  and  comment,  the  U.  S. 
Department  of  Commerce  reported 
recently. 

This  voluntary  standard  was  pro- 
po.sed  last  January  by  the  National 
VV'oodwork  Manufacturers  Associa¬ 
tion,  and  sulxsequently  adjusted  to 
meet  the  consensus  of  view  of  other 
interested  organizations.  The  rec¬ 
ommended  standard  is  now  being 
circulated  to  the  trade  for  their 


written  acceptance  in  order  that  it 
may  become  more  widely  effective 
through  establishment  as  a  Com¬ 
mercial  Standard  and  publication 
by  the  LI.  S.  Department  of  Com¬ 
merce. 

The  standard  provides  minimum 
requirements  for  standard  stock 
ponderosa  pine  insulating  glass 
windows  and  sash  in  the  1-*k  thick¬ 
ness  to  accommodate  nominal  U, 
inch  thick  insulating  glass;  also,  for 
stationary  sash  sn  the  2*,._)  inch 


thickne.ss  to  accommodate  nominal 
1  inch  thick  insulating  gla.ss.  It 
covers  construction,  grades  and 
tolerances  for  the.se  requirements. 

A  limited  number  of  mimeo¬ 
graphed  copies  of  the  Recommend¬ 
ed  Standard  are  available,  and  a 
copy  may  be  obtained  as  long  as  the 
supply  lasts,  from  the  Commodity 
Standards  Division,  Office  of  In¬ 
dustry  and  Commerce,  U.  S.  De¬ 
partment  of  Commerce,  Washing¬ 
ton  25,  1).  C. 
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The  \ 

Lowest  Price 
Quality  Jalousie 
on  the  market 


VentiLite  Glass  Jalousies  are  the  very 
latest  innovation  . .  .  v/ith  features  that 
are  years  ahead  of  the  market.  Frame 
is  heavy  63  STS  aluminum. 

Latest  massive  diecasf  clips  with  double 
overlap  completely  seals  ofF  all  air  and 
water  infiltration.  Head  and  sill  tight¬ 
ly  weatherstripped. 

Perfectly  engineered  for  the  toughest 
coldest  climate.  3"  louvres  with  V2" 
overlap  make  a  solid,  tight  unit.  Storm- 
sash  can  be  attached  inside,  replacing 
screen. 


VentiLite  VentLock  control  eliminates 
objectionable  crank  turning  and  knob 
twisting.  Unit  opens  and  closes  with 
only  turn  of  operator  lever  which 
holds  louvres  in  any  position. 

New,  mechanical  corner  eliminates 
welding  and  weak  spots,  makes  unit 
stronger,  more  rigid. 

VentiLite  is  without  doubt  the  most 
beautiful,  practical  jalousie  on  the 
market .  .  .  easy  to  install,  easy  to  sell, 
extremely  profitable. 


Offers  the  Most  Sensational 
Plan  on  the  Market 
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A  Package  Deal 

for  the 

Complete  Manufacture 
of  Glass  Jalousies 


VentiLite  offers  you  a  truly  sensational  oppor¬ 
tunity  to  be  an  integral  part  of  the  fabulous, 
booming  jalousie  business. 

We  will  set  up  a  complete  fabricating  plant 
for  you.  Our  technicians  and  engineers  will 
get  your  production  rolling  and  train  your 
labor.  We  will  even  train  your  sales  force 
and  help  you  with  your  merchandising  and 
advertising. 

You  can  amortize  part  of  the  cost  of  setting  up 
a  plant  over  a  long  period.  Present  allotments 
of  aluminum  will  enable  you  to  make  1,000 
units  per  month. 


The  first  3,000  units  you  sell  will  return 
a  substantial  portion  of  the  total  cost  of 
plant  set  up. 

Heavy,  interlocking  mullion  slides  in;  no 
screws  needed. 

Plant  setup  includes  screen-making  depart¬ 
ment  to  make  screens  at  low  cost. 

Unit  is  designed  so  it  can  be  shipped  to 
dealers  and  distributors  KD,  assembled  in  a 
matter  of  minutes. 

It  is  so  expertly  designed  that  fabrication  is 
simple.  Costly,  intricate  operations  are 
eliminated. 


Dealership  and  distributorship  inquiries  are  invited 
but  will  be  subject  to  the  manufacturer  in  your  area 
when  one  is  set  up  as  manufacturers  will  have  full 
control  of  their  own  areas. 


5556  BISCAYNE  BOULEVARD  Manufacturers  of  MIAMI  37,  FLORIDA 

GLASS  LOUVRE  WINDOWS  AND  DOORS 
IN  ALUMINUM  FRAMES 

Patents  Pending 
United  Stotes  Serial  No 
122,240  and  Canado  Serial 
No.  601,247. 

VentLock  Controls  —  Reg 
U.  S.  Potent  OHice 
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Would  you 


IMPORTANT! 


Total  investment  for 
complete  working  stock 
(not  samples)  for  imme¬ 
diate  sales.  No  one  else 
can  make  this  offer. 


$19000 


FOR  A  YEAR  ’ROUND 

PROFITABLE 

BUSINESS 


400  awning, 

^  Venetian  blind  and  home 
specialty  firms  are  doing  it  now 
with 


'  KUT  Ornamental  Iron 


COLUMNS  and  RAILINGS 


Manufactured  exclusively  by 

DALLAS  IRON  &  WIRE  WORKS 


p.t.M  .  Cpyriiht  1952  6025  Dcnton  Df.  P.  O.  Box  7202  Dallas  9,  Texas 


Milwaukee  Dealer 

(('(iHtimicd  from  l\ujc  92) 

company  consisted  of  S.  ('.  Lepj)er, 
K.  W.  Lei)per,  two  mechanics,  one 
.salesman,  and  one  oflice  jfii’l.  In 
the  bejrinninjr  the  awniiiKs  were 
handled  as  a  specialty,  and  insulat- 
injr  was  the  main  source  of  income. 

With  each  ensuing  year,  the  awn¬ 
ing  husine.ss  has  jr^own  until  it  is 
now  90 ''o  of  the  business  income 
and  the  personnel  includes  six 
mechanics,  six  salesmen,  a  produc¬ 
tion  manaKer,  and  two  oHice  em¬ 
ployees.  Total  annual  sales  have 
vrrown  to  approximately  five  times 
what  they  were  in  Itl-IS.  Due  to 
the  success  of  the  awning  business, 
S.  (\  Leitper  was  able  to  retire  i»i 
January,  1952. 

The  six  .salesmen  work  on  a  com¬ 
mission  basis  plus  an  annual  bonus 
which  is  a  percentage  of  their  bill¬ 
ings  over  a  base  figure.  The  per¬ 
centage  increases  with  each  year 
of  .service  up  to  a  maximum  per¬ 
centage.  In  addition  to  this  there 


is  a  monthly  .sales  contest  where 
each  team  gets  iK)int.s  for  going 
over  their  (piota  and  the  winning 
team  for  the  month  gets  additional 
points.  Prizes  are  clothing  coupons. 
They  work  in  two-man  teams,  do 
their  own  canvassing,  and  split  the 
commi.ssions  on  all  .sales. 

Hefore  a  new  .salesman  is  hired 
the  other  salesmen  have  a  chance 
to  meet  him  and  the\  have  an  op¬ 
portunity  to  decode  whether  he 
would  fit  into  the  organization. 
After  he  has  been  accepted,  he 
spends  one  week  working  in  the 
shop  and  one  week  with  an  in¬ 
stallation  crew,  on  his  own  time. 
Then  he  spends  a  week  or  two 
with  the  .sales  manager,  who  is 
also  a  member  of  one  of  the  teams. 
After  that  he  goes  out  alone  and 
canvas.ses  for  other  salesmen.  Mis 
leads  are  turned  into  the  office  and 
allotted  to  the  other  teams  in  rota¬ 
tion.  as  are  all  office  leads.  He  re¬ 
ceives  a  commi.ssion  on  all  deals 
closed. 

When  he  feels  fully  acquainted 


with  comi)any  policy  and  the  prod¬ 
uct,  he  is  ready  to  do  his  own  clos¬ 
ing.  At  this  time  another  new  man 
is  interviewed  and  accepted  for 
training  to  be  his  partner  at  a  later 
date.  The  .salesmen  themselves  are 
.so  completely  .sold  on  their  jmoduct 
that  they  don’t  want  to  sell  any¬ 
thing  else,  and  they  talk  it  and  .sell 
it  twelve  months  of  the  year. 

Six  Mechanics 

The  six  mechanics  are  divided 
into  two  installation  crews  and  one 
as.sembly  crew.  Both  the  installa¬ 
tion  and  assembly  crews  are  paid 
on  a  i)ercentage  of  the  contract. 
Here  again,  a  new  man  is  usually 
recommended  by  one  of  the  me¬ 
chanics.  The  mechanics  and  the 
.salesmen  have  periodic  meetings 
for  better  understanding  of  their 
respective  i)roblem.s. 

Mr.  Lepi)er  said  that  he  exjwcts 
a  .2.2  1  3  increases  in  the  .sale  of 
Alumaroll  in  195.2  over  19.52.  He 
also  said  that  they  had  remodeled 
the  office  in  15152  and  have  ju.st 
completed  enlarging  the  shop. 
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DOOR 


rrokt/T 


HOW 


MMPPSU 


In  conventionol  door  tnsfollo- 
tion,  Hie  three  hinges 
ore  separate  ond  oligned 
by  eye.  The  "breoking  in" 
required  to  free  the 
operation  from  bind¬ 
ing  Is,  in  reolity,  o 
looeening  procedure.  This 
problem  Is  ended  for  oil 
time  by  the  new  FEOCO  door. 


Moniifacfurers  of  the  ffOCO 
Triple  Track  Window 


FEDCO  PATENTED  CONCEALED  HINGING  WORKS 

Perhaps  the  most  dramatic  of  the  new  features 
in  the  FEDCO  Combination  Storm  &  Screen 
Door  is  the  concealed  hingeing.  For  here  the 
male  and  female  elements  are  formed  as  part 
of  the  extrusions  themselves.  When  the  buck 
has  been  installed  on  the  prime  frame,  align¬ 
ment  of  hinges  is  automotic  and  perfect,  fit¬ 
ting  prefabricated  spaces.  This  solid  track  — 
or  one-piece  unit  bearing  the  three  male  parts 
makes  for  maximum  rigidity,  free-and-easy 
door  movement  from  the  first  and  a  lifetime 
of  smooth,  silent  service.  See  the  many  ad¬ 
vances  for  yourself  and  make  arranaements  to 
feature  the  door  in  a  class  by  itself". 


CALL  OR  WRITE  NOW 

Tel:  VA.  5-2400 


FEDERAL  SCREEN  &  SASH  CO. 

85  E.  MERRICK  RD.  VALLEY  STREAM.  L.  I.,  N.  Y. 


FKI)KR.\t.  SCKKKN  .V  SASH  (  <»  (Dept  H4)  ( 

85  E.  Merrick  Kd..  \'alley  Stream,  I,.  I.,  N.  V'.  | 

Please  send  the  complete  story  on  KKDCD.  | 

DEALER  . ,  j| 

ADDRESS  .  I 

C  ITY  &  STATE  .  . PER .  | 

_ I 
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EXTRUDED  FUSTIC 


muttrial 

it  will  pay  you  to  take  the  time 
now  to  moke  sure  you're  using 
the  right  material.  If  you  hove  o 
problem  — or  just  wont  to  check 
on  your  present  production,  we 
invite  you  to  send  us  section 
samples  for 

FREE  ANALYSIS 

•  NO  CHARGE 

•  NO  OBLIGATION 

•  PROMPT  REPORT 

Periodically,  MAYNARD  labora¬ 
tory  researchers  invite  problems 
for  study  and  opinion.  By 
constantly  keeping  abreast 
and  ahead  of  industry  needs, 
AAAYNARD  is  able  to  provide 
maximum  service  to  its  cus¬ 
tomers.  We  may  be  able  to  help 
you  produce  o  belter  product  at 
lower  cost  through  our  expe¬ 
rience  and  specialization. 

MATIIARDPHSTICS.Tiic. 

Chelsea  50,  Massachusetts  . 

Chelsea  3-5850 


Folding  Doors  Save 
Time  and  Money 

How  an  alert  salesman  sold  folding  doors  for 
kitchens  and  closets  in  a  120-unit  apartment 


For  .selling  building  .specialtie.s, 
there’s  nothinjr  better  than  an 
intelligent,  observant  .salesman 
who  can  refo^nize  an  unusual  op- 
IK)rtunity  when  he  bumps  into  it, 
according  to  Len  A.  Maune,  presi¬ 
dent  of  the  Len  A.  Maune  Com¬ 
pany,  equipment  engineers,  of  St. 
lx)uis.  “Of  course,  we  .see  to  it  that 
the  men  are  equipped  with  all  the 
sales  tools  the  manufacturer  has 
available,  but  we  rely  on  the  man 
and  his  knowledge  of  when  and 
how  to  use  them  rather  than  on 
the  tools  themselves.” 

Large  Sale 


As  a  ca.se  in  point,  Mr.  Maune 
cites  a  large  sale  of  folding  wood- 
slat  doors  for  one  of  the  first  apart¬ 
ment  installations  in  the  country. 
Credit  for  the  sale  goes  entirely  to 


Above:  one  closet  serves  both  guest 
and  household  uses,  the  folding  door 
exposing  as  much  or  as  little  of  the 
closet  area  as  is  needed  at  the  mo¬ 
ment.  Entire  area  may  be  opened  up, 
er  door  folded  back  minimum  amount 
for  privocy  of  balance  of  closet. 


salesman  Oliver  A.  Krechel  of 
Maune’s  building  products  division, 
who  started  with  a  chance  glimp.se 
of  building  blueprints  in  a  concrete 

Below;  Left,  here  the  folding  door 
effectively  conceals  the  kitchen  while 
serving  as  a  decorative  living  room 
ocent.  With  its  ventilating  wood-slat 
construction,  the  door  may  be  closed 
without  interfering  with  operation  of 
kitchen  exhaust  fan.  Right:  when 
kitchen  is  in  use,  door  folds  to  wall, 
allowing  user  free  access  to  all 
kitchen  facilities. 


contractor’s  office,  was  inspired 
with  the  thought  of  a  new  applica¬ 
tion  for  his  firm’s  line  of  folding 
wood  doors,  and  carried  through 
by  looking  up  the  owner  and  archi¬ 
tect  and  persuading  them  to 
change  specifications  on  kitchen¬ 
ette  dividers  and  w'ardrobe  clo.set 
doors  throughout  the  120-unit 
apartment. 

{Conthiind  o>/  /Vf.r/c  100) 

Photos  courtesy  The  Hough  Shade  Corp. 
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w 


Folding  Doors 

(Conthiucd  from  Pane  98) 

Mr.  Krechel  had  a  Rood  storj'  to 
tell  alx)ut  the  construction  econo¬ 
mies  offered  by  this  type  of  door, 
but  though  builder  and  architect 
were  naturally  interested  in  this 
])hase,  they  were  particularly  con¬ 
cerned  about  the  ap|K*arance  of  the 
doors.  Mr.  Krechel  then  brought 
out  a  “Viewmaster  Kit”  .showing 
actual  room  interiors  in  sterts)- 
.scopic  full  color  which  set  their 
minds  at  ease  and  clinched  the  sale. 

Installation  of  the  wood-slat  ven¬ 
tilating  doors  has  proved  most 
.satisfactory.  Hoth  architect  and 
builder  or  pleased  by  the  space 
saved  by  the  door.s — estimated  at 
five  to  ten  percent  of  actual  floor 
space  in  many  apartments  and  in 
their  low  co.st.  On  the  last  i)oint, 
the  builder,  Melvin  H.  Olick,  re- 
IK)rts,  “The  doors  cost  one-third 
le.ss  than  conventional  doors  while 
giving  a  much  richer  effect.”  Ity 
using  the.se  door.s,  the  builder  was 


able  to  eliminate  a  great  deal  of 
plastering  and  carpentry  work,  as 
well  as  save  all  costs  of  accessory 
hardware  and  finish  painting. 

Other  advantages  became  ap¬ 
parent  as  installation  progressed. 
Individual  packaging  of  each  door 
unit  together  with  all  comiwnents 
prevented  loss  of  i)arts  and  on-site 
damage  to  the  w<hk1  fabric.  Speed 
and  ease  of  installation  were  out¬ 
standing,  the  more  .so  since  these 
doors  required  no  clo.se  fitting. 

The  building  is  now  100  jjercent 
occupied,  and  tenants’  reactions  to 
the  door  have  been  highly  favor¬ 
able — most  notably  .so  in  the  case 
of  one  renter  who  liked  its  appear¬ 
ance  .so  well  that  she  independently 
purcha.sed  an  additional  matching 
door  to  extend  the  effect  along  an 
entire  wall.  Other  cau.ses  for  ap¬ 
proval  mentioned  were  (juiet  oper¬ 
ation;  .safet.v,  with  no  i)inched  fin¬ 
gers  and  no  damage  to  door  or  to 
clo.set  contents  when  .something 
was  inadvertently  left  in  its  path; 
and  the  fact  that  it  does  not  catch 


on  or  di.sturb  small  .scatter  rugs. 

As  a  kitchen  divider,  easy  clean- 
ability  of  the  door  is  an  important 
feature,  as  is  the  ventilating  aspect 
of  the  wood  slat  construction,  for 
the  door  can  be  fully  closed  with¬ 
out  interfering  with  the  operation 
of  the  kitchen  exhau.st  fan. 

Isadore  Shank  was  architect  for 
the  project;  Otto  .Ileinicke,  struc¬ 
tural  engineer;  (Hick  Real  Estate 
('’ompany,  builder;  William  Burk¬ 
holder,  construction  superintend¬ 
ent  for  the  builder.  Total  co.st  of 
the  project  was  more  than  .$1,000,- 
QOO  financed  under  F'.H.A. 

Custom  Kitchens 

{Continued  from  Page  47) 
with  care,  and  as  a  result  of  this 
re.search,  the  .standards  manufac¬ 
turers  recommend  for  a  comfort¬ 
able  and  convenient  kitchen  are 
considered  reliable. 

Here  is  a  list  of  such  standards, 
each  a  “must”  for  the  cu.stom 
{Continued  on  Page  102) 


•  For  exceptional 
weather-tiiiht  seal- 
infi  and  easy  work- 
infi  features  there 
is  no  substitute  for 
ROLAGLASS. 


EVERYONE  IS  SELLING  ROLAGLASS  WINDOWS 

FOR  BIGGER  PROFITS! 

Alert  dealers  who  aim  at  extra  sales  profits  .  .  . 
sell  ROLAGLASS  inside  storm  windows!  The 
famous  ROLAGLASS  features,  such  as  simplicity 
of  operation — easy  installation — smooth  gliding  on 
rollers — control  of  room  condensation — keeping 
cold  air  out  and  warm  air  in — all  contribute  to  com¬ 
fort  in  winter  and  summer.  Remember,  ROLA¬ 
GLASS  windows  can  actually  be  washed  from  the 
inside. 

The  name  ROLAGLASS  is  your  customer’s  guaran¬ 
tee  of  satisfaction.  Priced  to  sell  easily — at  higher 
profits  for  you.  Write,  wire  or  phone 


jKOJLJakaLA.SS  FQL7P\f/:\T 
co.\/PA\y.  /\c. 

a93l  CARNEGIE  AVE.  •  CLEVELAND  6.  OHIO 
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opens  the  way  to  Breoter  soles  for  on 
the  job  assembly  with  only  screw  driver 
and  8  screws! 


Here  is  the  jalousie  the  window 
world  has  been  waiting  for  ,  .  .  Weather- 
master  Jalousie  and  Window  Manufac¬ 
turing  Company  perfects  the  most  COM* 
PLETELY  WEATHERSTRIPPED  JALOUSIE 
on  the  market— sells  it  to  you  in  knock¬ 
down  units  for 


f*5t»  5*®;$  «***“ 


HiAVV  GUAOE  EXTRUDED 
AlUMINUM  datign  through¬ 
out  for  lifotimo  initollotion. 


VINYl  WEATHERSTRIRPINO 
teolt  against  all  woothor^ 
in  any  climoto.  jjKT 


REMOVARIE  ALUMINUM 
SCREENS  hov*  spocial  ro- 
cossod  design  and  overlap¬ 
ping  feature  for  more  posi¬ 
tive  protection— interchange¬ 
able  with  starm  sash. 


EXCLUSIVE  TENSION  SEAL* 
LOUVER  CLIP  keeps  4  glass 
louvers  "tensioned  together 
for  positive  protection  when 
closed  against  water  and  air 
infiltration. 


NEW  DRIP  CAP  is  integrol 
part  of  head  —  directs  rain 
and  roof  drainage  away 
from  louvers. 


LIGHT  TOUCH  LOUVER 
CONTROL  with  silent  worm 
geor  operator. 


Dealerships  NOW  AVAILARLE  in  certain  territories- 
Write  or  wire  for  detailed  information  todayl 


JUOISIE  Ml  WIHOW  MMIFICTIIili  COMPMY 

1890  N.  E.  146  St.,  Dept.  BS4,  P.  O.  Box  728,  N.  Miami,  Fla. 


'complale  weatherstripping— in 
heod,  sill,  and  jambi 


’Copyright  1953  Weathermaster 
Jalousie  and  Window  Mfg.  Co. 
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Custom  Kitchens 

(Continued  from  Page  100) 


Bull  Note  Cep 


.COMPLETE  SELECTIi 


If* 


kitchen.  They  have  proven  them- 
.selve.s  over  a  period  of  years  and 
dealers  who  realize  the  enormous 
value  of  .satisfyinK  the  customer 
beyond  the  superficial  variables  of 
color,  liR-htin^r,  etc.,  will  try  to  in¬ 
corporate  them  in  each  and  every 
plan.  (Cabinet  recommendations 
included  here  are  sujfjtested  for  a 
family  of  four.  Add  approximately 
10  per  cent  for  each  additional 
person.  Extra  space  to  .satisfy  the 
cu.stomer’s  particular  needs  or 
wishes  .should  also  be  kept  in 
mind.) 

1.  SINK  AND  CLEANING 
WORK  .4RF1A:  Many  items  require 
space  in  the  center.  Dishes,  pots, 
pans  and  cookinjr  utensils  mu.st  be 
washed  here;  .soaps,  cleaners, 
bleaches,  towels,  etc.  mu.st  be 
stored.  There  mu.st  also  be  a  pro¬ 
vision  for  waste  products,  and 
sufficient  work  surface  for  the 
preparation  of  foods  which  are  to 
be  washed.  Plan  to  use  at  least  7S 
inches  of  ba.se  in  this  area,  and 
30  inches  of  wall  cabinets. 


wit/i  ROYALUM 

CURVED  ond  SQUARE 
ALUMINUM  DOORS 

You  put  your  best  foot  forward  when 
you  sell  a  product  with  good  features 
that  spell  S-A-L-E-S  APPEAL. 

Dealers  are  enthusiastic 
about  the  results  produced 
by  the  Royolum  line  of  Round 
and  Square  doors.  Investi¬ 
gate  the  profit-potential. 
Be  sure  to  write  for  descrip¬ 
tor  I  material  today. 


•'‘"lore** 


tho»«»  omr  , 

•'•-.name*' 


tr**'**.  or** 


\«n* 


itufl**' 


DEALER  INQUIRIES  INVITED 


2.  FOOD  MIXING  AND  PREP- 
!  ARATION  AREA:  Excluding  the 
i  refriKerator,  this  center  mu.st  in- 
I  elude  enough  storage  space  for 

;  staple  foods,  condiments,  sea.son- 
!  ings,  etc.,  and  for  many  small  uten- 
I  sils  used  in  meal  preparation,  such 
as  mixing  bowls,  cake  and  pie  tins, 
and  ca.s.seroles.  In  this  center  pro¬ 
vide  a  minimum  of  36  inches  of 
base  and  30  inches  of  wall  cabinets. 

3.  COOKINi;  AND  SERVINti 
WORK  AER.4:  The  range,  found 

I  in  this  area,  helps  in  the  job  of 
:  providing  some  space  for  storage 
of  pots,  pans,  cooking  and  serving 
utensils,  but  .seldom  supplies 
enough.  Plan  for  48  inches  of  base 
'  here  and  48  inches  of  wall  cabinets. 

I  And  remember  that  in  this  area 
j  particularly,  drawer  base  cabinets 
j  will  be  found  much  more  conven- 
!  lent  than  the  cupboard  type 
'  cabinet. 


(Continued  on  Page  104) 


102 


APRIL  1953  BUILDING  SPECIALTIES 


STAtrlTiM 
ot  dctUlM' 


ndreds  of  thousands 


and  developing  the 


calculable  dividends  to 


increased  production 


ishing  bottlenecks,  and  at 


new  beauty  . . .  rich  new 


and  incomparable  aspect  of 


stays  on  and  on  .  .  .  the  most 


rable  finish  that  engineering 


_  ever  devised  . . .  these  are  only  a 

few  of  the  btra^fiis!  Add  a  surprisingly  low  cost, 
made  possible  only  by  Arrow's  "by-the-mile” 
volume  coating  production  for  many  industries. 
Pina  thousands  of  dollars  and  thousands  of  hours 
saved  over  slow,  expensive,  complicated  in-plant 
finishing.  No  wonder  leading  awning  manufac¬ 
turers  START  WITH  THE  FINISH— with  Arrow 
Pre-Coat  coils.  For  Samples  and  Complete  tnjorma- 
tion,  Write: 


imagination 


&  Home  Improvement  EJealer 


METAL  PRODUCTS  CORP. 

T*l«pHon«:  POmpton  Loknt  7*1820 
HASKELL,  NEW  JERSEY 


Ivary  meiitli.  Mere  mmnmtmetnror*  ere  sterttnu 
with  rile  Arrew  flnlsli.  As  eer  vetoeie  Increases, 
we  cenrineeRy  seek  new  ways  te  lewer  casts 
ta  ear  castemers. 


Yean  of  aervka,  phn  accelerated  icianlific  lefts,  prove 
that  the  Arrew  Anish  won't  peel,  chip,  crach,  fade  or  cor¬ 
rode  under  even  levereft  conditionf  of  weather  and  use. 


A'etecllve  hre-wnpiNsa  ef  MMdwef 
cot  SMom  easier  ftaedHsB,  ofwayt 
fresh  Steele. 


Custom  Kitchens 

(Contimud  from  Page  102) 

The  above  are  the  three  basic 
kitchen  work  areas  with  surround¬ 
ing  storage  facilities.  In  addition, 
wall  cabinet  s{)ace  would  also  be 
provided  for: 

1.  (HINA  STORACiE:  This  is 
a  somewhat  variable  storage  area, 
and  the  amount  of  space  required 
will  depend  uiM)n  the  habits  and 
IKKSsessions  of  your  individual  cus¬ 
tomer.  For  the  family  of  four, 
however,  minimum  additional  chi¬ 
na  space  is  24  inches;  to  .serve  six 
add  156  inches  to  serve  8  add  48 
inches;  to  .serve  12  add  72  inches. 

5.  FTIIJTY  CENTER:  This  is 
the  tall  broom  and  moj)  cabinet;  it 
is  a  jrreat  convenience  and  should 
not  be  left  out  of  any  kitchen  plan. 
Even  two  will  be  found  of  consid¬ 
erable  value.  It  can  be  18  inches  in 
width,  thoujfh  24  inches  has  been 
found  more  practical. 

In  all,  for  a  family  of  four,  mini¬ 
mum  adequate  storage  space  ex- 
cludin^r  utility  cabinets)  is  i:52 


inches  for  w’all  cabinets,  and  162 
inches  for  ba.se  cabinets. 

Other  important  kitchen  plan¬ 
ning  factors  to  keep  in  mind  in¬ 
clude  the  followinjr: 

a — As  a  Keneral  rule,  ba.se  cabi¬ 
net  drawers  are  much  more  con¬ 
venient  than  cupboards;  items  are 
more  easily  accessible.  So  every 
kitchen  should  have  more  all¬ 
drawer  ba.se  cabinets  than  drawer- 
cu[)board  or  all-cupboard  cabinets. 

b — Shelves,  if  possible,  should 
not  be  placed  hiKher  than  72  inches 
above  the  floor.  Storafje  space  high¬ 
er  than  this  is  inaccessible  without 
u.se  of  a  kitchen  chair  or  step  lad¬ 
der:  this  limits  its  utility  and  such 
space  if  not  to  be  wasted  entirely, 
should  be  desifrned  only  for  items 
seldom  used. 

c — Total  storajre  space  should 
always  be  suflicienl  to  store  items 
without  crowding.  If  items  are 
packed  clo.sely  tofjether  on  shelves, 
they  will  be  ditlicult  to  find;  cus¬ 
tomers  will  be  annoyed  with  the  in¬ 
convenience  of  havinfj;  “to  hunt  for 


things.” 

d — It  is  wise  to  provide  storage 
space  for  specific  items  at  exactly 
to  fHjint  where  they  are  first  used. 

e — Kitchen  accessories  atld  much 
to  the  all-over  comfort  and  utility 
of  any  kitchen  and  should  be  in¬ 
cluded  whenever  jHissible.  Be  sure 
to  interest  your'  customer  in  such 
thinj?s  as  slidinK  towel  rods,  tray 
racks,  cutlery  trays,  .sliding  pot 
holders  and  so  on. 

Table  Lavatory 

(Contiinu'd  from  Page  48) 

table-lavatory  which  when  oiien 
provides  extra  surface  area  for 
toiletries  or  towels.  Larjre  models 
are  built  with  a  .separate  shelf  for 
towels  at  the  side. 

The  man  of  the  hou.se  will  also 
be  (juick  to  appreciate  the  many 
advantawt^s  of  the  dressing-table 
lavatory.  The  broad  smooth  top 
surface  ^ives  him  plenty  of  “el¬ 
bow-room”  for  washing  and  shav- 


•  WiATHiRPROOFING 

•  WATERPROOFING 

•  INSULATING 

m 

for  matching  and  blending  all  colors  and 
pastels  of  new  asbestos  and  insulating  sidings! 


USi  PARALA5TIC  ON 
YOUR  NEXT  JOB  I 
SOLD  BY  LEADING  JOBBERS! 


•R»q.  O.S  Pot  Oft 


IT  ISN'T  INSULATED  UNLESS  IT’S  CAULKED 


PARALASTIC  PRODUCTS  CO.  INC. 


SELL  TODAY’S  MOST 
TALKED-ABOUT  ITEM! 

You  read  about  it  in  this  magaxine  — 
A  few  choice  Dealerships  still  available! 

Panelled 


Draperies  by 

Su«t 

vli 

Made  oely  by  The  Sun  Vertiktl 
Blind  Company. 

•  FHA-approved  for  all  types  of  buildings. 

•  Non-competitive,  notionolly  advertised. 

•  Droperies.  Blinds  end  Curtains  all  in  one — thrilling 
new  window  beauty  for  all  types  of  interiors. 

•  Choice  of  25  decorotor  colors. 

•  Complete  privocy — scientific  light  control. 

•  Dust  ond  dirt  repellent,  octuolly  cuts  cleaning 
costs  more  than  2  3! 
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inj?.  He  may  even  sit  down  when  I 
he  shaves,  if  he  so  desires;  and  he  ! 
can  say  goodbye  (and  pood  rid¬ 
dance)  to  the  days  when  he  had 
to  i)alance  shavinp  creams,  brush,  ^ 
razor  and  other  articles  on  the 
narrow  edpe  of  a  wash  bowl. 

I’he  storape  space  in  the  dress- 
inp-room-table  lavatory  is  ample 
for  other  articles  beside  cosmetic.s 
and  tho.se  used  for  shavinp.  It  is  I 
spacious  enouph  to  store  without 
crowdinp,  the  many  medicines, 
.soaps,  etc.,  that  usually  po  into  a 
wall  meilicine  cabinet. 

From  the  standpoint  of  beauty 
alone,  it  is  clear  to  see  how  this 
easy-to-sell  fixture  transforms  any 
bathroom  becau.se  of  its  simple 
pleasinp  d  e  s  i  p  n  and  modern  i 
streamlined  surface.  In  addition, 
it  eliminates  all  the  uply  jiipinp 
that  is  usually  found  under  bath¬ 
room  sinks  by  concealinp  it  within 
the  unit  it.self. 

I 

Compact  I  nit 

•All  this  is  also  true  of  the  fix¬ 
ture  shown  at  the  bottom  of  jiape 
48.  This  pood-look inp  comiiact 
unit  combines  the  best  features  of 
a  vanity,  lavatory,  linen  closet  and 
medicine  cabinet.  Some  homemak¬ 
ers  may  prefer  this  type  to  the 
dre.ssinp-table  lavatory  described  ! 
above.  Both  tyjies  have  distinct 
and  individual  advantapes,  and  a  ■ 
preference  will  depend  ujion  the 
specific  needs  and  desires  of  the 
buyer.  Those  who  have  small  bath¬ 
rooms  and  are  inconvenienced  by 
lack  of  sufficient  storape  sjiace. 
may  choo.se  the  combination  unit 
inasmuch  as  it  contains  a  pener- 
ous  section  which  can  lie  used  as 
a  linen  clo.set,  and  another  section 
for  towels.  Note,  also,  the  fine 
utility  of  the  “beauty  bar”  on  the 
top  of  the  unit  which  pives  instant  | 
finpertii)  accessibility  for  beauty 
aids,  shavinp  equipment,  etc. 
When  the  beauty  bar  is  clo.sed,  the 
usual  and  sometimes  unsiphtly 
“bathroom  clutter”  is  neatly  con¬ 
cealed.  Unit  meets  FHA  require¬ 
ments  for  a  linen  clo.set.  yet  as  a 
iContinneil  <ni  Paijc  106) 


don’t  miss  out  on  the 
i“cold  cash”... get  into 

ROOM  AIR  lORDmONIIW! 


We're  proud  of  the  fact  that  WtATHERKING  is  produced  and  made  in  TILE  KING'S 
Own  Famous  For  Quality  Plant  — famous  for  quantity,  too. .  .for  delivering  the 
goods  ^njiine!  We're  proud  of  our  reputation  for  giving  the  best  deal  to  our  dealer 
and  distributor  “partners”. .  .with  the  biggest  mark  up  in  the  TV  industry! 

Now  we  are  offering  the  home  building  and  improvement  field  an  unparalleled 
opportunity— to  share  in  the  biggest  consumer  readyao  biiy  item  in  the  major 
appliance  field.  Due  to  last  year's  shortage  . . .  growing  public  acceptance  . 
and  established  popular  need—  • 

Never  has  the  public  been  so  ready  and  wanting  to  buy  air 
conditioners... 

Never  has  America  had  so  much  money  to  spend... 

And  never  will  they  get  more  for  their  money  —  as  with  the 
"years  ahead  with  new  features',  priced  right  TELE  KING 
WEATHERKING  LINE!  with  models  which  both  heat  ond  cooil 

So  don’t  YOU  miss  out  on  the  "cold  cash". . .  gel  into  the  air  conditioning 
business— and  protitl  Territories  are  being  grabbed  up  last!  Write  immediately 
for  full  information  on  the  hottest  selling  line  for  '53  . . . 


TELE-KING'S  sales-makini,  orofit-makine 


the  line  that’s  WORTH  handling! 


601  West  26th  St..  New  York  1.  N.  Y.  •  WAtkins  4-4600 

See  our  exhibit  Booth  44,  NERSICA  convention,  Feb.  16-18,  Hotel  Stotler,  N.  Y.  C. 
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a  jalousie 

ENGINEERED  FOR  THE 
NORTHERN  CLIMATE! 

•^Ruord'^Weided" 

corners 

•  Detiined  for  tim- 

eot  insUI- 
6  screws 
necessary  to  held 
averaie  size  vnit 
in  openini 
•  Custom  made  to 
fit  your  specifi¬ 
cations 

•  Weather-ti(ht 
closure 

•  Rattle-free  bal¬ 
anced  louvres 

Also  Available 
All  Aluminum 
Jalousie  Doors 

PROMPT 

DELIVERY 

GET  IN  on  this  new 

profit  market  NOW! 

Territories  still  open.  Write,  wire  or  phone 

nORIH  EflSI  fllEIRL  PRODOCIS  CORP. 

SAFEDGE  BUILDING.  MERRICK.  L.  I..  N.  Y. 


Step  up 
Production 


llf=W 


RLuminum  ladders 


Aluminum  Production 
Continues  Its  Recovery 

Aluminum  production  continued 
it.s  recovery  durintf  January  as. ad¬ 
ditional  capacity  coupled  with 
heavy  rain.s  and  warm  weather 
which  ended  power  restriction.s  in 
the  Pacific  Northwe.st  jiu.shed  the 
month’s  output  to  179,790,195 
pounds,  an  increa.se  of  almo.st  13 
million  jKiunds  over  December.  The 
totals  were  announced  by  Donald 
M.  White,  .secretary  of  the  Alumi¬ 
num  A.s.sociation. 

Production  in  December  amount¬ 
ed  to  1(50,817,187  jiounds.  January, 
1952,  output  was  153,807,(519 
pounds. 

Shipments  of  sheet  and  plate  by 
member  companies  of  the  a.s.socia- 
tion’s  sheet  division  durinjr  Janu¬ 
ary  totaled  1(19,989,095  pounds, 
more  than  .seven  million  pounds 
irreater  than  the  December  total 
of  102,792.(519  pounds  and  22  mil¬ 
lion  pounds  over  the  January,  1952, 
outi)ut  of  80,31(5,518  pounds. 

January  shipments  of  aluminum 
foil  by  the  foil  division  members 
al.so  showed  a  substantial  gain, 
with  9,535,711  pounds  shipped 
compared  to  7,(568,898  pounds  in 
December  and  (5,537.465  pounds  in 
January,  1952. 

*  *  * 

Table  Laval-ory 

{Cnutinmd  from  Pope  105) 

whole  recpiires  only  two-thirds  of 
a  square  yard  of  floor  space.  It  fits 
into  the  smalle.st  size  bathroom, 
but  when  additional  length  is 
available  in  larger  bathrooms, 
matching  storage  units  can  be 
added.  The  combination  unit  is 
manufactured  in  a  rage  of  three 
colors:  pearl  gray,  iiearl  blue  and 
pearl  pink,  with  base  finishes  in 
durable  pastel  colors.  Top  surfaces 
have  two  and  one-cpiarter  feet  of 
working  area. 

The  dressing-table  lavatory 
comes  in  three  sizes  and  four  styles 
to  fit  any  bathroom  or  ]K)wder 
room,  and  in  a  choice  of  four  col¬ 


ors:  apple  green,  French  gray, 
canary  yellow  and  rust  red. 

Installation  is,  for  both  fixtures, 
relatively  easy.  After  measuring 
the  available  space  in  his  custom¬ 
er’s  bathroom,  bedroom  or  jwiwder 
room  (whichever  nnim  the  unit  is 
to  be  installed)  the  dealer  then 
need  only  consult  his  catalog  and 
planning  book  to  determine  what 
size  unit  would  best  fit.  Every  fix¬ 
ture  is  delivered  completely  a.ssem- 
bled  and  ready  for  installation.  All 
that  is  necessary  is  to  set  it  in 
place  and  connect  the  plumbing. 

The  dressing-table  lavatory  and 
the  top  of  the  combination  unit 
are  made  of  Formica — the  well- 
known  jdastic  material  that  wears 
.so  well  and  is  unharmed  by  ordi¬ 
nary  household  acids,  alkalies,  al¬ 
cohol,  boiling  water,  etc.  Bowls  are 
|K)rcelain. 


*  ♦  » 

Bank  Loans 

(('oiitinucd  from  Page  52) 

business  is  to  take  out  a  long  term 
loan  to  be  rejiayed,  upon  arrange¬ 
ment  with  your  banker,  over  a 
length  of  time  appropriate  for  you, 
which  may  be  5,  10  or  even  15 
years.  Also,  by  working  out  a  kind 
of  “pay  as  you  go’’  plan  with  your 
hanker  that  will  coincide  with  your 
earning  ability  you  can  build  up 
your  fixed  as.sets,  .so  vital  for  ex¬ 
pansion,  and  repay  the  loan  out 
of  your  earnings. 

If  you  want  to  buy  eciuipment 
and  are  not  in  a  jiosition  to  pay 
ready  cash  a  bank  will  lend  you 
the  money  for  your  inirchase  and 
ronsider  such  equipment  as  se¬ 
curity  against  repayment  of  the 
loan.  This  type  of  loan  usually  can 
be  repayed  in  2  or  3  years. 

Perhaps  you  own  merchandise 
which  can  be  easily  sold  and  which 
is  in  a  commercial  warehouse  or 
can  be  brought  there.  You  can  then 
borrow  money  under  the  terms  of 
a  warehouse  loan.  All  you  need  as 
.security  is  a  receipt  from  the  ware¬ 
house  stating  that  your  goods  are 
there. 

(('onthiaed  on  Paffe  107) 
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SELL  SHUTTERS 

for  int«‘rior  um> 
Tlovablr  &  Slati<»nar.v  Slat.«t 
a.« 

FOIJ»l.\f> 
LOl  VREII 
DOORS 


RIISOOR 

SHIITKRS 


FOIJ»l.\'fp 
SCRKEISS 

as  advertised  in  HOUSE  BEAUTIFUL 

Here  is  a  irealer  opportunity  for  you! 

No  inventory  worries.  All  work  custom 
tnaile  —  SO°b  deposit  with  order  and  bal¬ 
ance  ('.0.1).  to  you  or  your  customer.  LtKal 
advertising  from  newspaper  mats  we  have 
for  your  use  will  result  in  a  floml  of  inquiries 
and  get  you  into  more  homes  than  any  other 
specialty  you  now  sell. 

on  IMO  I  HIS  HI  SISFSS  VOH  .' 
St'uJ  $10  for  tales  sample. 

Vt'rite  us  for  full  details! 

jHauiidorna  Jlo444Afue4,  Co-. 

59  E  Vofi  Buren  Street  726  Mission  Street 

Chtcogo  S,  Illinois  South  Posodeno,  Colit 


Bank  Loans 

(('oofiiiKcd  from  Page  106) 

Another  point  to  remember  when 
yon  are  ItMtkinjr  for  a  bank  loan  is 
that  it  is  not  too  advantaKt'ous  to 
do  business  with  an  industrial  bank 
unless  you  cannot  find  another 
source  for  a  loan.  Industrial  banks, 
in  the  main,  handle  consumer  in¬ 
stallment  loans  which  are  often 
limited  in  size  by  law  and  which 
must  be  repayed  in  1  or  2  yt*ars. 
Interest  is  deducted  in  advance 
from  the  face  value  of  the  loan 
and  you  are  recpiired  to  i)ay  back 
the  orifrinal  sum  of  money  in  rejju- 
lar  installments.  Therefore,  you 
will  not  really  be  able  to  utilize  the 
full  cash  value  of  the  loan  and  your 
interest  rate  will  amount  to  twice 
as  much  as  the  original  discount. 
Loans  from  industrial  banks  would 
be  an  expensive  as  well  as  meajrt-r 
.source  of  capital  for  any  busines.s- 
man  who  needs  money  for  expan¬ 
sion. 


'I’akes  Time 

Remember  that  determining  the 
rifrht  loan  to  suit  your  business 
set-up  takes  time  and  deliberation. 
Confer  with  your  banker  fre(juent- 
ly  and  provide  him  with  thorough 
information  about  your  busine.ss. 
You  can  heli)  him  and  yourself 
by — 

1.  (Jivinyr  him  data  which  will 
explain  what  tyi>e  of  business  you 
have. 

2.  Di.sclosiiifr  your  company’s 
standinjr  in  the  field,  customer 
credit  ratings,  production  tech- 
nicpies  and  selling  arraiiKementa. 

2.  Checkinyr  your  records  and  ac¬ 
counting  procedure  so  that  you 
know  what  it  costs  to  maintain 
every  pha.se  of  your  b'usiness. 

I.  FlanniiiK  a  budfret  which 
clearly  shows  your  company’s  fi¬ 
nancial  i)osition,  includiiiK  an  esti¬ 
mate  of  exj)en.ses,  sales,  operatiiifr 
caj)ital,  capital  expenditures  and 
other  needs  which  you  hope  to 
meet  throujrh  a  loan. 

K'oafinoed  i>n  Page  112) 


"//omsT 

News  Ever 

Announcing  The 
New 

'msTReAMunetO 
All  Aluminum 
Combination  Door 

6  Sensational  Features 

•  Full  1"  Thickness 

•  Modern  Design  —  Front 
and  Bock 

•  Gloss  set  in  with  specially 
engineered  vinyl  spline 
for  simple  replacement 

•  Adjustable  plastic  sweep 
for  complete  all  weather 
protection 

•  Complete  with  all  acces¬ 
sories 

•  Reasonably  priced  for 
volume  sales 

DON'T  DBLAY 

Complete  stock  on  hand  at  all 
times.  Protected  territory. 

WRITE 

WIRE 

PHONE 

TODAY 

TO 

KAHN  BROS. 

Storm  Window  Division 
21  WAGARAW  AVE. 
HAWTHORNE,  N.  J. 
HAwthorne  7-6771 
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how  do  you  operate  with  controls  removed 
how  do  the  vast  number  of  new  products  avail¬ 
able  to  dealers  affect  your  method  of  selling 
where  do  jalousies ...  ornamental  iron ...  plastic 
tile ...  kitchens ...  air  conditioning  ...  fit  into 

your  operation 

what  does  the  history  and  development  of  the 
aluminum  industry  mean  to  your  future 
will  consumer  credit  be  tighter  or  will  you  be  able 

to  do  a  greater  volume,  on  easier  credit 

★ 

* 

★ 

* 


These  questions  and  many  more  pertinent 
problems,  ofPecting  your  volume  and  your 
profits,  vital  to  your  very  survival,  will  be 
discussed  in  the  biggest,  most  important 
issue  of  BUILDING  SPECIALTIES  ever  pub¬ 
lished. 


★ 

★ 

* 

* 

♦ 

* 

* 


don't  miss  it! 

it  will  be  your  right  hand 

man  during  the  tough  months  ahead 


July,  1953 

Sth  ANNIVERSARY  ISSUE 
BUILDING  SPECIALTIES 
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WILSON  Aluminum  Screens  are  available  for 
all  types  of  vrindows:  double-hung,  casement, 
awning  type  and  jalousies.  All  necessary 
hardware  furnished.  Factory  assembled  or 
materials  for  fabrication  shipped  to  order. 

PROFITS  ARE  LARGE! 

Here's  your  chance  to  make  big  money  —  whether 
you  buy  factory  assembled  screens  or  fabricate 
your  own.  For  example,  you  can  fabricate  a 
screen  for  $3.60,  sell  it  for  $8  to  $10. 
That's  profit  even  in  1953! 

WE’LL  EVEN  SHOW  YOU 
HOW  TO  MAKE  YOUR  OWH 
SCREEHS . . . 

Even  if  you've  never  been  in  the  screen  business  be¬ 
fore,  we'll  show  you  how  easy  it  is  to  fabricate  your 
own  screens  for  greater  profits.  The  only  equipment 
you  need  is  a  bench,  saw,  2  screen  rollers  and 
shears.  Let  us  show  you  how  to  make  more  money! 


L  S.  WIISON  MfG.  CO. 

2326  SOUTH  WESTERN  AVENUE 
CHICAGO  8,  ILLINOIS 


There’s  a  lot  of  money  to  be  made  selling  screens 
—  and  Wilson  dealers  are  making  it  in  today’s 
huge  replacement  market.  Every  house  is  a  pros¬ 
pect  for  several  screens  .  .  .  it’s  easy  to  sell  the 
owner  life-time  aluminum  screens  that  actually 
cost  less  than  wood  when  you  figure  in  the  price 
of  painting  old-fashioned  frames. 

Commercial,  Industrial  and 
Institutional  Buildings 

Here's  aru)ther  market  that’s  hardly  been  tapped — and 
what  a  market!  Most  of  the  buildings  in  your  community 
have  screens  that  are  over  20  years  t)ld.  New  buildings 
are  g«)ing  up  all  the  time.  A  little  effort  on  your  part  will 
bring  in  ortlers  for  hundreds  of  screens. 


Two  Sizes 

FROM  WHICH 


CHOOSE!  K 

Vi'ilson  screens  are  always  "right”  for  the  purptise 
—  lightweight  frames  b)r  small  screens  — heavier 
frames  for  large  sizes.  Hoth  types  are  made  »)f  .032 
gauge  prime  aluminum.  Nt)te  extra  large  core 
which  increases  strength  anil  rigidity. 

MEASURING  WINDOWS- 

We'll  teach  you  our  foolproof  method  of  figuring  tizet! 

IMMEDIATE  DELIVERIES 


L.  S.  WILSON  MFG.  CO. 

2326  S.  WESTERN  AVE. 
CHICAGO  S,  IlLINOIS 


Please  send  full  details  on  your  low  cost  Wilson  Aluminum  Screens. 
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Growing  Cnstomer  Preference  for  One-Color 
Tile  Installations  is  Expected  in  1953 


Iveystone 


CLAD  ALUMINUM 


KaystoM  Alwminum  Intact  Wira  Scraaning  can 
ba  taM  by  yaw  with  canManca.  Will  nat  ttoin 
ar  dltcalar  waadwadi  ar  motanry.  Impravat 
hama  aggaaranca.  light,  thang,  durabla  and 

glaating  ta  Hia  aya. 


A  siprnificant  .selling  trend  in 
plastic  wall  tile  is  increased 
acceptance  for  one-color  tile  in¬ 
stallations,  according  to  Hal  Mir- 
vis,  General  Sales  Manager,  S  &  W 
Moulding  Company,  largest  of  the 
plastic  tile  manufacturers. 

“The  significance  of  one-color 
appeal  was  brought  sharply  to  our 
attention  at  the  recent  Chicago 
and  New'  York  Markets,”  Mirvis 
.said.  “During  our  closed  .showings 
at  both  markets,  some  107  repre¬ 
sentatives  of  39  of  the  nation’s 
leading  flooring  distributors  ex¬ 
pressed  w'arm  approval  of  the  one- 
color  tile  job.  Growing  popularity 
among  consumers  for  this  type  of 
installation  is  expected  through¬ 
out  19.'‘)3.” 

Principal  Reason 

Mirvis  pointed  out  the  principal 
rea.son  for  this  trend  is  that  a  one- 
color  tile  in.stallation  makes  home 
decorating  much  easier, 

“Home  decorating  experts  tell  us 
the  one-color  tile  job  simplifies  the 
housewife’s  decorating  problems  in 


two  ways,”  Mirvis  continued. 
“First,  one  color  makes  it  easie' 
for  her  to  match  or  contrast  her 
tile  with  floors,  wall  paint,  drapes, 
tow'els  and  other  colorful  acces- 
.sories.  Second,  the  one-color  tile 
job  provides  a  softer,  more  neutral 
background  for  the.se  accessories. 
This  is  a  departure  from  the  old 
idea  that  the  tile  should  be  the  eye¬ 
catching  feature,  to  the  complete 
exclusion  of  other  decorative  ef¬ 
fects.  Tile  should  serve  a  back¬ 
ground  purpo.se,  the  way  black  vel¬ 
vet  is  u.sed  to  display  diamonds.” 

S  &  W  is  the  first  plastic  tile 
manufacturer  to  introduce  a  com¬ 
plete  trim  line  in  all  field  tile  col¬ 
ors  for  a  one-color  job.  This  recent 
development  includes  the  addition 
of  a  cove  ba.se  in  popular  tile-and- 
a-half  length  to  match  cap  and  fea¬ 
ture  strip.  The  tile  cove  base  elimi¬ 
nates  baseboards  or  coves  of  a  dif¬ 
ferent  material. 

S  &  W  offers  a  selection  of  26- 
decorator-approved  plain  and  mar- 
blei/.ed  colors  in  its  complete  Mira- 

(Coutiuiu'd  on  Pncje  112) 


One-<olor  plastic  tile  wall  it  shown  left;  at  the  right  appear  the  eight  tile  shapes  that  go 
into  this  type  installation. 


Keystene  Brense  Insect  Wire  Screening,  both 
■righi  enrl  AnHgwe  finish,  woven  trem  high¬ 
est  quality  cemmercial  brenie  wire  ef  90-10 
analysis  (90%  Cogger,  10%  Zinc  Alley)  com¬ 
bines  beauty,  hardness,  strength  and  resistance 
to  ahwesgherlc  condHIent. 

H  gays  la  sell  KiYSTONC— teg  quoMy  Insect 
wire  screening  for  every  reqwirementi 


KEYSTONE  WIRE  CLOTH  CO. 

Hanover,  Pa.  Fostoria,  Ohio 
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key  just  go  togethpr . . . 


aluniiniini  awnings  and  more  sales! 


MOKK  DOI.IjAHS  for  you  with  exclusive 
dealer  and  distributorships  sellinfc  Lock  V'ent, 
America’s  most  beautiful  aluminum  and  plastic 
trIass  awninjc.  Lock  Vent's  HORIZONTAL 
awninjj'S  ci.nnot  be  confused  with  any  competi¬ 
tive  i)roduct. 


I  g  J 


I.OCK  VKNT  furnishes  you  all  component 
parts.  You  have  no  trouble  with  shortages. 
You  control  your  delivery.  Because  of  sim¬ 
plicity^  of  manufacture,  Lock  Vent  can  be  sold 
much  cheaper  .  .  .  and  YOlMt  .M.AROIN  OF 
I’ROFIT  IS  (iRK.ATFlR.  See  our  awning  and 
hear  our  plan.  Write,  wire,  or  call  now  before 
our  franchise  is  closed  in  your  area. 


WRITE  TODAY  FOR  DETAILS 


THIS  IS  THK  YKAK  FOR  I'ROFITS  IN 
I’KR.MANKNT  AWNINGS. 

•  There  are  more  than  100  different  permanent 
awnings,  but  H)%  or  more  are  of  one  basic 
design.  Lock  Vent  is  basically  different, 
with  horizontal  harmonizing  lines. 

•  Less  than  10%  are  equipped  to  sell  on  a 
national  scale.  Lock  Vent  guarantees  national 
distribution. 

•  Less  than  5%  offer  both  aluminum  and 
plastic  glass  in  the  same  awning.  laK'k  Vent 
makes  both. 

•  Only  Lock  Vent  offers  you  a  custom-built-in- 
your-shop  plan  at  less  than  10  cents  per 
sciuure  foot  assembly  cost. 


P.  O.  Box  8732 
Richmond  26,  Virginia 
Phone;  Chester  2561 


MANY 

MANY 

THANKS 

From 

Kesslers 


It  was  indeed  a 
pleasure  meeting  our  many 
many  friends  and  satisfied  customers. 

It  is  very  grotifying  to  know  thot  our  con- 
stont  effort  to  simplify  and  improve  the  use 
of  Kessler  Products  Plastic  Extrusions  in  the 
storm  window  industry  is  so  greatly  oppreciated. 

Our  knowledge  ond  service  is  available  to  you  at 

KESSLER  PRODUCTS 


SPECIALISTS  IN  PLASTIC  EXTRUSIONS 
FOR  THE  STORM  WINDOW  INDUSTRY 


COMPANY 


PHONE  3*9335 


1064  Wejf  Federal  Street 
YOUNGSTOWN,  OHIO 


I  mCTlLUN 


the  miracle 


CLEANER 


gives  a  lasting 
NEW  LOOK  to  all 
natural  aluminum 

STORM  WINDOWS 

DEALERS  SAY: 


AND  DOORS 


"ft't  th*  perfect  answer  to  our  customers' 
guestion  'How  do  I  keep  it  eltan?'  " 


DISTRIBUTORS  WANTED 
TO  SELL  DEALERS,  IN¬ 
STALLERS,  etc. 


Prices: 

Sample  $1.  size  —  75c 
Csllon  can  —  $2.75  net 
Case  of  24  $1.  cans  —  $14.40  net 
Cash  with  order,  shipped  prepaid 


■  PROTECTALUM,  INC.  I 

I  110  Center  Street,  New  Milford,  N.  J.  Orodell  8*6196  ■ 


One  Color  Tile 

;  (Continued  from  Page  110) 

plas  line.  Color  combination.s  pos¬ 
sible  with  the  complete  trim  line 
I  are  the  most  extensive  available  in 
I  the  plastic  tile  industry,  according 
j  to  company  officials. 

j 

Bonk  Loons 

(Continued  from  Page  108) 

5.  Furnishinpr  your  banker  with 
a  yearly  audit  by  CPA’s  of  the 
company’s  books  and  bein^  ready 
to  make  chanpres  in  your  plans  if 
if  financial  conditions  and  .sales 
trends  are  revealed  as  poor. 

Ju.st  as  any  bank  wants  to  knoXv 
as  much  as  po.ssible  about  you  and 
your  busines  sbefore  granting  you 
a  loan,  it  is  your  duty  to  make  a 
complete  survey  of  the  banking 
field  before  you  decide  to  give  any 
bank  your  business.  Choose  a  bank 
that  can  give  you  “the  mo.st  for 
your  money”,  and  which,  among 
other  things — 

1.  Has  a  particular  interest  in 
your  type  of  business.  A  banker 
who  understands  your  needs  can 
give  you  the  best  service. 

2.  Is  prepared  to  string  along 
with  you  and  risk  a  loan  for  new 
innovations  and  products.  (Choose 
a  banker  who  keeps  abreast  of  cur¬ 
rent  developments  in  the  business 
field.) 

.•l.  Is  not  forbidden  by  law  from 
advancing  long  term  loans.  (Cer¬ 
tain  banks  can  only  lend  money  if 
they  are  assured  that  it  will  be 
paid  back  quickly.) 

4.  Will  render  services,  such  as 
providing  you  with  vault  space, 
supplying  information  about  your 
customers  and  prospective  trade, 
and  ca.shing  checks  for  your  work¬ 
ers. 

5.  Has  its  deposits  protected  by 
Government  laws. 

Once  you  have  .settled  down  to 
negotiations  with  a  banker  of  your 
choosing,  do  not  break  off  an  es¬ 
tablished  banking  relationship 
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without  Rood  cause.  If  a  bank,  for 
some  reason,  cannot  Rive  you  a 
larRC  enouRh  loan  it  may  share  the 
loan  with  another  bank  in  your 
neiRhborhood  or  in  another  city. 
Many  loans  which  could  not  be 
ordinarily  handled  can  thus  be 
made.  And  remember,  a  bank,  un¬ 
like  other  lendiiiR  aRencies,  is  an 
inteRral  part  of  your  community 
and  wants  to  invest  in  its  future. 

Saleswomen 

(Conti Hill'd  from  Page  58) 
estates  left  by  other  women,  and 
70%  of  the  estates  left  by  men, 
are  beneficiaries  of  80%  of  all  life 
insurance,  and  they  have  60%  of 
the  nation’s  .saviiiRs  accounts  in 
their  names. 

If  you  still  feel  reluctant  about 
this  modern  and  future  trend,  ac¬ 
quaint  your.self  with  the  wise  moti¬ 
vation  of  the  country’s  larRest  in¬ 
dustrial,  manufacturiiiR,  wholesale, 
retail  and  bankinR  concerns  of  our 
country,  for  hiriiiR  women.  The 
armed  services  welcome  their  ef¬ 


ficient  ability  to  take  and  carry 
out  orders.  Their  practical  busi¬ 
ness  acumen  has  resulted  in  the 
fact  that  not  only  are  more  than 
half  of  all  bank  employees  women, 
but  6500  are  now  officers  in  banks. 
In  fact,  one  woman  in  four  is  work- 
iiiR  in  business  or  industry  today, 
where  only  one  in  seven  did  ten 
years  aRO.  The  thirty  thousand 
women  who  are  in  the  real  estate 
profession  are  successfully  provinR 
they  know  how  to  sell. 

Here  is  your  opportunity  to  Rive 
that  |K)Ssible  busines.s  rece.ssion  the 
j)roverbiul  “shot-in-the-arm”  treat¬ 
ment  by  injectinR  it  with  the  sale.s- 
ability  of  women.  You  have  noth- 
iuR  to  lose  and  every! hiiiR  to  Rain. 
What  are  the  experts’  predictions 
for  future  busine.ss  conditions? 

Kconomic  forecasters  aRree  that 
predictinR  trends  is  miRhty  risky, 
but  they  do  look  forward  to  con¬ 
tinued  Rood  busine.ss  in  1958.  Their 
dubious  optimism  for  the  years  fol- 
lowinR,  is  what  we  are  and  should 
l)e  concerned  about. 


What  can  we  do  now? 

Now  is  the  time  to  lay  your 
"Rround  work”  for  the  ultimate 
future  of  your  business.  Today’s 
precarious  economic  condition  pre- 
.sents  a  challeiiRe  to  you  in  the 
homo  improvement  industry. 

The  first  step  in  the  riRht  direc¬ 
tion  is  to  concentrate  on  the  selec¬ 
tion  of  your  .sales  per.sonnel,  whose 
collective  results  will  mean  either 
obscurity  or  i)roRress  for  your  firm. 

What  procedure  is  best  to  follow 
in  selectinR  saleswomen? 

1.  Sources:  Utilize  the  “help 
wanted”  and  “situations  wanted” 
ads,  public  and  private  employment 
aRencies,  or  broadcast  radio  and 
television  spot  announcements. 

2.  Qimlificatioiis:  Appearance, 
pre.sentation,  and  the  other  requi¬ 
sites  necessary  for  Rood  .salesman¬ 
ship  should  be  considered  when 
choosiiiR  personnel  from  amoiiR 
your  candidates. 

8.  The  Personal  Intervieir:  This 
iContiniied  on  Page  114) 


for  more  profits... 


ALL-ALUMINUM  AWNINGS 

Manufactured  Eiclutively  by 
The  Rosenblum  Bros.  Co.,  Youngstown,  Ohio 


•  Cool  Roy  Aluminum  Awnings  ore  now  monufoctured  exclusively  by  The  Rosenblum 
Brothers  Compony,  Youngstown,  Ohio  .  .  .  there  is  no  other  Cool  Roy  monufocturing 
plont  in  the  United  Stotes,  nor  ore  there  ony  licensed  or  franchised  plants — producing 
The  Cool  Roy  Metol  Awning. 

Any  distributor  or  deoler  now  hondling  the  Cool  Roy  Metol  Awning  will  be  welcome  to 
do  business  with  The  Rosenblum  Brothers.  Check  with  us  todoy — cash  in  on  our 
profit  (to  you)  plon. 


A  few  CHOICE  territories 

are  available  RIGHT  NOW! 


MAIL 


HETAL  AWNING  DIVISION 

OF  THE  ROSENBLUM  BROS.  CO. 

Phone  226  SOUTH  PHELPS  ST. 

4-4412  YOUNGSTOWN  3,  OHIO 


COOL  RAY  AWNING  DIVISION 
OF  THE  ROSENBLUM  BROTHERS  COMPANY 
226  S.  Phelps  Street  •  YOUNGSTOWN,  OHIO 
Please  send  information. 

Name . 

Firm  Name .  . 

Address . 

City . 


.  State . 


&  Home  Improvement  Dealer 
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Aluminum  Premiums  Shrink 

Aluminum  is  in  tijrht  supply,  but 
not  so  tiprht  that  domestic  consum¬ 
ers  are  willinjr  to  pay  the  fancy 
premium  prices  of  a  few  weeks  apro 
to  K«t  foreign  metal.  Fairly  sub¬ 
stantial  offerinprs  of  Euroi)ean  alu¬ 
minum  at  22  cents  a  pound — duty 
paid  —  were  reported  beinff  cold- 
shouldered  yesterday,  whereas  on¬ 
ly  a  month  or  two  apfo  imported 
aluminum  w'as  brinpring  as  much 
as  25  cents.  The  goinpr  domestic 
price  of  inprot  aluminum  is  20i/o 
cents.  The  apparent  loosen  injf  of 
the  aluminum  situation  abroad  was 
expected  to  be  brouprht  to  the  at¬ 
tention  of  Munitions  Board  and 
National  Production  Authority  of¬ 
ficials  in  Washinprton  today  at  a 
meetinjr  with  U,  S.  primary  alu¬ 
minum  producers.  The  purpose  of 
the  meeting:  was  to  decide  how 
much  aluminum  can  be  made  avail¬ 
able  durinjf  the  re.st  of  this  year 
for  the  stratepfic  stockpile.  Many 
fabricators  hoped  the  stockpilers 


would  seek  aluminum  abroad  be¬ 
fore  increasing:  demands  on  the 
domestic  supply. 

Saleswomen 

(Continued  from  Page  113) 

should  di.sclo.-ie  the  willingness,  ap¬ 
plicability,  experience,  educational 
level  and  background  of  the  ap¬ 
plicant. 

4.  Selection  &  hmtruction  :  Con¬ 
clude  the  interview'  and  then  pro¬ 
ceed  to  acquaint  your  new-  em¬ 
ployee  with  your  company’s  pro¬ 
cedure  of  operation. 

5.  Check-up:  After  the  new  re¬ 
cruit  serves  an  ob.servant  proba¬ 
tionary  period  with  one  of  your 
exi)erienced  salesmen,  permit  her 
to  work  alone.  If  the  results  of 
her  salesmanship  are  not  .satisfac¬ 
tory  after  a  considerable  length  of 
time,  and  you  cannot  correct  the 
fault,  do  not  lose  precious  time  and 
sales  by  keeping  her  on  the  pay¬ 
roll.  Contact  your  next  applicant 


from  that  nle  of  names  which  you 
should  always  have  on  hand. 

What  requirements  in  selling  can 
saleswomen  fill  more  successfully 
than  salesmen? 

1.  Search  for  hidden  nmrkets: 
Women,  more  so  than  men,  read 
the  suburban  and  neighjorhood 
weekly  newspapers  to  learn  about 
new  homes  being  built — result  — 
prospective  sales.  They  finu  niud^'n 
markets  in  their  keen  know’ledge 
of  who  is  moving  where  and  w'hen 
—  result  —  a  potential  customer. 
Activities  in  women’s  clubs  and 
projects  in  w'hich  they  participate, 
widen  their  circle  of  friends  —  re¬ 
sult — future  sales. 

2.  Creative  ability:  The  be.st  ad¬ 
vertisement,  most  experts  agree,  is 
by  “word  of  mouth.’’  Who  can 
challenge  the  fact  that  women  excel 
in  this  particular  form  of  en¬ 
deavor?  Women  are  gifted  with 
a  stubborn  passion  for  going  after 
what  they  want  —  result  —  creat- 


PROFITS!  PROFITS!  PROFITS! 

HEATHER  STONE  SPELLS 

YEAR  'ROUND  PROFITS  IN  THE  BUILDING 
SPECIALTIES  FIELD!  GET  YOUR  SHARE  NOW! 

Don't  by-pou  profitS  .  .  .  Your  Profit!  .  .  .  Monoy  in  your  cosh  rogis- 
tor  with  Hoothor  Stono!  .  .  .  Tho  lotfoit  sollor  in  tho  building  tpociol- 
tioi  fioldl 

Hoothor  Stono  is  opplicoblo  12  montht  of  tho  yoor  gtjaranf09ing  you 
continuous  profits  all  yoor  'round!  Hoothor  Stono  .  .  .  5o//s  on  Sight/ 

.  .  .  Apply  Hoothor  Stono  ovor  brick,  stucco,  cindor  and  concroto 
blocks  in  oddition  to  shinglo,  clapboard  end  othor  intorior  ond 
oxtorior  surfocos. 

Hoothor  Stono  is  tho  only  rool  cost  stono  with  color  throughout — 
opplicoblo  liko  tilo,  in  o  vorioty  oF  colors  ond  shopos  to  chooso  from 
— pockogod  for  oosy  handling  ond  shipping  .  .  .  Modo  to  moko 
profit!  for  you! 


CALL,  WlAi  OK  WKire  NOW  TO 

NATIONAL  HEATHER  STONE,  INC. 
4122  KENSINGTON  AVENUE 
PHILA.  24,  PA.  Phone:  DEIaware  6-1400 


PLAIN  AND 
MARBELIZED  FINISH 


No  wonder  more  and  more  people 
are  asking  for  this  smart,  modern 
metal  wall  tile.  No  wonder  that 
more  and  more  dealers,  contractors 
and  architects  are  recommending 
it  daily. 


22  DECORATOR  COLORS 


HASTINGS  alumitHe  is  supplied  in  over  25  different  shaj>es 
and  sizes  with  lustrous  enamel  finish  permanently  bonded  to 
durable  aircraft  aluminum  .  .  .  fireproof,  waterproof.  .  .  won’t 
crack,  chip,  peel  or  corrode.  Easy  to  apply,  easy  to  sell.  Also  a 
complete  line  of  beautiful  plastic  tile  available  in  lovely  colors. 


7(/%6te  TODAY 

for  samples,  prices  and 
complete  information  on 
this  attractive,  scientific¬ 
ally  tested,  heavy  duty 
wall  faring.  Compare  its 
quality  and  cost  with  all 
others. 


METAL  TILE  PRODUCTS,  INC. 
Dapt  407,  Hastings,  Michigan 
Send  samples  and  complete  information 
on  HASTINGS  alumitile.  I  am 

□  DEALER  □  DISTRIBUTOR 

□  CONTRACTOR  Q  ARCHITECT 

Name  _ _ _ _ 

Address  - 

r 

City _  _ _ -  _  State _  _  _ 
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ing  and  arousing  interest  which 
consummates  in  making  a  sale. 

3.  Studij  and  iniderxtand  human 
behavior:  Women  often  have  a  keen 
understanding  of  human  behavior. 
Many  .sales  are  made  due  to  this 
knowledge  of  human  emotions. 

4.  Employ  a  practical  approach  : 
After  a  “common  ground”  ex¬ 
change  of  conversation  with  the 
customer  pertaining  to  children  or 
house  furnishings,  they  get  down 
to  “brass  tacks.”  A  refreshing, 
down-to-earth  attitude  is  incorpo¬ 
rated  in  their  sales  talk  which 
creates  and  inspires  confidence. 

5.  Know  how  to  project  knowl¬ 
edge  of  their  product:  Knowledge 
of  the  product  they  are  selling  is 
thorough  because  women  won’t 
gamble  with  the  po.ssibility  of  be¬ 
ing  caught  with  false  information 
—  it  is  too  great  an  opportunity 
for  their  male  superiors  to  chal¬ 
lenge.  She  will  study  the  storm  win¬ 
dow;  its  parts,  construction,  ea.se 
of  operation,  and  its  chief  pur¬ 
pose. 


America's  First  and 
Finest  Stainless  Steel 
Combination  Storm  and 
Screen  Door 


offers 


these  “sales-closing”  features 


200  wmld*d  points  for  strongth 

SptcioMy  dotignod  hoovy  duty  door  chock 

Iniulotod  with  Tufflox  insulation  for  tilont  oporotion 
ond  soundproofing 

Stoinloss  stool  oil  woldod  roinforcod  push  bar 

Highost  quolity  doublo  strongth  gloss  in  window  units 

Enginoorod  oxponding  chonnols  givo  custom-fit  ond 
woothor-proof  for  oil  conditions 

Insorts  procision  fobricotod  for  stoinloss  stool  and 
hold  rottlo-froo 

Chollongor  mortiso  stoinloss  stool  lock 

Custofn-built  to  instollor's  spocificotions 


Demonstration 


In  the  cour.se  of  the  demonstra¬ 
tion,  when  a  housewife  ob.serves 
how  easily  a  salesman  operates  the 
window,  she  might  think,  “I’m  not 
as  strong  as  he  is.  I’m  sure  I’ll 
have  plenty  of  trouble  when  I  try 
to  rai.se  and  lower  that  window.” 
When  a  saleswoman  demonstrates, 
the  customer  is  convinced  of  the 
ea.se  of  operation. 

Women’s  most  important  as.set 
lies  in  their  application  of  all  these 
facts,  and  the  flexibility  of  their 
u.sage  according  to  the  individual 
to  whom  they  are  .selling. 

Kxploit  the  .sales-ability  of  wo¬ 
men.  Turn  to  any  magazine  and 
closely  observe  what  type  of  lay¬ 
out,  national  adverti.sers  employ  in 
their  ads.  Unanimou.sly,  they  pic¬ 
ture  women  for  the  exclusive  pur- 
po.se  of  drawing  attention ;  whether 
they  are  trying  to  .sell  a  .screw' 
driver,  a  furnace,  or  storm  win¬ 
dows.  Why?  Because  women 
arouse  interest ! 

(Continued  on  Page  116) 


"Challenger”  Stainless  Steel  Combina¬ 
tion  Storm  and  Screen  Doors  are  preci¬ 
sion  engineered  to  give  you  the  ultimate  in 
design,  material  and  construction. 

Excellent  consumer  acceptance!  Big  profit 
opportunity!  Investigate  today! 


Immediate 

Delivery 


Challenger  Products,  Inc.  Dept.  SA 
2601  Penn  Ave.,  Pittsburgh  22,  Pa. 

CentUmen:  PIcqm  lend  me  more  information 
on  my  "Door  to  Profitt"! 
Controctor  □  Jobber  Q]  Dealer  Q] 


Address 


Home  Improvement  Dealer- 


MANUFACTURED  IN  OUR  OWN  PLANT! 

A/uminum  Combination 

STORM  &  SCREEN  DOORS 

with  Z-bar  construction 

•xpondor  bottom  ond 
top  quality  procision 
at  MASS-APPEAL  pricos. 


LL-TIME 


combination 


within 

Mt.  Vernon^ 
New  York 


Full  Line  Of  Case- 
ments.  Screens,  Storm 
Sash  &  Grilles  In  Stock 


★★★★★★★★★★★★★★★★★★★★★★★★ 

*  '  NEW  YORK 

NEW  ENGLAND 
NEW  JERSEY 
PENNSYLVANIA 


* 

* 
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Juniper  Triple  Trock 
Windows  ore  new 
oeoiloble  to  occom- 
modote  odditionol 
distributors  in  these 
oreot. 


ASSURE  YOUR  SUPPLY  NOW  AND  IN 
FUTURE  WITH  JUNIPER  -  QUALITY 
PRODUCTS  THAT  ARE  PROVEN  SURE¬ 
FIRE  SALES  BUILDERS! 

The  JUNIPER  TRIPLE  TRACK 

aii  alumuxjm  combination 

STORM  I.  SCREEN  WINDOW 

63ST-5  extruded  aluminum. 

U-Shape  telescoping  expander  sides 
ond  sill. 

Automatic  adjustment  to  any  prime 
frame. 

Automatic  weotherlock  tongue-in-groove 
TRACK  design  .  .  .  not  channel. 
Self-storing  inserts. 

Absolute  ventilation  control  from  top  or 
bottom. 

Inserts  raise  or  lower  to  any  position  .  * « 
and  STAY  I 

All  aluminum  screening. 


ALUMINUM  PRODUCTS,  INC 

322-J24  ELTON  STREET 
BROOKLYN  t,  N.  Y. 
TELEPHONE;  TAylor  7.15I* 


★  ★  ★  ★ 
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Saleswomen 

!  (Continued  from  Page  115) 

I  Of  course,  you  should  never  em- 
I  ploy  glamour  girls  to  sell  your 
I  storm  windows,  because  that  would 
I  be  defeating  the  purpose  —  that  of 
I  housewife -salesman  identification. 

However,  when  selecting  your 
’  .saleswomen,  choo.se  them  for  their 
i  neatly  dres.sed,  business-like  ap¬ 
pearance  as  well  as  their  ability. 
A  hou.sewife  or  her  husband  will 
I  never  close  the  door  on  an  attrac- 
:  tive,  neat  .saleswoman;  they  will 
;  at  least  listen  to  w'hat  she  might 
'  have  to  sell. 

i  Supplement  your  active  .salesmen 
j  with  .saleswomen ;  you  will  have 
;  nothing  to  loo.se  and  everything  to 
;  gain. 

Inject  new  blood  into  your  .sales 
;  organization  and  lick  the  possibility 
I  of  being  caught  with  your  sales 
I  down. 

-■YW 

Spray  Equipment 

(Co)itinned  from  Page  59) 

too  rapidly  under  the  weathering 
conditions  mentioned  above.  So  the 
first  requisite  for  any  method  of 
coating  was  that  a  uniform  thick¬ 
ness  be  obtained. 

And  speed  was  impoi’tant.  The 
time  in  which  the  coating  was  to 
be  applied  was  limited.  The  con¬ 
tract  was  let  late  in  the  fall  and 
a  deadline  was  set  to  insure  against 
toomuch  unseasonably  cold  weather. 
Although  temperatures  dropjied  to 
below  freezing  on  several  nights, 
production  was  not  slowed  down. 

The  building  is  twenty  .stories 
high  and  the  surface  to  be  coated 
totaled  about  200,000  square  feet. 
The  coating  thickne.ss  desired  was 
.‘I  16  of  an  inch,  to  be  applied  in 
one  coating  without  .sagging.  The 
material  u.sed  is  a  thick  coating, 
somewhat  like  gun  grade  caulking 
compound.  For  the  Edgewater 
Reach  Apartments,  its  color  was 
a  coral-and-gray  combination. 

In  .seeking  the  highest-quality 
coating  application,  the  manage- 
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ment  of  the  Ed^evvater  Beach 
Apartments  consulted  both  the 
Arco  Company  which  makes  the 
coatinjf  material  and  the  J.  W. 
Ryan  Company,  Chicajro.  This 
latter  concern  had  handled  the  ap- 
idication  and  maintenance  of  the 
buildinpr’s  exterior  coating  for 
eight  previous  years. 

Out  of  these  discussions  came 
the  suggestion,  “This  time,  let’s 
try  pumping  and  spraying  the  ma¬ 
terial,  rather  than  brushing  it  on.”  i 

Choice  of  Pump 

Mr.  ,1.  W.  Ryan  then  called  Karl  . 
Osterstrom,  Sales  Manager  of  the  j 
Pump  Division  of  the  Binks  Manu-  | 
factoring  Company.  Mr.  Oster-  i 
Strom  suggested  the  use  of  pump-  | 
ing  equipment  with  a  10-1  pressure  | 
ratio.  (The  10:1  pre.ssure  ratio  j 
means  that  the  i)ump  boo.sts  pump-  i 
ing  pressure  up  to  10  times  the  | 
pressure  delivered  to  the  pumj)  by  ! 
the  air  compre.ssor) .  With  this  I 
pumj)  the  material  can  be  pumped  I 
directly  from  the  5,5  gal.  drum  in 
which  it  is  shipped.  The  pump  de¬ 
livers  the  coating  material  directly 
from  the  barrel  through  a  1-inch 
hose  to  the  spray  guns.  The  spray 
guns  recommended  by  Binks  had 
•  i  X  •  j,  orifice  nozzles. 

But  even  after  the  equipment 
was  .selected,  these  questiojis  re¬ 
mained  in  Mr.  Ryan’s  mind : 

1.  Would  spraying  produce  a 
more  uniform  coating  than  brush¬ 
ing? 

2.  Would  spraying  be  cheaper 
and  so  make  a  lower  quotation 
jMKssible? 

,5.  Could  the  pump  deliver  the 
heavy  coating  material  the  full  20 
stories? 

4.  Would  spraying  cut  the  time 
needed  for  application? 

Spraying  produced  an  emphatic 
“Yea”  in  an.swer  to  each  que.stion. 
Here  is  a  summary  of  the  results. 

Mr.  Elmo  Bugg.v,  Superintend¬ 
ent  of  Maintenance  of  the  Apart¬ 
ments,  expres.sed  his  approval  this 
way,  “Spraying  produces  a  much 
more  uniform  coating  than  brush- 
(Continued  on  Page  118) 


Keystone  Siding  is  no  know  »n- 


Be  a  Step  Ahead  of  Competition,  Sell . . . 

AlumUumt 


It’s  practically  indc-structibU-  by  elctncnts 
of  weather.  Nfulti-coated  and  baked  (not 
sprayed)  by  a  process  that  gives  an  even, 
lasting  finish,  that  defies  deterioration 
indefinitely.  Unlike  a  sprayed  paint  finish. 
Keystone  keeps  its  gleaming  finish  for 
years  ahead. 

Note  Keystone's  Exclusive 
INTERLOCKING  FLANGES 

make  for  greater  protection 
onct  more  efficient  installa¬ 
tion  .  .  .  installation  starts 
from  bottom  up. 

I  INCH  FACING  uni 
%  inch  lowtr  floiif*. 

Avoiloble  in 
Whit*  ond  Pott*l 
Shod*i 

KEYSTONE  SIDING  Insulates,  Protects  ond  Beautifies  the  Modern  Home! 

YOUR  GUARANTIE  OF  SATISFACTION! 

WRITE,  WIRE  or  PHONE  FOR  AVAILABLE  TERRITORY! 


A  PrcHliict  ot 

KEYSTONE  ALLOYS  COMPANY 


550  Grant  Street 


Phontt:  ATIontic  1*160? 


Pittsburgh  19  Pa 


S  'S’  S  ^  ®  S3  S 

Aluminum  ^  3  ID  11 

Contractors  —  Dealers  —  Distributors  —  Builders 
Contact  Keystone's  Eastern  Distributor 
for  detailed  information 

BAK-A-LU 


CORPORA! 

207  Clinton  Avenue 


0  N  0  F 


Bigelow  8-1475 


AMERICA 

Newark  2,  New  Jersey 


6t  Home  Improvement  Dealer 
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Til.  ' 

N  ALCO 

Aluminum  Combination 
DOOR 

The  Ncilco  Combination  Door  ii  tho  Ariito- 
crot  of  tho  aluminum  storm  door  induitry. 
Wo  offor  tho  finott  quolity  motorioU  and 
tho  bo>t  workmanship. 

1.  Doers  are  constructed  of  63ST5  heavy 
extruded  aluminum. 

2.  Has  internal  adjustable  bottom  ex¬ 
pander. 

3.  Watertitht  construction  on  heavy  kick 
plate. 

4.  Neat,  well-fitting.  '7"  bar  trame. 

5.  Easy,  quick  change  from  glass  to  screen. 

6.  Top  grade  hardware. 

Many  dootorships  still  opon. 

Sond  for  litoroture  and  pricos. 

- K.  D. - 

or  Fu/ly  Assembled 


•  Immediate  Delivery  • 

THE  NAPLES  ALUMINUM  CO. 

Box  161  Leetonio,  Ohio 


Suspended  Firms  Ckm 
Compete  for  "Free"  Aluminum 

National  Production  Authority 
officials  .said  recently  that  firms 
under  suspension  for  misuse  of 
controlled  materials  will  be  able  to 
compete  for  “free”  supplies  under 
open-ended  CMP. 

'  They  added  that  the  su.spensions 
,  would,  in  effect,  almost  end  on 
.June  no,  when  the  Defense  Mate- 
j  rials  .system  replaces  CMP  —  e.x- 
I  cept  that  suspended  firms  would 
I  probably  receive  no  orders  for  “di¬ 
rect  defense”  needs. 

There  were  about  26  firms  under 
su.spension  orders  when  the  deci- 
i  sion  to  open-end  CMP  was  made, 
NPA  .said,  and  “modifications”  of 
I  the.se  suspensions  are  beinjr  issued 
!  as  (juickly  as  jiossible.  The  modifi- 
;  cations  explain  that  the  firms  may 
obtain  or  may  attemjd  to  buy  such 
'  mjiterials  as  is  available  from  mills 
after  CMP  tickets  have  been  ac- 
I  cepted. 

When  ('MP  expires,  the  suspen¬ 
sion  orders  become  meaningless 
for  most  of  the  manufacturers  in¬ 
volved,  fine  f)fficial  said.  However, 
they  will  not  be  able  to  obtain 
nickel  bearing  stainless  steel, 
which  remains  under  full  allot¬ 
ment  in  DMS. 

Most  of  the  firms  for  which  sus¬ 
pensions  have  been  issued  are  not 
makers  of  military  ^(K)ds,  the  offi¬ 
cial  |K)inted  out.  Therefore  they 
would  be  able  to  continue  their 
normal  production,  depending  on 
the  availability  of  aluminum,  .steel 
and  copper. 

Spray  Equipment' 

{Contiiiin’d  from  Pafje  117) 

ing.”  After  seeing  the  results  ob¬ 
tained  at  the  Apartments,  several 
other  building  managers  have  ex- 
pres.sed  interest  in  spray  coating. 

Spraying  was  about  3  times 
faster  than  brushing.  By  spray¬ 
ing,  a  three-man  crew  covered  up 
to  6000  square  feet  jier  day,  in¬ 
cluding  masking  and  rigging. 


Considering  both  the  cost  of  ma¬ 
terial  and  labor,  Mr.  Ryan  esti¬ 
mates  that  spraying  reduced  the 
total  cost  about  20%. 

The  use  of  pumping  and  spray¬ 
ing  equipment  eliminated  the  diffi¬ 
cult,  time-consuming  handling  of 
drums.  The  pump  lifted  the  mate¬ 
rial  the  full  20  stories  with  ea.se. 
When  the  supply  of  coating  ma¬ 
terial  in  one  barrel  was  exhausted, 
it  was  easy  to  lift  the  pump  quick¬ 
ly  to  another  drum. 


NERSICA 

(Coitfiiiiicd  from  Page  61) 

Despite  this  mildly  pe.ssimistic 
j)rediction,  Mr.  Hab.son  observed 
that  more  babies  were  born  last 
year  than  ever  before.  This  may  be 
considered  an  excellent  sign  for 
building  specialties,  home  improve¬ 
ment,  and  roofing  and  siding  con¬ 
tractors  because  most  new  homes 
are  two  bedroom  homes.  The  en¬ 
largement  of  families  will  necessi¬ 
tate  adding  an  extra  room  in  many 
homes,  and  result  in  home-improve¬ 
ment  and  modernization  in  general. 
If  conditions  don  t  decline  more 
than  the  8' predicted,  there  should 
be  a  tremendous  field  for  taking 
care  of  this  very  neces.sary  house 
imj)rovement  and  exj)ansion. 

Another  featured  speaker,  Mr. 
O.  (I.  Norton,  a  building  .si)ecialty 
dealer  of  St.  Albans,  N.  Y.,  and 
Chairman  of  the  NKRSICA  Sales 
Training  Committee,  direett'd  the 
three  .session  .sales  forum  at  the 
convention,  and  in  his  major  ad¬ 
dress  indicated  how  inten.se,  on  the 
jiart  of  building  sj)ecialty  dealers, 
is  the  pre.sent  need  tor  adequate 
sales  firograms,  particularly  those 
devoted  to  breaking  in  and  retain¬ 
ing  salesmen.  Mr.  Norton  expres.sed 
how  great  a  service  could  be  ren¬ 
dered  by  the  inclusion  of  a  .sales 
training  program  to  be  developed 
at  future  conventions.  How  keen 
the  interest  was  in  this  sales  forum 
was  indicated  by  the  attendance 
which  averaged  between  200  and 
300  each  .session.  Every  session 
attracted  comment  from  the  floor. 
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s)  much  so,  that  except  for  the 
^iressure  of  time,  discussions  could 
have  been  carried  on  for  hours. 

Interest  was  particularly  pro¬ 
nounced  in  a  form  of  Salesman's 
Contract  employed  by  Mr.  Norton’s 
company  as  a  compen.sation  incen¬ 
tive  to  keep  .salesmen  interested  in 
the  job  while  they  are  beiiiK 
trained,  and  on  the  job  after  train- 
irjr  has  been  completed.  Under  the 
.system  u.sed  by  Mr.  Norton,  the 
salesman  receives  a  kind  of  “loyalty 
bonu.s”  of  about  $150  to  $200  per 
month  after  his  sixth  month  on 
the  job.  This  “lM)mis"  re?)resent.s 
a  retroactive  extra  commission  on 
jobs  sold  from  the  first  month  of 
the  salesman's  employment.  Am.onir 
other  things  the  contract  arrange¬ 
ment  does,  is  to  prevent  i)iratin>r 
of  men,  jriviny  up  in  di.scourajre- 
ment  on  the  part  of  the  salesmen 
and  many  other  evils. 

Officers  Klected 

Of  particular  interest  at  the 
Convention  also  were  the  new 
•NKRSICA  officer  elections,  and  the 
adoption  of  re.solutions. 

Officers  elected  include: 

L.  A.  Randall,  of  The  Randall 
Company,  Lan.sdowne,  Pa.,  was  re¬ 
elected  President  of  NKRSICA  for 
the  1953  year.  Vice-Presidents  elect¬ 
ed  include  S.  Bernstein,  Majestic 
Con.struction  &  Supply  Co.,  Newark, 
N.  J.;  Leo  Mervis,  Housecraft,  New 
Orleans,  La.;  W.  K.  Chitty,  C  &  M 
Sheet  Metal  &  Roofintr  Corp.,  Nor¬ 
folk,  Va. :  and  John  Edwards,  In¬ 
land  RoofinK  Co.,  Sj)okane,  Wash¬ 
ington.  Don  Lin^enfelter  of  Home 
Moderuiztms,  Inc.,  Roselle  Park, 
N.  J.,  continues  to  .serve  as  Trea.s- 
urer. 

Directors  newly  elected  to  the 
NKRSCA  Board  include: 

William  L.  Fo.ster,  Foster  R(M»f 
&  Floor  Co..  Reno,  Nevada:  John 
(loldwyn.  Royal  Roofinj?  &  Insula¬ 
tion  Co.,  Roxbury,  Ma.ss. ;  G.  I. 
Lyons,  Insulation  Comj)any  of 
Penn.sylvania,  Lancaster,  Penn.s^id- 
vania:  Harry  Mance,  Craitf  Roofinjr 
&  Heating  Company,  Schenectady. 


PAINTING 
and  SHINGLING 

Your  Customers  Want 

RENUIT 


The  ONI  and  ONLY 


SPRAYED  ASBESTOS 

SIDEWALL  RE-SURFACED 


PROTECTS  •  BEAUTIFIES  •  INSULATES 
/4/i^iliccC  <%h 

Clapboard  •  Wood  Shingles  •  Stucco  •  Cinder  Block 
9  BEAUTIFUL  COLORS 
10  YEAR  REPLACEMENT  GUARANTEE 


RE  NU  IT 


424  West  42d  St  ,  New  Yorlc  18,  N  Y 
LOngacre  3-663  1 


CORPORATION 


New  York;  William  McCorkle,  Mc- 
Corkle  HuildiiiK  Products,  Eugene. 
OreKon. 

Al.so  named  as  director  were  Wil¬ 
liam  R.  McGee,  McGee  Brothers, 
Philadelphia,  Pa.;  Albert  Nawyn, 
Federal  BIcIk.  improv.  Co.,  Denver, 
Colorado;  and  V^al  Sealander,  Lin¬ 
den.  New  Jersey. 

In  all  33  m.embers,  includinK 
holdovers  were  named  to  this  year’s 
Board  of  Directors. 

Amon^the  important  re.solutions 


adopted  were  the  followinj?: 

Inasmuoh  as  100,000  mainte¬ 
nance,  repair  and  home  imjtrove- 
ment  cotitractors  believe  that  the 
installation  and  application  of  the 
materials  they  use  can  only  Ite  ef¬ 
ficiently  and  effectively  installed  or 
applied  by  exjHmt  mechanic.H,  it 
was  re.solved  that  the  manufac¬ 
turers  of  products  used  l)y  its  mem¬ 
bers  remember  the  necessity  for 
ifood  apt)lication  and  installation  by 
(('tiiiUtnu  il  iin  lUiffi  120) 
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ALUMINUM 

AWNINGS 

From  one  of 
The  Nation’s 
Oldest  and  Most 
Exclusive  Awning 
Manufacturers 


wm 


HU 


DEALERS  and  DISTRIBUTORS 

Several  Choice  Territories 
Still  Available 

•  No  investment 

•  No  stock  to  carry 

•  Prompt  Deliveries 

•  Choice  of  16  colors 

Write,  Phone  or  Wire 
For  Complete  Details 

Lok-Tite  Aluminum 
Awning  (o. 

2  LOUISA  ST.  BINGHAMTON.  N.  Y. 
Phone:  2-6015 


uarfPUN  un 
oFruesBASONf 


Homeruns  with 

VULCO  SCREENS 

Roth  or*  •oiy  ond  •nioyobi*  fo  tok*. 
All  yoM  hov*  to  do  it  to  got  our  d*toiU 
on  oil  Aluminum  Scro«nt,  hov*  o  f*w 
bucks  ond  b«for«  tho  tooton  it  ovor 
you1t  b*  in  th«  CLOVER.  ACT  NOW. 

Vulcan  Hetal  Products 

280  f  6th  Avenue  South 
Birmingham,  Ala.  Phone  4-5423 


5000  Window  Dealers 
Advertise  Regularly 

Retail  di.stributor.s  of  aluminum 
window.H  and  door.s  will  spend  more 
than  $."),0d0,()00  on  advertising 
(monthly  in  newspapers)  during 
the  first  year  following  full  remov¬ 
al  of  restriction.s  on  the  u.se  of 
aluminum.  Thi.s  wa.s  predicted  yes¬ 
terday  by  Allan  M.  Dougla.s.s,  pre.si- 
dent  of  the  National  Combination 
Storm  Window  and  Door’  In- 
.stitute.  He  came  here  from  De¬ 
troit  to  confer  with  officials' (tf  the 
institute,  headquarters  for  which 
are  in  New  York.  The  re.striction.s 
are  expected  to  be  lifted  at  the 
end  of  June. 

Mr.  Dougla.s.s,  who  is  also  gen¬ 
eral  manager  of  the  Ingersol  Kool 
Shade  Products  Division  of  the 
Rorg-Warner  Corporation,  said 
that  in  1950,  before  the  imposition 
of  restrictions,  alxiut  5,000  retail¬ 
ers  of  aluminum  windows  and 
door.s  were  advertising  regularly. 


NERSICA 

(Conthiin’d  from  Paf)!'  119) 
experienced  mechanics  when  pre¬ 
senting  their  products  to  the  public 
by  means  of  iiublicity  or  adver¬ 
tising. 

In  view  of  the  fact  that  the  Ad¬ 
ministration  in  Washington  is  con¬ 
sidering  the  control  of  credit 
through  enactment  of  law  recreat¬ 
ing  power  of  the  Federal  Re.serve 
Board  to  establish  Regulation  W 
whic’.i  previously  included  mainte¬ 
nance,  rcpiiir  and  home  improve¬ 
ment  work,  it  was  resolved  that  a 
committee  of  a.s.sociation  members 
confer  with  the  F'ederal  Reserve 
Board  and  register  the  opposition 
of  lOO.OOO  maintenance,  repair  and 
home  improvement  contractors  to 
any  credit  control  of  the  work  they 
jierform  in  the  interest  of  the  prop¬ 
erty  owner,  since  thi.s  work  is  of 
an  e.ssential  and  permanent  nature 
and  not  like  any  other  article  sold 
on  credit  terms  which  was  previ¬ 
ously  controlled,  and  now  subject 
to  possible  control  again. 


3  cliaiiiiel 


100%  EXTRUDED  ALUMINUM 

3  CHANNEL 

combination 
SCREEN  &  STORM 
WINDOWS 

Write  for  litoraluro  and  detoi/s 
on  distributorship  franchise  for 
JASCO  WINDOWS  ond  DOORS 

•Potent  Pending 


JilEO  ALUMINUM  PRODUCTS 

CORPORATION 

2099  Jericho  Turnpike 
New  Hyde  Park,  L.  I.,  N.  Y. 

Telephone  Fleldttone  7-8703 


TLboiSrK 


“No  Alighting" 


ENDS  BIRD  NUISANCE 


4^iCAufU/elli  in  04>t 
ilUi  p.wlfUa6le.  ie^ice. ! 

Writ*  for  ftfustroted  “Know  Maw" 
Manufatiurtd  by 

NIXALITE  COMPANY  OF  AMERICA 

115-113  W  3ril  SI.  Davenport,  Iowa.  U  S  A. 
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A  third  resolution  stated  that 
inasmuch  as  the  Small  Defense 
Plants  Administration  has  been 
successfully  cooperatinj>r  with  other 
Federal  Agencies  in  carrying  out 
the  expressed  bi-partisan  desire  of 
Conjrress  that  small  business  be 
preserved  and  strengthened  under 
)ur  current  mobilization  program, 
and,  considering  also,  that  small 
business,  properly  rei)resen’ed,  has 
demonstrated  that  it  can  be  a  vital 
bulwark  of  the  American  system  of 
competitive  enterprise,  it  was  re¬ 
solved  that  XKKSK’A,  whose  mem- 
bers  are  small  business,  urge  and 
recommend  the  active  continuance 
of  the  Small  Defense  Plants  Ad¬ 
ministration  as  an  independent  un- 
artiliated  Federal  agency  and  that 
the  Managing  Director  be  author¬ 
ized  to  convey  this  resolution 
and  the  reason  for  it  t(j  all  (’on- 
gressional  and  Kxecutive  persons 
interested. 

In  all,  this  year’s  NFRSK'A  ('on- 
vent  ion  was  tremendously  suc¬ 
cessful.  Looking  forward  to  an  even 
greater  success  next  year,  Mr.  C. 
N.  Nichols,  managing  director  of 
NKKSICA  has  stated  that  the  lSh>4 
('onvention  has,  once  again,  been 
tentatively  scheduled  for  the  Hotel 
Statler,  N.  V.  Dates  of  March  24th, 
25th  and  26th  have  already  been 
definitely  set. 

Delaware  Dealer 

(('mitinucd  from  Pmje  62) 

one  of  the  executives  in  order  to 
get  him  started. 

The  sub-dealers,  however,  carry 
on  their  operations  in  the  name  of 
Aluminum  .Storm  Window  ('o.  Con¬ 
tract  forms  and  advertising  bear 
the  company’s  name,  and  all  of  the 
financing  is  handled  by  the  di.s- 
tributor.  The  company  al.so  carries 
out  the  installation  and  does  all  of 
the  neces.sary  servicing  required. 

Payment  is  made  immediately 
after  the  installation  is  completed 
with  checks  for  that  week’s  work 
handed  out  on  Fridays.  This 
amount  repre.sents  the  difference 
{('(iiifinufd  OH  122) 


W^/jat  makes  .  .  .  DEPENDON'S 

THREE  TRACK 
All  Aluitiinuiti 


COMBI  NAT10Njy,-W  i  N  DOW  S 
the  Window  of  Tomorrow? 


HERE'S  THE  Rnswcri 

*  TRIPLE  TRACK  —  Each  unit  ridet  o*«i  iti  own  track. 

*  Heavy  Extruded  Aluminum  Frame. 

*  Extruded  Expander*.  All  Four  Side*. 

*  All  Aluminum  Screen*. 

*  Tongue  and  Groove  Interlocking  Weatherstripping. 

*  Fast.  Easy  Installation. 

*  Picture  Window  Type  Master  Frame. 

It  will  pay  you  to  find  out  NOW  why  . . . 

DEPENDON'S  EVERSEAL 


Some  Exclusive 
Territories 
Still  Available 
for  Dealers 
and 

Distributors 
on  either  K.D.  or 
assembled  basis, 

IMMEDIATE 

DELIVERY 


is  the  window  for  YOUR  tomorrow! 


Dependon  Window 

COMPANY 

2426  Pennsylvania  Avenne 
Baltimore  17.  Md. 

Also  Manufacfurors  of  Casomont  Windows  and 
Combination  Scroon  and  Storm  Doors. 

Phone  MAdison  5265 


BUILDING  SPECIALTIES  &  Home 


Improvement  Dealer 


COVERS  ALL  THE  IMPORTANT  SUBJECTS! 

By  subscribing  to  it  you  assure  yourself  ot 
keeping  upto-dale  on  the  iollowing;  better 
selling  methods,  installation  techniques,  man¬ 
agement  details,  how  to  sell  particular  special- 
ties,  getting  and  holding  good  salesmen, 
advertising,  new  products,  and  many  others. 
Send  the  coupon  today!  Only  $3  a  year. 


BUILDING  SPECIALTIES 

425  Fourth  Avenue.  New  York  16.  N.  Y. 

Please  enter  my  subscription  to  BUILD¬ 
ING  SPECIALTIES  at  S3.00  ior  one  year. 
□  Bill  me  ior  this  amount. 

Q  Enclosed  Is  a  chock  or  □  money 
order. 

My  Name  . . . 


&  Home  Improvement  Dealer 
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Delaware  Dealer 

{CoutiHUifl  from  Page  121) 


greater  profits 

mitred  extruded  aluminum 


ccmbination  storm  and  screen  doors 

Manufactured  by  experienced  designers  and 
crrftsmen  to 

SELL  QUICKLY  . .  BE  SERVICE  FREE  . .  COMPETITIVELY  PRICED 

Adjustable  full  IV4"  rain 
sweep  of  extruded  alumi 
num  and  vinyl  plastic  fir 
all  weather  protec  iien. 


•  Heavy  H  Bram  cenitrMrtiefi  tusbet* 

•  Glass  set  in  with  speftaliy  enai- 
vieered  vinyl  spline  tor  simnie  rr- 
iilaccmert 

•  Beautiful  Ribbed  Fare  and  »n»iir>fh 
ipttrior  fives  nfidity.  strrnflh  and 
picturr  frame  cntranre  tn  veur  hnme 

•  Three  Btainless  steel  helf-enn  ealed 
htPfes 

•  •  gecure  Loeli  ’  famaer  urftrf  inserts 

•  Cimplete  with  all  accessaries 


Also  available 

all-aluminum 

jalousie  doors 


Prompt  Delivery 


Write  for  details  ors  KO 
plans  and  territories  open 
Mots  lb  Soles  Aids  ovoil* 


Wire  . . .  Phone  today! 


WIN  WITH  WINTRO! 


ALL  ALUMINUM 
COMBINATION 
STORM  &  SCREEN 


DOORS 


WINTRO  makes  doors 
lor  the  BIGGEST  portion 
ol  the  market  .  .  .  the 
price  -  conscious  quality 
qroup! 


•  TWO  LITE  DES'GN 

•  FULLY  EXTRUDED 

•  PRECISION  BUILT 

•  HEAVY-BUILT  CORNERS 
f»  ALL  HARDWARE  INCL. 


TERRITORIES 
AVAILABLE  FOR 
K.D.  or  BUILT-UP 
OI^ERATIONS 


L 


intro  products 


CO.,  inc. 


639  Porkside  Ave. 
Brooklyn  25,  N.  Y. 
ULster  6-5555 


between  the  cost  of  the  installation 
and  the  price  the  sub-dealer  writes 
up  for  it.  Thus  an  independent 
.salesman  can  enjoy  a  mark-up  of 
between  .3.3  and  37  percent,  |)ocket- 
iiiK  much  hijrher  fees  than  he 
would  receive  if  he  were  workinjf 
under  a  draw. 

Every  |)ossihle  attempt  is  made 
to  feed  a  sub-dealer  leads  to  sup¬ 
plement  those  which  he  obtains 
throujrh  canvassing.  The.se  mer¬ 
chandising  aids  include  newspaper 
ads,  walk-in  cards  and  other  point- 
of-.sales  material,  and  tho.se  o))- 
tained  through  telejihone  calls. 
The.se  are  distributed  around  even¬ 
ly  and  fairly  .so  that  every  inde¬ 
pendent  gets  his  share  of  this  of¬ 
fice  help. 

I’ay  l*romotion  ('osts 

In  return  the  sub-dealer  must 
agree  to  pay  his  pro-rata  share  of 
the  promotion  costs  with  the 
amount  deducted  from  his  .sales  and 
credited  to  the  distributor  when 
the  checks  are  made  out  each  week. 

On  the  courtesy  commission 
booklet  plans,  the  coujions  are  pre¬ 
pared  and  distributed  to  the  inde¬ 
pendents  without  cost  by  the  com¬ 
pany,  but  the  sub-dealer  must  make 
his  own  arrangements  on  paying 
commissions  to  tho.se  supplying 
him  with  leads  in  this  manner. 

“What  we  are  doing  in  effect  is 
to  really  set  the.se  men  up  in  busi¬ 
ness  without  expenditure  of  capital 
on  their  p.nrt,  and  giving  them  the 
advantage  of  our  experience  and 
physical  re.sources  without  charge," 
|M)inted  out  George  .Jarrell,  sales 
manager.  "It  makes  for  satisfac¬ 
tory  liusine.ss  relationships  between 
the  two  principal  parties  since  it  is 
helping  us  build  our  volume  with¬ 
out  any  increasing  expenditures  on 
our  own  part.” 

The  sub-dealer  .selling  operation 
also  is  an  effective  answer  to  price- 
cutting,  the  company  executives 
declare,  since  liy  cutting  overhead 
their  own  independents  can  offer 
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Here's  o  Prof.» 

Thot  W;ll  f^eon 

sales  ior 


NELSON  FOLDING  ALUMINUM  AWNINGS 

Get  the  jump  on  your  competitors  ami  make  urraiifte- 
ments  to  handle  the  most  attractive  line  of  packaged 
aluminum  awnings.  To  assure  you  of  quick  profits  on 
these  fast-moving  awnings,  we  have  a  nuKiern.  complete 
sales  promotion  program  available  to  all  distributors 
and  dealers. 

Take  positive  steps  today  to  check  into  the  details 
of  this  profit-building  promotion. 

Remarkably  low  in  coat  •  Adaptable  to  caaement  or  double-hung  window! 
Conatant  finger-tip  control  of  light  and  viaibility  •  Eaaiiy  inatalled 
Sturdy  conatruction  •  Folda  neatly  againat  houaa  when  not  in  uae 


AWNIN6  IN 
HALF-CLOSED 
POSITION 


AWNING  IN 
CLOSED  POSITION 

Six  degree!  of  light  control 
available  by  quick  and  easy 
adjustment  of  the  awning 
from  the  doted  to  the  fully 
opened  position. 


Patented  and 
Patents  Pending 


Choice  distributorships  and  dealerships  are 
available.  For  complete  details,  write  or  wire  . . . 

115  E.  CARSON  ST.,  PITTSBURGH  19,  PA. 


the  product  at  a  price  which  will 
meet  most  of  this  competition  and 
still  return  a  profit. 

The  installation  is  left  to  a  com¬ 
petent  mechanic  using  the  company 
truck,  but  as  work  expands  the 
surplus  orders  are  farmed  out  to 
more  mechanics. 

Aluminum  Storm  Window  Co., 
which  was  established  in  1947, 
handles  storm  windows  and  alumi¬ 
num'  combination  doors  only. 


Attic  Insulation 

(('ontinm  d  ffntti  Pdfje  57) 

(bleed  or  eliminated  application 
costs.  The  material  is  comiiletely 
non-irritating  to  the  hands  and  the 
only  tool  needed  is  a  stapler. 

All  the.se  things  are  “dolliir-aiid- 
cent"  advantages.  They  provide 
the  very  real  .savings  that  have 
enabled  the  building  specialty 
dealer  to  “di.scover”  the  attic  in¬ 
sulation  field.  And  his  response  has 
been  terrific. 

On  Consignment 

Some  firms  have  gone  “all  the 
way’"  into  the  attic  field.  'I  hey 
stock  a  modest  amount  of  material. 
Others  “get  the  ball  rolling"  by 
.selling  the  material  more  or  less 
on  a  consignment  basis.  They  stock 
no  material  but  have  a  buying  ar¬ 
rangement  with  an  insulation  dis¬ 
tributor  in  his  area. 

Some  .sell  the  insulation  aifplied. 
some  .sell  the  material  only.  ()p<‘ra- 
tions  differ,  but  those  already  in 
the  field  agree  on  two  points:  the 
market  is  l)ig  and  the  jtrofit  is  long. 

Insulation  has  become  a  com¬ 
modity.  The  homeowner  knows  its 
value.  In  most  ca.ses,  he’s  planning 
to  juit  it  in — “.some  day  soon”.  The 
trick  is  to  change  the  “.soon"  to 
“now”.  And  it’s  being  [iroved  right 
now  that  the  specialty  dealer,  with 
his  .sal(‘.s  background  and  know¬ 
how,  is  just  the  man  to  do  it! 


B.  S.  Reporter 

{('oiititiiK (I  frodi  Pdfff  6H) 

ting  the  cost  per  unit  by  50  per  cent 
of  other  K.  1).  operations  and  also 
offers  savings  in  purchasing,  han¬ 
dling  and  storing  of  extraneous 
materials.  Another  service  offered 
by  Andrea  prefabrication  plan  is 
the  cutting  and  sub-assembling  of 
units  to  exact  tip-to-tip  measure¬ 
ments  wherever  desired. 

For  further  jiarticulars  write  to 
.Mr.  Herbert  I.evy,  Dept.  I’S.  An¬ 


drea  .Manufacturing  ('orp.,  IH.'f 
Horton  Avenue,  I.ynbroo'.<,  N.  Y. 

*  «  * 

Wilson  Plastics  Appoints 
N.  Carolina  Distributor 

Wilson  IM'islics,  Inc.,  S.indusky, 
Ohio,  has  appoint!  d  the  Carolina- 
V’irginia  Distributing  (?o.,  of 
( Jreens’.joi'o,  N’crih  Carolina,  as 
distributors  of  VV'ils'n  LocV/xicA' 
and  Wil.son’s  h'con-() 'Tilt-  Plastic 
Vv'all  Tile  in  it-  area. 

{('odfiiHinl  (lit  l‘n<ii  121) 
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now  injiroductmn 


dynamic  Innovation  in  3  track  design 

the  new  Andrea  Tri-Trac 


B.  S.  Reporter 

(Con finned  from  Page 

Mr.  Charle.s  C.  Anderson  was 
desijrnated  as  Sales  Manaffer,  in 
charge  of  all  distribution,  by  Mr. 
Frank  Grove.  President  of  Caro- 
lina-Virginia,  during  the  recent 
High  Point  Furniture  Market. 

“This  appointment  is  one  step 
further  in  meeting  the  demand  for 
nationwide  distribution  of  Wil.son 
Plastics,”  .states  Mr.  Jack  Samp.son, 
Sales  Manager  of  WiK-on  Plastics. 


Trimedge  Announces 
New  Distributors 

Trimedge,  Inc.,  Youngstown, 
Ohio,  announces  the  following  new 
distributors: 

United  Metals  of  VVilke.s-Harre 
18-20  VN’ashington  Street 
VVilkes-Flarre,  Penn. 


,..the  3-track  window  that  has  everything! 

•  Non-removable  tracks  •  Custom-made  to  specification  requirements 
e  Installed  effortlessly  on  . . .  Overlap  Western  Type  openings. 

Blind  Stop  and  Overlap  Eastern  openings 
'''  •  Automatic  lock-stops  on  inserts. 

•  Welded  corners  •  All  extruded  aluminum 


write,  wire,  phone, 
get  the  endrea  profit  story 


Foss  Carpet  Company 
265  VVate.ssing  Ave. 
Bloomfield,  New  Jersey 


Manufodurers  of  Aluminum  Combination  Windows  t  Doors  ^ 

113  HORTON  AVfNUI  •  IVNIROOK,  1.  I.,  N.  Y.  •  lYnbreek  3-8661 


Continental  Lumber  Co, 
29th  &  Railroad 
Boise.  Idaho 


.Mutual  Moulding  Co..  Inc 
26  Garden  St. 

.New  Rochelle,  New  York 


There  are  two  definite  advantages  for  you  in  the  DUN-MOR  line  of  scroll  grilles.  They  are 

mode  of  costlier  62S-T6  aluminum  which  is  30%  stronger  than  the  usual  63S  T6  olloy.  And 

their  design  requires  that  you  stock  only  holf  as  many.  They  come  with  modern  exclusive  end 

clips  which  eliminate  old-foshioned  flot  / 

turned  end  tabs  and  the  need  for  two  I  t  I 

grille  widths  to  fit  the  four  common  door  /  t  t’  I  \ 

sises.  Mode  big  enough  for  all  36"  doors.  ■  ^ 

you  simply  clip  off  the  ends  to  fit  11  j 

narrower  doors  I 


Republic  Steel  Corp. 
Launches  Kitchen  Program 

Expansion  of  the  recently- 
launched  Republic  Steel  Kitchens 
sales  program  was  announced  to¬ 
day  with  the  appointment  of  three 
additional  di.strict  .sales  represen¬ 
tatives. 

The  men  recently  completed  an 
intensive  .sales  training  program 
at  the  Canton  (O.)  plant  of  Repub¬ 
lic  Steel  Corporation’s  Berger  Man¬ 
ufacturing  Division  where  the  new 
kitchen  units  are  rolling  off  as- 
.sembly  lines. 

The  di.strict  representatives  and 
territories  assigned  to  them  in¬ 
clude: 

Dale  Corey  of  Garrettsville.  (). 
— Mo.st  of  Ohio  and  West  Virginia. 


right,  a  popular 
model  which  fills 


the  bottom  panel 


Pictured  above  U  the  OUN-MOR  16' 


Initial  Grille,  engineered  to  protect  os 
well  os  to  decorate.  No  325,  6  to  carton. 


doors.  Packed  6 


price 


DUNCAN-MORRIS  CO. 

48  N.  VALLEY  ST..  AKRON  3.  OHIO 
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Look  of  those 

Afl^X 

hofms 

Sturdy,  extruded  ALL  AtUMINUM  CONSTRUCTION 
—  Tempered  to  rugged  T  5  londition 

Convenient  year  round  SELF  STORING  screen  nnd 
storm  sosh  .  .  .  maximum  convenience. 

No  levers,  latches  knobs  or  catches  to  twist 
turn,  or  pull.  No  operating  hordware  to  get 
out  of  order 

Switch  screen  ond  glass  each  season  in  only 
10  to  20  SECONDS 


MORE  for  LESS . . .  with 


BIGGER  GLASS  AREAS  for  exfra  light  and  visibil¬ 
ity,  nil  sash  inserts  easy  to  remove  or  change 
FROM  INSIDE 

All  glass  panes  ore  CUSHION  SEALED  in  the  sosh 
frames  wifh  super  tough  plastic  splines 

Quick,  easy  reglazing  or  rescreening  if  needed 

Sfurdy  frame  lip  fifs  mosf  double  hung  windows 
■  —  also  available  for  picture  and  oriel  windows 

No  fitting  problems  on  out  of  true  windows 

A  tried  and  proved  window  in  every  detail,  ot 
the  lowest  K  D  prices  ever’ offered  for  windows 
of  comparable  guality  and  fecifures 

Choice  terrifories  available  for  dealers  and  dis- 
fributors  for  set-up  windows 

Write,  wire  or  phone  for  full  details 
on  our  unusuolly  attractive  long- 
profit  franchise  arrangement. 


Afl^EX 

the  hottest  new 
one-over-one,  lip- 
type,  all-aluminum 
self-storing  screen 
and  storm  window 
on  the  market! 


Rex  "W  indo  ws  Inc* 

487  Bonham  Ave.  Columbus  3,  O. 


INCREASE  YOUR  PROFITS  with  R-S 


pcirtions  of  Indiana,  Kentucky  and 
Pennsylvania,  and  two  counties  in 
Maryland. 

Herbert  Steinkamj)  of  Seattle — 
Washinjrton,  Oregon,  California 
and  Idaho,  most  of  Nevada,  .seven 
counties  in  Montana,  and  Hriti.sh 
Columbia  and  Alberta,  Canada. 

Richard  K.  Lautenhei.ser  of  De¬ 
troit — North  Dakota,  South  Da¬ 
kota,  Minne.sota,  the  upper  penin- 
.sula  of  Michijran.  portions  of  Mon¬ 
tana,  Wyominjc  and  Wi.sconsin, 
and  Saskatchewan,  Manitotia  and 
western  Ontario,  Canada. 

With  other  district  sales  repre- 
.sentatives  already  in  the  field, 
Corey,  Steinkamp  and  Lautzen- 
hei.ser  will  further  broaden  the 
kcrowinj?  Republic  Steel  Kitchens 
distributor-dealer  sales  orjraniza- 
tion. 

Republic  Steel,  third  large.st  steel 
producer  in  the  land,  is  offering  the 
wide.st  selection  of  cabinets  and  ac¬ 
cessories  on  the  market. 

First  as.semblies  built  to  “fit” 
the  housewife.  Republic  Steel 
Kitchens  were  tailored  to  the  home¬ 
maker’s  demands  after  more  than 
a  year’s  re.search. 

They  repre.sent  the  only  ore-to- 
store  operation  in  the  ••^teel  kitchen 
industry  and  offer  completely  new 
ideas  for  modern  kitchens — new 
clean  surfaces  accentuated  by 
stainless  steel  trim,  new  durable 
finish,  new  “Hoatinkr”  drawer  ac¬ 
tion.  new  silent  dfMxr  operation. 

Wilson  Plastics  Adds  Five 
New  Representatives 

F'ive  new  distributors  were  added 
to  the  fast-Krow’injir  li.st  of  rejire- 
sentatives  for  Wilson  Lockback 
and  Wilson  h>on-0-Tile  Plastic 
Wall  Tile  by  Wilson  Plastics.  Inc., 
of  .'Sandusky,  Ohio. 

The  new  distributors  are  New- 
.som  Distributing  Company  of  Lub¬ 
bock.  Te.xas;  .Arizona  Whole.sale 
.Supply  Company.  Inc.,  of  Phoenix. 
Arizona;  Stryco  Sales,  Inc.,  Albu- 
(pierqiie,  .New  .Mexico;  Neff,  Huck- 
ner.  Holt.  Inc.,  K1  Pa.so,  Texas;  and 

(('nufinncd  on  Paqr  126) 


Water  Conditioning  Equipment 

Sell  the  best  in  water  conditioning  equipment  and  watch  your 
profits  grow.  R-S  Water  Softeners  and  Clearstream  Crystals 
and  Feeders  are  easy  to  sell  for  both  domestic  and  commercial 
installations.  They  make  friends  while  you  make  more  money. 
Ideal  to  use  for  door  opener  or  follow  up  calls  on  customers. 
Write  today  for  full  information  on  this  superior  line.  Find  out 
how  to  increase  your  profits  in  this  stable,  year-'round  business. 

REYNOLDS-SHAFFER  CO. 

12100  CLOVERDALE  AVENUE.  DETROIT  4.  hdlCHICAN 
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depend  on  for  quality  and  per¬ 
formance.  Our  new  plant  assures 
you  of  a  steady,  constant  source  of 


CURVALUM  DOOR  MFC.  CO. 


IS  Prospect  Street,  Hewlett,  L.  I. 


Precision  roll-formed  from  3-SH)6 
oluminum.  Design  bosed  upon  the 
most  populor  profile  sections  now 
being  used  by  lending  fobricotors 
and  KD  plants.  Easier  fabrication 
and  low  cost  puts  you  in  line  with 
any  competition. 


Send  for  MM  SAJMPU  and  price 
information  tiatina  quantity 
and  lengths  desired.  Available 
for  prompt  delivery  P.O.b.  our 
own  mill. 

Poried  m  Abre 


Mtfs  '^Btsic  Aluminum  L«tru$ions  and  Roll  Formad  Products' 
FIFTH  AVf  N  Y  16  N  y  •  FACIORItS  GRaNVIUC  PA 


'^TWERnE 


B.  S.  Reporter 

(Covtinued  from  Poge  125) 

the  Ilo.senfeld  Company,  Atlanta, 
(leorfria. 

The.se  appointments  continue  the 
advance  VVil.son  Plastics  is  making 
toward  filling  the  demands  of  rap¬ 
idly  rising  .sales  resulting  from 
Wilson’s  powerful  1958  National 
Advertising  Program. 

«  «  ♦ 

Reynolds  Adds  40  Million  Lbs. 
Aluminum  Reduction  Capacity 

With  .scarcely  a  change  in  the 
external  appearance  of  its  plant 
at  I-rongview,  Washington,  the 
Reynolds  Metals  ('omiiany  has  in- 
crea.sed  the  in.stallation’s  cajiacity 
from  (50  million  to  109  million 
pounds  of  pig  aluminum  per  year, 
while  maintaining  aluminum  pro¬ 
duction. 

This  significant  contribution  to 
the  nation’s  production  of  alum¬ 
inum  was  accomplished  by  enlarg¬ 
ing  the  Ivongview  plant’s  372  re¬ 
duction  “pots”  —  electrolytic  cell.s 
where  alumina  becomes  metallic 
aluminum. 

The  pot  structures  were  trucked 
individually  to  a  Swan  Island, 
Washington  firm  for  fabrication. 
There  they  were  rebuilt  by  cutting 
them  in  two  and  expanding  them 
by  welding  in  joining  .sections  .  .  . 
thus  in  effect  “.stretching”  the  pots 
to  give  greater  capacity.  They 
were  then  returned  and  installed 
in  the  original  buildings. 

All  three  of  the  reworked  pot- 
I  lines  are  now  in  operation  accord¬ 
ing  to  plant  manager  H.  W.  Shoe¬ 
maker. 

Reynolds  Ixingview  expansion 
means  a  considerable  increase  in 
the  amount  of  electricity  purchased 
from  the  Bonneville  Admini.stra- 
tion,  to  feed  the  plant’s  aluminum-  | 
making  cells  ...  an  increa.se  from 
66,000  kilow’atts  to  100,000  kilo¬ 
watts.  Current  flowing  through  the 
pots  has  been  rai.^ed  from  32,000  j 
to  54,000  amperes.  The  structures 
housing  the  pots  —  buildings  740  | 
feet  long —  have  not  been  enlarged. 

The  expansion  operation  In^gan 
in  February,  1952.  F'ven  during 


1953  (8th)  Edition  of 
ROOFING  SIDING 
G  BUILDING 
SPECIALTIES 
MANUAL— 

Don't  Miss  These  important 
Articles  in  the  1953  Edition: 

*  COMPLETE  SECTIONS  ON  BUILT  UP  ROOFING. 
SIDING,  STEEP  ROOFING.  METAL  ROOFING. 
WATERPROOFING,  ETC.,  INCLUDING  THE 
LATEST  APPLICATION  TECHNIQUES 

*  ARTICLES  ON  SUCH  DIVERSE  AND  IMPOR 
TANT  TOPICS  AS  MANAGEMENT,  RECORD 
KEEPING.  NEW  TOOLS  AND  PRODUCTS 

*  COMPLETE  DISCUSSION  OF  SUCH  SPECIALTY 
ITEMS  AS  COMBINATION  WINDOWS.  ALUMI¬ 
NUM  AWNINGS.  JALOUSIES.  PLASTIC  TILE 

*  COMPLETE  SECTIONS  ON  SELLING.  TRAIN 
ING  SALESMEN.  ADVERTISING.  BUILDING 
YOUR  VOLUME,  etc. 

ISO  pages  crammed  lull  ot  valuable  inior- 
mation  on  EVERY  phase  oi  your  business. 
Every  contractor  and  dealer  will  wont 
copies  to  help  him  make  more  money. 


PER  COPY 


BUILDINO  SPECIALTIES  S 
HOME  IMPROVEMENT  DEALER 
425 — 4th  Ave..  N.  Y.  16.  N.  Y. 

Please  send  me  copies  oi  the  MANUAL 
NAME  TITLE 

COMPANY 

ADDRESS 
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con  gives  you  an 

unbeatable  KD  deal 


Wi. 


CUTS  WORK  90% 

#  All  you  do  is  ossemblo,  screen 
and  glaze.  No  cutting,  drilling  — 
no  screws,  nuts,  bolts  or  rivets 
ore  needed  or  used! 

#  The  only  window  especially 
designed,  machined,  and  pre¬ 
cisely  cut  for  KD  assembly. 

#  No  special  tools  needed. 

Mote  Ptofii  io  YOU! 

Saves  investment,  saves  space, 
speeds  production,  greatly 
reduces  labor  problems. 

Scoff  Windows  on  display  in  fho  John  Wanamakor  fhila.  Storo 

Thousands  Sold  •  Thousands  of  References 
Experienced  •  High  Rated  •  Responsible  Backing 


Scott 

*"  r  m '-sto«'NO 


for  TODAY'S  profits  as  well 
as  a  solid,  long  term  eonnmetlon 

WRITE  •  WIRE  •  PHONE 

about  a  VALUABLE 
PROTECTED  FRANCHISE 


SCOTT  WINDOWS 

2245  BRYN  MAWR  AVENUE,  PHILADELPHIA  31,  PA. 


the  proce.ss  of  enlart^ing  the  pots, 
pnxlyction  was  maintained  at  more 
than  50  percent  of  the  plant’s  orig¬ 
inal  capacity. 

In  answer  to  the  government’s 
call  for  a  second  round  of  expan¬ 
sion,  Reynolds  is  now  building  the 
Robert  P.  Patterson  Reduction 
Plant  near  Arkadelphia,  Arkansas, 
with  a  capacity  of  110  million 
pounds  yearly;  and  the  La  Quinta 
Alumina  Plant  near  Corpus 
(’hri.sti,  Texas,  with  a  daily  out¬ 
put  of  1,000  tons  of  alumina  .  .  . 
730  million  pounds  yearly. 

*  *  ♦ 

R.  F.  Pollard  Appointed 
By  Mullins  Mig.  Co. 

The  appointment  of  Robert  F. 
Pollard  as  Young.stown  Kitchens 
builder  repre.sentative  is  announced 
by  I).  Rucks,  Jr.,  .sales  manager, 
and  M.  L.  Ondo,  manager  of  builder 
sales. 

Pollard  will  work  with  builders 
and  Youngstown  Kitchens  distribu¬ 
tors  in  North  Dakota,  South 
Dakota,  Nebraska,  Kan.sas,  Okla¬ 
homa,  Iowa.  Minnesota,  north¬ 
eastern  .Montana,  northwestern 
Arkansas,  western  Mi.s.souri,  and 
western  Wisconsin. 

H'fore  j<tining  the  comi)any, 
.-tiil.ird  was  builder  repre.sentative 
i:pr  I'ownley  Metal  and  Hardware 
t  on  pany.  Youngstown  Kitchens 
ibstributor  in  Kainsas  (aty.  Pollard 
will  make  his  home  in  Kan.sas  City. 

*  *  * 

New  Carrier  Corp.  Office 
Built  In  Charlotte.  N.  C. 

A  new  expandeil  otlice  for  Car¬ 
rier  Corporation,  leading  concern 
in  tht*  air  conditioning  industry, 
will  be  built  in  Charlotte,  .N.  C., 
to  handle  the  increasing  demand 
for  air  conditioning  in  the  Caro- 
linas. 

The  modern,  air  conditioned  of¬ 
fice  will  be  located  at  2610  South 
Boulevard  and  will  hou.se  the  Direct 
and  Dealer  Sales  office  of  Carrier 
Corporation,  now  located  at  228 A 
.North  College  Street,  plus  a  pipe 
fabricating  shop,  now  located  at 
Anderson,  South  Carolina.  Occu¬ 


pancy  of  the  new  building  is  .sclu-d- 
uled  for  .November. 

'I'he  building  will  be  construclerl 
•SO  that  it  can  readily  handle  fur¬ 
ther  expansion  of  the  staff  ami 
shop  facilities.  Continuing  in 
charge  of  Carrier  oj)erations  will 
be  Robert  S.  Fullerton,  Branch 
•Manager  of  Direct  sales  to  con¬ 
sumers  and  contractors  in  the 
Carolinas,  and  William  L.  Sam¬ 
mons,  District  Manager  in  charge 
of  .sales  to  distributors  and  dealers 


in  the  Carolinas  ami  .Southerti 
Virginia. 

m  *  * 

J.  M.  Norton  Appointed 
By  Bowser,  Inc. 

Joseph  .M.  .Norton,  well  known 
in  tlu‘  plumbing,  heating  and  major 
ai»pliance  trades  in  eastern  terri¬ 
tories  for  the  |iasf  2.")  years,  be¬ 
comes  the  factory  re|)resentative 

{Cnufiiiiicd  on  ftifii  128) 
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Iextrusions 

AS  YOU  WANT  THEM  .  .  .  WHEN  YOU  WANT  THEM 


Vinyl  or  polyethylene  extrusions  —  properly  designed,  properly  com¬ 
pounded  and  properly  extruded — can  give  you  better  products  at  lower 
cost.  Conneaut  specializes  in  high  quality,  custom  extrusions.  Conneaut 
offers  a  triple  custom  service  to  handle  all  phases  of  any  extrusion  problem. 


CUSTOM  INCINiiRING 


CUSTOM  COMPOUNDING 


CUSTOM  EXTRUDING 


Conneaut's  engineers 
are  thoroughly  experi¬ 
enced  in  the  design  of 
vinyl  or  polyethylene 
extruded  parts  to  meet 
the  most  exacting  speci¬ 
fications — the  toughest 
jtib  requirements.  They 
lonow  extrusions — how 
U)  use  them,  where  to 
use  them,  and  why  to 
use  them. 

Write,  today, 


('onneaut’s  compound¬ 
ers  are  fully  qualified, 
tirganic  chemists.  They 
are  sisecialists  in  getting 
the  most  out  of  vinyl  or 
fsolyethylene — in  devel¬ 
oping  exactly  the  right 
compound  for  maxi¬ 
mum  service  under  vir¬ 
tually  any  conditions. 
for  more  information! 


Conneaut’s  modern 
plant  is  geared  to  the 
efficient  prcnluction  of 
"close  tolerance"  extru¬ 
sions.  The  equipment  is 
up-to-date.  The  opera¬ 
tors  are  fully  ex|>eri- 
enced.  Together,  they 
give  you  just  the  pr«)d- 
uct  you  want  —  when 
you  want  it  —  right  on 
schedule. 

DEPT.  B  2i  0 


CONNEAUT  RUBBER  &  PLASTICS  COMPANY 

AKRON  9,  OHIO 


^  A  Sure-Sell  Sensation  .  .  .  ^ 

_  Aluminum  Grilles  in  7 

Beautiful  Gem  Tone*  Colors! 

Now  .  .  .  distinctively  designed  DecO- 
Griiles  give  you  unmatched  craftsmanship 
.  .  .  sure  profits!  Indescribably  beautiful 
.  .  .  distinctively  different  .  .  .  Gem  Tone* 
Colors  are  an  entirely  new  scientific  dis¬ 
covery!  We  believe  this  sensational  new 
finish  is  the  finest  ever  develooed  .  . 
unmatched  for  beauty  and  durability! 
Available  in  every  grille  style  pictured  in 
your  1953  Dec  O-Grilles  catalog.  In  ruby,  coral  emerald,  jade,  turquoise,  sapphire,  onyx 
‘Manufactured  by  Dec-O-Grille,  Inc. 

A  Family  Group  .  .  .  ,  _ 

With  Sales  Appeal 

Family  Group  pictured  with  one  to  four 
children  of  either  sex.  All  figures  ore 
made  of  heavy  cost  aluminum  with  name 
or  address  cost  right  into  the  panel  itself 
.  .  .  feoturing  a  raised  satin  finish. 

One  of  DecOGrilles  80  NEW  designs 
.  .  .  every  one  a  sure  seller!  And  every 
hand  >  wrought  Dec  •  O  -  Grille  is  plastic 

\J ^  coated  for  yeors  of  extro  protection!  Immedi^ate  delivery  on  stock  designs 
^  special  service  on  custom  designs! 

Send  for  Dec-O-Grilles'  NEW  illustrated  cotoloque  ond  samples  Wl 

TODAY* 

DEC-O-GRILLES,  INC. 

470  Park  Place.  Lena  Beach,  N.  Y. 

Phone:  Long  Beach  6-1644 

DISTRIBUTED  EXCLUSIVELY  IN  CANADA  BY 
R.  S.  PITCHELL  SALES  CO.  LTD 
1S7I  ECLINTON  AVE.,  WEST 
TORONTO  10,  ONTARIO,  CANADA 


.J 


B.  S.  Reporter 

{Continued  from  Page  12'7) 

for  Incineration  Divi.sion,  Bow.ser, 
Inc.,  Cairo,  Illinoi.s  in  the  north- 
ea.stern  area,  effective  January  1, 
The  announcement  wa.s  made 
by  J.  G.  Dierke.s,  Pre.sident  and 
General  Manager  of  the  Divi.sion. 

.Mr.  Norton  will  call  on  public 
utilitie.s,  di.stributors  and  dealers 
handling  the  INf’lNOR  line  of  auto¬ 
matic  ga.s-fired  incinerators  for 
hou.sehold  and  commercial  use  in 
New  York,  New  England,  New 
Jersey  and  Washington.  D.  (’.  area. 

♦  «  4t 

Reynolds  Metals  Announces 
One  New  Distributor 

Announcement  wa.s  recently 
made  by  David  P.  Reynolds.  Vice 
President,  Reynolds  Metals  Com¬ 
pany,  Louisville,  Kentucky  of  the 
appointment  of  Barth  Smelting 
Corporation,  99-129  Chappel  St., 
Newark,  New  .Jersey,  as  distributor 
of  aluminum  pig  and  alloy  ingot 
products. 

This  distributor  will  serve  the 
foundry  industry  in  the  New  York 
Metropolitan  Area  and  will  per¬ 
form  a  valuable  service  to  the  trade 
by  offering  quick  delivery  from 
.st<K“k.  Barth  will  .stock  all  of  the 
.standard  pig  and  alloy  ingot 
products. 

Alcan  Opens  Aluminum 
Sales  Office  In  L.  A. 

To  meet  a  growing  need  for 
aluminum  ingot  on  the  West  Coast, 
the  Aluminum  Import  Corporation. 
United  States  sales  distributor  for 
Aluminum  Company  of  Canada. 
Limited,  opened  a  sales  office  in  Los 
Angeles  November  20th,  according 
to  an  announcement  by  Ward  Van 
Alstyne,  president. 

The  new  office  at  510  West  Sixth 
Street  will  be  in  the  charge  of  Roy 
A.  Gentles  of  Toronto. 

Aluminum  Company  of  Canada. 
Limited,  a  wholly  owned  subsidiary 
of  Aluminium  Limited,  has  long 
been  a  supplier  to  the  aluminum- 
short  United  States.  Its  sales  in  the 
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When  you  want  QUALITY  windows 

You  Can’t  Beat  Redwood 


Ulieck  these  proven  facts: 

1.  REDWOOD  is  one  of  the  world’s 
finest  insulators! 

2.  Heat  flows  thru  steel  260  times  as 
fast  as  thru  REDWOOD! 

3.  Heat  flows  thru  aluminum  1160 
times  as  fast  as  thru  REDWOOD  ! 

4.  REDWOOD  used  by  the  CAMP¬ 
BELL  SASH  WORKS  shows  less 
shrinkage  and  swelling  than  con¬ 
crete! 

r>.  REDWOOD,  —  even  under  condi¬ 
tions  that  favor  decay,  —  is  one 
of  the  world’s  most  durable 
woods! 

6.  REDWOOD  DEALERS  show  a 
greater  percentage  of  profit  per 
dollar  of  merchandise  sold. 


CAMPBEIJ/S  Redwood  Combination  Windows  are  the 
finest  quality  obtainable. 


THE  CAMPBELL  SASH  WORKS 

2409  WILSON  AVENUE  CAMPBELL.  OHIO 

Phone:  52615 


United  States  are  mainly  to  the 
aluminum  fabricating  industry. 

Alcan  has  substantially  expanded 
its  smelting  and  power  facilities  in 
the  province  of  Quebec-  and  has  well 
under  way  in  British  Columbia  the 
Kitimat  Smelter  which  will  consid¬ 
erably  expand  Canadian  produc¬ 
tion  of  aluminum  ingot. 

Mr.  Gentles  will  make  his  home 
in  Monrovia  with  his  wife  and  two 
children.  He  served  five  years  in  the 
Canadian  Navy  and  is  a  graduate 
of  the  Harvard  School  of  Business. 
He  joined  Aluminum  Import  in 
1949. 

*  *  * 

Federal  Bldg.  Prod.  Co. 
Purchased  By  Korhumel 

The  Korhumel  Steel  and  Alumi¬ 
num  Corp.  of  Wi.sconsin  announces 
the  purcha.se  of  the  Federal  Build¬ 
ing  Products  Co.,  a  well-known 
whole.sale  distributor  of  building 
materials,  that  has  served  Milwau¬ 
kee  building  trades  for  nearly  20 
years. 

The  new  firm  will  occupy  the 
pre.sent  quarters  of  Federal  at  131 
W.  Seeboth  Street  and  will  be 
known  as  F’ederal  Building  Prod¬ 
ucts  Corp. 

Korhumel  entered  the  building 
materials  field  four  years  ago,  in¬ 
troducing  a  line  of  aluminum  build¬ 
ing  specialties  .o  the  mid  we.stern 
and  southern  markets.  Acquisition 
of  Federal  will  tri{)le  the  ware¬ 
house  space  of  Korhumel’s  building 
ju'oducts  division  and  will  broaden 
the  line  to  include  asbestos  and  as¬ 
phalt  siding,  roofing,  felt,  and  re¬ 
lated  lines  and  accessories. 

Wm.  H.  Ltnvis  will  lie  president 
of  the  new  corporation.  Chas.  C. 
Davis  will  be  vice  president. 

*  *  m 

Barclay  Mig.  Co. 

Appoints  Geo.  D.  Schwartz 

(Jeorge  I).  Schwartz  of  Minne¬ 
apolis,  has  been  appointed  mid- 
we.stern  .sales  manager  of  the  Bar¬ 
clay  Manufacturing  Company,  one 
of  the  country’s  leading  producers 
of  pla.sticoated  panels  for  walls  and  . 
ceilings,  it  was  announced  today  by 
Julian  M.  Jacobs,  vice-president  in 
charge  of  .sales. 

Mr.  Schwartz  will  open  company 


headquarters  in  Chicago.  His  terri¬ 
tory  includes  Ohio,  Michigan.  In¬ 
diana,  Illinois,  Wisconsin,  Missouri, 
Minne.sota,  North  Dakota,  South 
Dakota.  Iowa  and  Nebraska. 

(('out  in  IK  d  oil  Piiiii  111) 

*  *  « 

New  Products 

(CoiitiiiiK'd  from  Pago  76) 

The  major  design  difference  be¬ 
tween  the  ('arrier  and  all  other 
units  is  the  solid  girder-type  ca.se 
without  any  openings  on  the  toj), 
sides,  or  Ixtttoni.  All  air  enters  or 


leaves  the  unit  only  through  the 
front  or  the  back.  The  new  Carrier 
cools,  dehumidifies,  and  filters  the 
air  twice,  adding  a  new  high  |)er- 
formance  standard  to  its  versatil¬ 
ity  and  attractivene.ss. 

•  *  * 

Kenitex  to  Warehouse 
Stock  in  New  York  City 

•  William  Stanley,  .sales  manager 
of  Kenitex  Cor)).,  announces  that 
the  comjiany  will  maintain  its  own 
warehou.se  stock  in  New  York  ('ity. 
(('out iiiiK’d  oil  I'ugr  1.30) 
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ALUMINUM  STORM 
DOOR  Key  LOCK 


\/  For  Door  Thicknesses  ^e”  to 
\'a" 

\  5  D  sc  Tum'sler  Cylinder 

Ancdiiod  Aluminum 
\  Simple  Insiollaiion 

\  Complefe  Stock 
v'  Prompt  Shipment 

WE  FILL  ORDERS 

FOR  SMALL  LOTS 
Send  tor  Pticc  List 


'courtesy  storm  window  CO. 

3921  Archer  Av^f^U#  Chitago 

k?  ■  »  .  •  ' 


wov«’ 

JUST  SAW  Tl 

'Si 

*4Ju.ua. 


vlumdtLc. 

3  TRACK” 

ijou  should 
see  if! 


ITS  THE  ANSWER 


INSTALIERS  DREAM 


Jl 


—rTyiLiniatLC. 

CORPORATION  OF  AMERICA 

MIlWAfKtt  '4  WISCONSIN 


New  Products 

i(’<infi)iiH  tI  from  Pofir  129) 

'!'ht*  purpose  of  this  move  is  to 
make  Kenitex  available  to  eastern 
(l»*alers  at  the  wholesale  price  of 
$2.r)r)  {M*r  trallon,  F.O.ll.  New  York 
(’ity.  Hy  shipjtinjr  warehouse  stock 
in  lai’Ke  quantities  and  by  elimi- 
natintr  the  middleman  distributor, 
the  comirany  is  able  to  make  its 
asbestos-mastic  coatintr  available 
at  a  low  i»rice. 

I'nder  this  arraiiLTement  dealers 
can  order  Kenitex  in  any  quantity 
and  color  and  have  immediate  de¬ 
livery  to  their  warehouse  or  to  the 
job  site.  .Mr.  Staidey  says  that  deal¬ 
ers  will  not  be  obligated  to  carry 
stock  unless  they  desire  to  do  so. 

The  company  otters  sales  kits 
and  cataloK-s  for  !?25  or  catalojrs 
alone  at  $().b0.  Sales  aids  otTi'red 
include  literature,  decals,  job  sijrns. 
l(*tter  h(“ads.  business  cards,  etc., 
which  are  otfered  without  charge. 

V.’rite  Kenitex  Corp.,  Dept.  I’.S, 
r’botl  S.  Fairfax  .Ave.,  l.os  AriKeles 
1(5.  ('alif. 

*  * 

Monroe  Plastic  Initials 
And  Angle  Bars 

Monroe  initials  are  a  six  inch 
circle  of  a  special  plastic  said  by 
the  manufacturer  to  last  a  life¬ 
time.  The  (Jothic  style  initial  is 
rai.sed  and  ylows  by  it.self  in  the 
dark,  (’olor  of  the  plastic  is  satin 
tinish  aluminum  on  both  sides  of 
the  disc.  The  initial  can  be  fastened 
to  a  irrille  in  a  few  seconds  with 
any  wood  or  aluminum  .screw,  no 
bolts  are  nece.s.sary.  Price  is  con¬ 
siderably  cheaper  than  that  of 
aluminum  initials. 

The  manufacturer  states  that 
territories  are  available  for  dis¬ 
tributors  in  many  .states.  Im¬ 
mediate  deliveries  can  be  made  and 
lai'Ke  discounts  can  be  had  for 
quantity  orders. 

Aluminum  colored  plastic  allude 
bars  are  al.so  available  for  use  on 
metal  window  in.stallations.  Such 
anjirle  bars  will  prevent  oxidation 
and  ru.st  and  can  al.so  be  used  for 
bull  nose  mouldint?  in.stallations. 


Bet 

V  Sfm 


KEY 

Better 

Storm 

DOORS 


TO 


NILES-CAST 
CORNER  KEYS 

Make  stronger,  more  rigid  doors. 
Manufactured  to  customers 
specifications. 


CAST 

ALUMINUM 

INITIALS 

Reflectorized 


NILES 

ALUMINUM 
CASTING  CO. 


A  SCmN  TfHUMPU! 

i/nuatcu£D  pegfonuNce 


SELLS 

on  Sight!! 

Half  a  thousand  Vulco  fabricators  report 
Vulco  Aluminum  Screens  sell  themselves. 
The  eose  of  fool  proof  assembly  will  cer¬ 
tainly  make  this  the  most  profitable 
decision  you  ever  mode.  Write  for  com¬ 
plete  information. 

Vulcan  Metal  Products 

2801  6th  Avenue  South 
Birmingham,  Ala.  Phone  4-5423 
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Kasily  cut  without  special  tools, 
these  anjrle  bars  jrive  a  neat,  clean 
apjiearance  and  can  ea-ily  be  fast¬ 
ened  to  wood  with  a  nail  or  screw 
or  with  a  self-tapping  screw  to 
metal. 

For  further  information  write 
to  Reliance  Storm  Sash  &  Screen 
t'o.  Dept.  HS,  McDonald 

Avenue.  Brooklyn  .‘id.  X.  Y. 

*  41  * 

New  and  Unusual 
One-Way  Door  Viewer 

.\  new  and  unusual  safeKuard 
for  the  home  is  a  revolutionary  type 
of  one-way  door  viewer,  which  al¬ 
lows  a  full  view  ol).servation  of  any- 
oiu*  on  the  opposite  sidt*  of  the  door. 
It  is  beinjr  introduced  into  the 
Fnitt'd  States  by  (leoiKe  J.  Weinik 
('o. 


Made  completely  of  plastic,  this 
m^v  importt'd  \  icw<*r  tits  e.-isilv  in¬ 
to  any  door  up  to  two  iia  lies  thick. 
It  is  held  with  two  scnnvs.  and  is 
I'l  inches  in  diameter.  It  has  a 
shatterjtroof  Unis,  especially  de- 
si^med  to  provide  majrnitied  and 
e.xtra-wide  anjrle  vision. 

It  is  especially  suitalile  for  door 
installation  where  unoliserved  out¬ 
side  observation  is  desired  prior  to 
opening  the  door,  and  for  use  in 
the  nursery  where  children  may 
be  observed  either  sleepinjr  or  at 
play,  without  the  inconvenience  of 
optniinjr  the  door. 

The  jirice  of  the  door  viewer  is 
and  is  distributed  in  the 
United  States  by  (leoi'Ke  J.  Weinik 
Co..  D*‘i)t.  BS,  11  Mill  Street.  New¬ 
ark.  N.  J. 

«  *  * 

Unit  Heats,  Cools  Small  Home 
Occupies  One  Square  Yard 

Carrier  Corporation  engineers 
have  successfully  cut  by  one-third 
the  size  of  their  popular  year-round 


ALUMINUM  SCREEN  DOORS 

ARE  IN  DEMAND 

IVe  Have  a  K.  D.  Door 
for  only  (jj 


IS 


Screen  roller  and  screw  driver 
are  the  only  tools  necessary. 

Same  Door  Ready  for 
Installation  With  AH 
Hardware,  Aluminum 
Screen,  Door  Check, 

eriu.  .jg 

Freight  Prepaid  Anywhere 
In  The  U.  S.  A. 


Wc  Also  Manufacture 

•  Combination  Doors 

•  Kaiser  Shade  Screen  in  Aluminum  Frame 

•  Aluminum  Louver  Type  Doors  and  Windows 


PARMCO,  INC. 


Phone: 
Ontario 

214  West  Main  Street,  Ontario,  Calif.  631190 


home  air  conditioner,  now  coming 
off  the  production  line  in  a  new 
plant  here. 

.John  M.  Bickel,  vice  president 
in  charge  of  dealer  sales,  .said  that 
Carrier  engineers  had  successfully 
met  the  demands  from  builders  and 
the  public  for  a  unit  that  would 
occupy  the  least  amount  of  space 
j)ossible. 

“Production  of  the  Home 
Weathermakers  this  year  will  be 
at  lea.st  four  times  last  year’s,” 
Bickel  said. 


The  new  Carrier  Weathermaker, 
which  pntvides  filtered  heat  in  the 
winter  and  c<H)ling.  dehumidifica- 
tion  and  air  cleansing  in  the  sum¬ 
mer,  plus  year-round  circulation 
of  filtered  air,  takes  up  a  floor  space 
only  HH  inches  wide  by  28  inches 
deep  and  is  but  <52  inches  high. 

With  the  trend  toward  small 
houses  where  si)ace  is  at  a  pre¬ 
mium,  this  permits  architects  to 
place  the  lightweight  unit  in  a  first 

(Continued  on  Page  122) 
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CHEAPER  BY  THE  DOZEN 

Many  Dealers  wonder  why  Universal  can  sell 
them  Aluminum  Screens  at  lower  unit  prices  than 
most  "K  D"  operators  or  assemblers  can  determine 
as  their  actual  finished  screen  costs,  after  they  add 
the  costs  of  the  "K  D"  frames,  corners,  splines, 
clips,  screws,  screen  cloth,  overhead  expense  and 
assembly  labor. 

The  answer  is  simple. 

Universal  starts  from  scratch.  There  are  no  in- 
between  profits.  Screens  are  produced  from  raw 
materials  purchased  from  the  mills  in  carloads  and 
manufactured  with  precision  mochinery  in  volume 
which  reaches  10,000  screens  per  day. 

Volume  lowers  production  costs  and  carload 
purchases  cut  material  costs. 

Standard  screens  are  packed  12  per  carton  and 
carried  in  stock  for  immediate  delivery.  That's  why 
Universal  Aluminum  and  Steel  frame  screens  are 
the  best  buy  and  the  biggest  money  maker  in 
today's  screen  market. 


I  New  Products 

(Continued  from  Page  131) 

floor  clo.set,  in  the  attic,  or  in  a 
corner  of  the  ba.sement. 

The  new  unit  now  coming  oflF  the 
line  at  Carrier’.s  new  $7-million 
plant  i.s  e.specially  de.signed  for  the 
popular-sized  home  market.  In.stal- 
lations  are  already  being  planned 
in  homes  ranging  from  $7,000  up. 
Though  the  new  family-sized 
Weathermaker  is  fully  capable  of 
furnishing  complete  air  condition¬ 
ing  the  year-round  no  matter  what 
the  climate.  Carrier  manufactures 
suitable  equipment  for  homes, 
buildings,  or  .stores  of  any  size. 
Equipment  can  be  in.stalled  .so  that 
^  full  control  can  be  achieved  from 
a  single  thermo.stat,  either  in  new 
j  or  pre.sent  heating  .sy.stems. 

«  ♦  ♦ 


L  Don’t  Waste  Time  —  Write  or  Phone  Today! 

IRIVERSAL  FABRICATORS 

1785-1827  Boone  Avenue  Bronx  60,  New  York^™*^ 
Kilpatrick  2-0350 


Famous 


Pekmajlume- 


Shower  Enciosures 


Cash  in  on  the  skyrocketing  demand  for 
more  beautiful,  more  practical  bath- 
rcxjms!  Permalume  shower  enclosures  fit 
ony  bathtub,  any  size  shower  opening. 

They’re  priced  to  sell  to  every  home- 
owner,  regardless  of  budget,  and 
there’s  a  generous  discount  for  you! 


Installation?  Simple! 

Fast  and  fool-proof  instollolion  is  o  cinch! 
Tub  enclosures  install  with  S-18  Mastic  we 
pravide  —  no  drilling  on  tub  or  woll,  no 
special  equipment  or  mechanical  know-how 
needed! 


or  AMcmcA 


StTMt.  N.  i. 


AMente  S,  Oe. 


Write  now  for  details! 


Lok-Tite  Producing  New 
Aluminum  Awning 

Lok-Tite  Aluminum  Awning  Co. 
i.s  now  in  the  proce.ss  of  fabricating 
it.s  new  .style  aluminum  awning. 
Thi.s  awning  incorporate.s  all  the 
progre.s.sive  idea.s  garnered  from 
.several  years  of  experience  in  the 
metal  awning  industry. 


Lok-Tite  awnings  have  a  Zinc 
Chromate  Aviation  primer  as  a 
base  coat  for  baked-on  enamel.  Im¬ 
provements  in  the  new  style  awn¬ 
ing  include  three  dimensional  ap¬ 
pearance,  chimney  ventilation,  rain 
gutter  for  dmtr  canojties,  and  un- 
surpas.sed  structural  strength. 

A  subsidiary  of  Triple  Cities 
Metal  Spinning  Co.,  with  2S  years 
of  metal  working  experience,  Ixk- 
Tite  assures  it.s  customers  of  high 
quality  and  prompt  delivery. 

Write  to  Lok-Tite  Aluminum 
Awning  Co..  Dept.  B.'s.  2  Loui.sa 
Street,  Binghamton,  New  York. 
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New  Line  of  Safe,  Durable 
Aluminum  Ladders 

Called  Oro-Lite,  a  new  line  of 
aluminum  ladders  is  announced  by 
the  Oro  Manufacturing  Company, 
which  provides  amazing  safety, 
(lurability  and  portability  for  roof¬ 
ers,  painters,  contractors,  and 
buildinjr  specialty  dealers. 


The  "Oro-Lite”  line  includes: 
extension  ladders  from  16  ft.  to  4(1 
ft.;  window  cleaner  ladders  in  6  ft. 
sections;  straight  ladders  from  6 
ft.  to  20  ft.;  estimators’  ladders  in 
4  ft.  .sections,  and  orchard  ladders 
in  sizes  from  16  ft.  to  24  ft. 

The  “Oro-Lite’*  Aluminum  Kx- 
tension  Ladiler  is  made  of  61  ,ST 
Aluminum  throujrhout.  Side  rails 
are  2' x  '‘  i"  x  .065"  wall-1  ubinjf, 
rectanjrular  extruded  and  drawn. 
Run^rs  are  1"  in  diameter,  ribbed 
for  .safety  and  added  strenp’th. 
Joints  are  of  special  desijrn  (patent 
applied  for)  and  have  net  bolts,  riv¬ 
ets  or  welds.  Slide  (luides — two 
sets  for  added  strength  and  rigid¬ 
ity.  Rottom  brackets  are  heavy 
duty  extrusions.  Safety  shoes  are 
optional  at  slijrht  extra  cost.  This 
extension  model  is  al.so  available 
with  hooks. 

“Oro-Lite”  Aluminum  ladders 
combine  jrreat  strenjrth  with  ea.se 
of  handlinjr,  plus  many  safety  fea¬ 
tures.  No  rustinjr,  rotting,  splinter¬ 
ing  or  crackiny.  l)(>i)endable,  (piick- 
actin)^  lock  holds  extensioji  .se¬ 
curely. 


WINSULITE 

^ Uffi/tn  Window 


TRADE  MARK 


U  (J 

Let’s  Fall  ln]Love! 


How  about  a  business  romance  between  you  and 
us  .  .  .  based  on  mutual  profit  and  understanding? 
We’re  proposing:  take  on  the  Winsulite  dealership 
for  the  new  A-9  three  track  aluminum  storm  windows. 
We  promise  you  greater  volume;  higher  profits; 
cleaner,  service-free  sales!  You'll  be  backed  1(X)% 
by  Winsulite's  alert  dealer-aid  program,  newspaper  mats,  field  service, 
advertising  literature!  You'll  "love"  the  Winsulite  line  —  write  for  details! 

Incentive  Plan  For  New  Dealers 


.:i| 


New  Winsulite 
Model  A-9  Three 
Track  Storm  Window 
and  Screen  Sash 


Special  Discount 


Your  hands  are  all  you  need 


Winsulite  Mtg  Co. 

721  N  Control  Ave 
Bolto  2,  Morylond 
Gentlemen 

I'M  listen  to  your 
detoils. 

Nome 

Address 

City 


'proposol  **  Send  me 


to  assemble  KD  units! 


Winsulite  Mtg.  Co  .  Balto.,  2  Md  Eastern  6868 


I’ricc.s  on  all  modcl.s  .sent  ujMin 
retpie.st.  W  rite  Oro  Mf>r.  ('o..  Dept. 
BS.  2(1  .N.  W  acker  Dr.,  (’hicatro  <>. 
111. 

♦  *  ♦ 

Dayton  Pump  Co.  Enters 
Air  Conditioning  Field 

The  Dayton  Bump  &  .Mf^r.  (’oni- 
pany,  thi.**  year  celebrating  it.s  45th 
anniversary,  will  enter  the  air  con- 
ditioninjr  held  by  placing  on  the 
niiirket  a  room  air  conditiom'r  es¬ 


pecially  desijrned  for  homes  and 
ollices. 

The  company  currently  manu- 
facturtvs  and  .sells  water  .systems, 
cellar  drainers,  water  softeners, 
and  Kd^^oline  cominitiiiK  pumps. 

The  room  air  conditioner  will  be 
marketed  under  the  trade  name  of 
liapidayton,  which  identities  all  the 
company’s  products.  One-half  and 
three-ipiarter  ton  models  will  be 
available,  accordinj?  to  (lerard  J. 

(Cdiititnnd  iiH  Pai)!  1.44) 
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flastics 


YATES 


COMPANY 

KXTKi  nKI)  ELASTIC  l•R<)^^^CTS 
Precision  Extruders  ot  Rods.  Tubes,  Strips. 
Special  Shapes  for  builders  hardware,  chem¬ 
ical  industries,  electronics,  furniture,  toys. 
Srnii  inquirut  for  rn/itnrrrinii  rrtomm/nJatwni. 

YATKS  Company 
**•#  Cfmetrry  Road  Erie,  Pa. 


New  Products 

(Ci)iitinn('d  from  I'ofie 

Carney,  Kt*neral  sales  manaKer. 
They  will  sell  for  $:>29.9.">  and 
.$.‘i99.50  respectively,  he  said. 

The  •'*1  h.p.  model  is  capable  of 
controIlinK  temfieratures  in  an  area 
of  up  to  48,')  square  feet,  it  was 
.said. 


'I'his  model  has  a  heavy  jraujre 
steel  cabinet  of  welded  construc¬ 
tion,  finished  in  a  beautiful  decora¬ 
tor  color.  It  extends  into  the  room 
only  Controls  are  recessed 

inside  the  top  door  of  the  cabinet. 
Net  weight  is  18.")  jiounds. 

Dayton  Pump  &  Mf|r.  Co..  Dept. 
IkS,  .“)bb  .\.  Webster  .St.,  Dayton,  O. 
*  « 

Westinqhouse  Announces 
New  Wall  Model  Fan 

2.")0  cfm  Poweraire  home  vi  n- 
tilatiiiK  fan  for  permanent  instal¬ 
lation  in  an  outside  wall  is  avail¬ 
able  from  \N’estinyhou.se  Klectric 
Coriioration.  The  new  model — 
81*ll\'  is  ideally  suited  for  the 
smaller  kitchens  found  in  today's 
modern  homes  or  for  the  laundry. 

This  fan  conuvs  ecpiipited  with 
specially  designed,  umisiially  <)ui('t 
M(*nicolite  S-K  plastic  hholcs. 
These  blades  are  hendiiroof  and 
warporoof,  as  a  result,  will  main¬ 
tain  their  shaiu*  and  balance. 

The  one-piece  stei'l  ).Tille  is  fin¬ 
ished  with  a  haked-on  while  and 
irray  enamel.  It  is  easily  removed 
for  cleaninir.  The  outside  shutter  is 
of  heavy  sheet  steel  finishetl  witli 
irray  enamel.  .-\  stroiur  sprinjr  and 
an  over-center  hin^e  combine  to 
keep  the  shutter  tiehtly  clo.scd 
when  the  fan  is  not  in  (,‘peration. 
The  wall  sleeve  is  of  heavy  sheet 
steel,  Kniy  enamel  finish — and  is 


KENBERN 
COMBINATION  ALUMINUM 
STORM  DOORS 


A  product  well  known  to  all  the 
better  dealers. 

This  name  KENBERN  on  the  prod¬ 
uct  you  sell,  represents  the  best  in 
good  engineering  and  craftsman¬ 
ship.  Prices  are  always  in  line  with 
any  comparable  merchandise. 

Due  to  increase  in  procurement  of 
Aluminum  Extrusions,  we  arc  again 
in  position  to  supply  a  tew  distribu¬ 
tors  in  territories  not  already 
covered. 

It  interested,  please  supply  infor¬ 
mation  relative  to  quantities  you 
purchase,  and  territory  covered. 
No  K.  O.'s 

Kenbern  Aluminum  Products 
Weyl  &  Gahagan,  Mfgrs. 

6640  Hamilton  Avenue 
Pittsburgh  6,  Pa. 
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desiKned  to  fit  all  standard  wall 
thicknesses. 

The  motor  is  a  VVestin^house, 
brushle.ss,  2  pc)le,  induction  type, 
with  die-ca.st,  squirrel-cajre  rotor. 
Kearinjf.s  are  individually  .self- 
alijrninjr,  porous-sleeve  tyj)e.  The 
switch  is  a  single  .speed — "On”  and 
“Off"  type  actuated  by  a  pull  chain 
that  operates  lK)th  motor  and  out¬ 
side  shutter  in  a  single  operation. 

Write  VV'estinjrhouse  Electric 
Appliance  Division,  Dept.  BS,  65:5 
F’age  Blvd.,  Springfield  2,  Mass. 


(PICTURE  FRAME) 

All-Extruded 
Aluminum  Combination 
STORM  WINDOWS 
AND  DOORS 


Competifively  Priced! 

Excellent  Quality! 

Completely  Interlocked! 

Positive  Cam  Catch! 

No  Springs  to  Rust  or  Lose  Tension! 
Beautifully  Mitred  Picture  Frames! 
Completely  Extruded! 

Superbly  Engineered! 


Ra-Tox  Folding  Doors  Offer 
New  Handle  and  New  Finish 


Two  innovation.s — a  new  finish 
and  a  new  handle-and-latch  iniit 
will  shortly  appear  in  the  Ka-Tox 
folding  door  line  manufactured  by 
The  Hough  Shade  (’orj)oration. 
■Janesville,  W  isconsin. 

The  new  stipj)le  finish  provides 
an  extremely  durable  surface  with 
a  l(>xtured  effect  created  by  a  fine, 
small-.seale  two-tone  mottling.  It  is 
available  immediately,  in  two  coloi‘ 
combinat ion.s — green  on  ivoiy  and 
white  on  gray — at  the  same  pi'ice 
as  standard  lac<iuer  finishes. 


WANTED; 

DEALERS,  DISTRIBUTORS  and 
LINEAL  LENGTH  BUYERS 


Write  or  Call 


1610  RALPH  AVENUE 


BROOKLYN  36,  N.  Y 


Von  may  ii-e  the  have  gained  over  many 

year-  Mipplying  eoniiiinaliun  window  and  door  manu- 
faitiirers.  (-iiarantred  -liipments  on  regular  arhednies. 
I  el  us  help  you  solve  your  prohlems. 

Direct  Mill  Shipments  Only 


&  Home  Improvement  Dealer 


•  •  a  new  profli:  opportunity  — 
^  waiting  for  you! 

SBU  WILLIAMS  GARAGES 


*  Kiln  Dried,  Ne.  2 
or  Better  Lumber 


*  215>lb.  Shingle  Roof 


*  3 — 20x25  Windows 


*  Concrete  Foundation 


•  Strand  All-Steel 
Overhead  Door 


New  Beouty  New  Dcyiens  New  Pricei 

Now  is  the  time  to  capitalize  on  new  business.  WILLIAMS  garages  come  ready 
to  assemble  —  with  the  finest  materials  throughout. 

Get  the  Awaiting  Business  Now 

"Garages  Our  Specialty  —  Not  a  Sideline" 

WILLIAMS  Lumber  &  Mfg.  Co. 

4039  (ole  Brillianie  •  SI.  Louis  8,  Mo. 


FOR  SALE!  i 

STORM  WINDOW 
MANUFACTURING 
MACHINERY 

Available  within  30  days! 

Complete  unit  ready  for  set  up  any¬ 
where.  Available  within  30  days  in 
order  to  provide  space  for  heavy 
machinery. 

•  Machinery:  7  punch  presses 
with  necessary  dies,  cut-ofF 
equipment,  etc. 

•  8~hour  Capacity:  1(X)  com¬ 
pletely  assembled  windows  plus 
TOO  semi  KD  units. 

•  Window:  Picture  Frame -Two 
Track  lip  (overlapping)  type. 

Write  or  Wire 

BOX  398 

BUILDING  SPECIALTIES 
425  FOURTH  AVENUE 
NEW  YORK  16,  N.  Y, 


(;i\K  BLOOD  .NOW 
(]all  'Tour 
BKI)  CBOSS 
Today! 

.NATION  VI, 


BLOOD  PB0(;B AM 


New  Products 

(ContiniH'd  from  Page  135) 

:  .single  door  clo.sed  flush  to  the  door 
I  jamb.  Identical  units  serve  either 
sinKle  or  double  dottrs  and  will  be 
standard  equijtment  with  all  doors 
j  after  April  1. 

!  The  new  handle,  of  molded  phe- 
,  nolic  plastic,  will  be  offered  in  only 
i  one  color,  a  lisrht  neutral  Kniy.  -Ac¬ 
tual  closure  is  effected  without 
,  moving  parts,  by  a  simple  friction 
^  catch  in.sert  of  nylon.  A  desijrn  pat¬ 
ent  has  been  applied  for  on  the 
I  unit. 

The  handle  and  latch  hardware 
will  be  packed  with  each  door,  for 
installation  on  the  jot) — an  opera¬ 
tion  simjile  enoujrh  for  .self-instal¬ 
lation  by  home  owners.  One-six¬ 
teenth  of  an  inch  may  be  routed 
out  to  install  t(»  latch  flush  with 
the  door  edjre,  or  it  may  be  installed 
without  recessinjr. 

V  *  * 

Liquid  Stops  Direct  Leaks 
Below  Grade  in  30  Seconds 

Dascpiik.  a  product  of  the  Da.sco 
Chemical  Co.,  Inc.,  will  stop  direct 
leaks  in  3(1  .seconds.  After  many 
years  of  laboratory  and  field  test- 
in.q  under  the  most  severe  condi¬ 
tions.  I)a.s(]uik  is  now  ready  for 
u.se.  Due  to  its  proven  performance 
in  tests  by  the  C. -S.  Army,  Air 
Force,  Navy,  as  well  as  other  (Gov¬ 
ernment  Installations,  water  de- 
l)arlments,  etc.,  the  manufacturer 
is  now  convinced  that  this  product 
exceeds  his  hijrh  standards  and  is 
l)lacin)r  it  upon  the  market  for 
Kcneral  u.se  effective  immediately 


Dasquik  is  an  extremely  fast- 
settinjr  |)uri)le  liquid  that  has  been 
developt>d  for  extreme  pressure 
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Sell  a  "HOME  of  DISTINCTION"  a  ith  the 


tMr  ALL-ALUMINUM 


DOORS 


*  Available  in  ('lear,  <lpa(]ue  or 
Solex  Glass 

*  Inside  and  Outside  Aliiniiniim 
Door  Krarnes 

*  Stainless  Steel  Kastenings 
riiroiighoiit 

*  Door  Knob,  I-ock  and  K«‘\ 

*  All  Hardware  Ineliided 

*  Heavy  Duly  Hoto  Operator 

*  Heeessed  Aluinitiuni  Screens 

*  Ibitl  Type  (iorners 

*  (aineealed  Hin<ie>- 


*  Hull  1"  Tbiek 


0%  Scaame/i  at  a 

t/ie  TVxolt 


FHOM  Till.  M  4K  Elis  HI  Sin  EH  DOOR 


leaks  ajrainst  pressure  without  re¬ 
moving  the  pressure  and  even 
when  used  by  unskilled  labor,  will 
>rive  .satisfactory  and  permanent 
results. 

Da.squik  does  not  contain  Cal¬ 
cium  Chloride,  Ammonium  Ste- 
rates.  Metallic  Silicones  or  other 
so-called  “waterprootinjr  agents”, 

The  Da.sco  Co.,  Dept.  BS,  1602 
Thames  St.,  Baltimore  Ill,  Md. 

m  *  * 

Deck  Truck  Specially 
Made  for  Storm  Windows 

The  Leebaw  Mfgr.  Co.  has  devel¬ 
oped  a  deck  truck  built  specifically 
for  the  storm  window  industry, 
r.se  of  this  truck  eliminates  .sep¬ 
arate  handlinj?  and  makes  it  pos¬ 
sible  to  keep  complete  orders  to¬ 
gether  in  prejjaration  for  ship¬ 
ment. 


It  is  built  of  steel  and  pipe  com¬ 
pletely  welded  toyrether.  The  end 
l)anels  are  collapsible  for  ease  of 
storinir  when  not  in  use.  Floor  is 
(•f  1"  oak  ))lanks  which  an*  remov¬ 
able  for  cleaning.  Wheels  are  5" 
hard  rubber,  swivel  type. 

L(‘ebaw  MtV.  Co..  Dept.  BS.  6.") 
Wayne  Ave..  Youngstown  2.  (). 

»  ♦  * 

Birch-Finish  Steel 
Sliding  Closet  Doors 

('ombininjr  the  advantaKes  of 
steel  with  the  beauty  of  birch 
wood  yrrain.  Detroit  Steel  Froducts 
Company  has  introduced  a  new 
Fenestra  birch-finish  slidinir  clo.set 
d(K)r  unit  that  comes  complete  in 
one  package. 


Door  panels  of  the.se  new  Fen¬ 
estra  units  are  finished  in  baked 
enamel  birch  yrrain  or  in  yr^ay 
primer,  as  desired.  The  baked 
enamel  is  durable,  ea.sy  to  clean 
and  keep  clean,  and  requires  no 
additional  paintinjr.  Becau.se  the 
doors  are  made  of  steel,  they  are 
fire-safe  and  always  operate  easily, 
since  steel  can’t  warp,  swell,  shrink 
or  splinter.  They  are  available  for 
I?  ft.  and  .')  ft.  openiiiKs,  with  two 
by-size  panels  for  each. 


Construction  and  installation  are 
such  as  to  permit  u.se  of  the  b'en- 
estra  sliding  closet  door  units  in 
both  new  construction  and  in  re¬ 
modeling.  The  d<M)r  units,  including 
doors,  track,  guides,  and  hardware, 
are  shipped  knocked  down,  com¬ 
plete  in  one  carton.  Doors  are  pre¬ 
pared  for  hardware  at  the  fact*)ry, 
and  all  hardware  snaps  easily  into 
place  with  no  screws,  nuts  or  bolts 
re(iuired.  Nylon  rollers  a.ssure 
(VontinuKl  on  lltS) 
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H  sc 

TRACK’EZE 

ALUMINUM  LUBRICANT 


Sticking  and  binding  aluminum 
windows  slide  like  magic  with 
one  application  of  amazing  HSC 
TRACK-EZE.  One  tube  will  treat 
20  or  more  one,  two  or  three 
track  windows. 

Stop  those  headaches  (Better 
than  aspirin)  from  customer  com¬ 
plaints  of  troublesome  windows. 
Prevents  corrosion.  Makes  win¬ 
dows  operate  freely.  Not  af¬ 
fected  by  temperature. 

Send  $1.00  for  regular  intro¬ 
ductory  size  tube  of  TRACK-EZE 
—  See  for  yourself  what  an 
amazing  product  it  is. 


SILVER'S  STANDARD  EQUIPMENT  CO. 


Hai  cnal  Distr^hufO'^ 

1308  Western  Avenue 
South  Bend  19,  Indiana 


New  Products 

(Cdtitiiiiu'd  fHim  i;>7) 

(juiet,  troiihk'-fn'e  opera¬ 
tion,  and  nylon  roller  guide  keej)- 
er:-!.  l)oimd  in  felt,  prevent  .sway 
and  derailing. 


Further  infoiinalion  is  available 
by  writing  Detroit  Steel  Frodiicts 
Co.,  I).>pt.  I’..^.  :’.281  (Iridin  St.. 
Detroit  11,  Miiliigan. 

*  !'!  * 

New  Operating  Device 
Fcr  Awning  Windows 

'I'lie  <-ver  iiitreising  \ogue  (d’ 
r;ineh  t'pe  designs  for  homes 
throughout  the  eoiintry  is  ri  llee<ed 
in  the  ii  »•  of  lop  hinged  or  awning 
l\  pe  windows,  'l  iu-  Ca;  etueul  1  ir  f- 
ware  (  i.mpan\  has  dexelop.ed  a.i 
o])era1ing  dr'viee  whieh  perm  I - 
pt'ifeel  (ainlrol  of  tin*  .'a  h  in  ai’\ 
proieeted  ito.silion.  with  absoluit* 
elosure  against  the  weat  hersj  i-ip 
seal.  Ojteration  is  an omitlislK'd  l.v 


handle  through  the  sena'ii,  with- 
<»ut  the  neeessity  of  rtmioving  the 
screen.  'I'he  operator  works  on  a 
sliding  bar  with  an  easy  non-chat¬ 
tering  clutch  action,  which  takes  a 


MONEY 

TALKS!! 


Easy  to  fobricate,  100%  quality,  VULCO 
Aluminum  Screens  sell  themselves  on 
sight.  It  will  pay  you  to  get  all  details 
and  add  this  feature  to  your  sales. 
VULCO  will  make  you  money!!  ACT 
NOW. 

Vulcan  Metal  Products 

2801  6th  Avenue  South 
Birmingham,  Ala.  Phone  4-S423 
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CALBAR  CAULKINQ  COMPOUHD 
in  26  PimAHlHl  COLORS 


•  •  to  match  or  harmonize  with 
all  building  materials 

Now  select  a  CALBAR  Caulking  Compound  to  match 
brick,  asbestos-cement  siding,  shingles,  metal  or 
wood  ...  in  ANY  color  required  .  .  .  including 
black,  brilliant  white  or  aluminum.  And  remember, 
CALBAR  is  non-hardening  and  non  staining,  and 
complies  with  Federal  Specifications  and  those  of 
the  Asbestos  Cement  Products  Association. 

Write  today  for  complete  Information 

CALBAR  PAINT  &  VARNISH  CO. 

2612-26  N.  Martha  St.  •  Phila.  25,  Pa. 

Manufacturers  of  Technical  Products 


vertical  load  in  .sa.'^h  widths  ui)  to 
forty-five  inches. 

The  operators  are  made  in  two 
sizes — .\os.  ('1121  and  ('’1122 — foi’ 
varied  window  sizes  and  weiprhts. 
and  can  he  mounted  on  either  rieht 
or  left  side  of  th(‘  jamh.  The  non- 
operated  side  of  the  sash  is  con¬ 
trolled  hy  a  snuKjtcr  which  work< 
automatically  in  holding  the  sash  / 
tiprhtly  in  place  when  clost-d,  and  [. 
resists  warpapre. 

('a.sement  Hardware  Co..  Dejit. 

HS.  ()12  -V.  Michigan  Ave..  Chicago 
11.  III. 

»  «  * 

Big  New  Brochure  Makes 
Every  Wedgewood 
Salesman  an  Expert 

Filled  with  stimulating  ideas  and 
facts  to  help  boost  sales  of  W’edire- 
W’ood.  a  new.  dramatic.ally  illus¬ 
trated  l()-pa>re  brochure  is  now 
available  to  dealers  from  the 
(JtHirjria-Pacific  Plywood  ('omi>any. 
makers  of  (his  new  textiiri'd  ply¬ 
wood  wall  paneling  for  homes  and 
commercial  buildinjrs. 

.Armed  with  this  inn-prinit  ive 
and  practical  sales  aid.  evi'yy  deal¬ 
er  can  become  a  V\’edpre','’ood  sales 
expert.  The  profit-buildinjr  Ixtoklet 
offers  all  the  knowledge  and  know¬ 
how  needed  to  tell  the  compUde 
and  impre.ssive  WedjreW'ood  story 
to  builders,  architects,  contractors 
and  consumers. 

Scientifically  planned  for  maxi¬ 
mum  etfectiveness  and  readability, 
the  papres  unfold  a  fascinatinpr 
combination  of  facts,  drawinjrs 
and  photographs  that  spur  sale.s- 
men  to  “tell  them  and  .sell  them.” 

(Jives  Profitable  Sales  Tips 

'I'he  front  cover  features  this 
convincing  .selliiiK  slant:  “WedRe- 
Wood  is  more  than  a  w’all  covering.. 

It’s  a  wall  in  it. self.  It  cuts  instal¬ 
lation  and  tinishiriK  costs.” 

Another  sellinjr  anjrlc  that 
strikes  home  with  consumers  is  the 
fact  that  “for  hundreds  of  years, 
fine  wood  wall  paneling  has  dis¬ 
tinguished  the  richest  and  most 
luxurious  homes.”  By  making-  this 
point  clear  to  prospects,  by  show- 


iiiK  them  the  reproductions  of  aris¬ 
tocratic  paneled  I'ooms,  the  sales¬ 
man  .sets  the  stajre  for  a  di.scussion 
'  f  Wed^e  Wood’s  luxurious  ap¬ 
pearance  at  bargain  cost. 

Other  pajres  show  WedireWood 
in  various  nsim  .settings,  iirovin^ 
that  this  product  lends  elegance 
and  charm  to  living-room,  library, 
guest  room,  game  room,  dining- 
rcKim  or  alcove  at  a  cost  as  low  as 
conventional  walla. 


Still  another  sales-clincher  is 
pictorial  proof  that  WedgeWood 
blends  distinctively  with  any  deco- 
nitor  accessory  and  al.so  creat«‘s 
new  decorator  versatility  in  every 
home  and  in  every  place  of  busi¬ 
ness. 

Increases  Value  of  Properly 
A  special  advantage  of  VVedge- 
VA'ood  that  .salesmen  can  .stre.ss  is 
that  paneling  with  VVedgeVVood 
(Continued  on  Page  140) 
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SPECIAllY  TREATED  STAIN.  EXCLUSIVE  INTERLOCK  AND  VENTILATING  FEATURES. 
5  QUARTER  FRAME. 

PAPOOSE  THE  MOST  ECONOMICAL  REDWOOD  COMBINATION, 
irs  PRICED  FOR  VOLUME. 

_ KCLUSIVE  TERRITORIES  OPEN  TO  ALERT  DEALERS  AND  DISTRIBUTORS 


MANUFACTURING  COMPANY 


WRITE,  WIRE  or  PHONE 
DEPT  G-S 

13330  W.  McNicholas  Rd. 

Detroit  35,  Mich.  UNiversity  4-7134 


OVERCOME 

PRICE 

RESISTANCE 

wilh 


REDWOOD  COMOINATION 
STORM  WINDOWS 


CERTIFIED  KILN-DRIED 
CALIFORNIA  REDWOOD 


New  Products 

(Continued  from  Page  189) 

increa.ses  the  value  of  the  property. 

The  booklet  contain.s  photostatic 
copies  of  newspaper  advertise¬ 
ments  offering  homes  for  .sale  at 
very  hijrh  prices  simply  because 
they  contain  one  or  two  pane’ed 
rooms.  Enthusiastic  endorsement 
of  W'edjreWofKl’s  property-improve¬ 
ment  value  is  furnished  by  actual 
quotations  from  unsolicited  testi¬ 
monial  letters. 

Amonjf  the  unique  features  of 
the  brwhure  is  the  pajre  that  pro¬ 
vides  comparative  cost  sheets  so 
that  the  prospective  customer  may 
prove  for  himself  the  low  cost  of 
\VedKeW(K)d  in  compari.son  with 
other  decorative  wall  panelinprs  and 
wall  construction. 

The  prospect  is  invited  to  fill  in 
the  blank  spaces  with  correct  lo¬ 
cal  cost  fijrures  for  each  product 
and  the  labor  needed  to  install  and 
finish  it.  The  comparative  low  price 
of  VV'edjreWood  in  the  adjacent  col¬ 
umn  has  a  dollars-and-cents  attrac¬ 
tion  which  cannot  be  iKnored. 


STAINLESS  STEEL 

HEAT  TREAT  HARDENED 
SHEET  METAL  SCREWS 


r 


Will  Not  Rust 
No  Thread  Stripping 
Heads  Won't  Snap  Off 
Low  In  Cost 

Economical  to  Use  •  Attractive 
in  Appearance  •  Foolproof 

Immediate  Deliyery  Without  Priorities 


fxpress/y  Adapted  to  KD  Installations  as  Well 
as  fabricating  All  Windows  and  Doors 


AAod*  of  Type  410  Sfoitiless  Steel  tpeciolly 
heot  treoted  ond  polished  for  extreme  threod 
cutting  strength  ond  moximum  corrosion  rc> 
sistoncc. 

Iliminotes  the  rusting  experienced  with 
codmium  or  chrome  ploted  screws. 

Speciol  heot  treotment  insures  toughness 
and  hardness  necessory  to  resist  stripping  of 


threodi,  head  breofcoge,  dqmoge  to  slots,  etc. 

Stocked  in  Round  Hcod,  Binder  Heod,  ond 
Ovol  Cts'k  Heod  styles,  in  diameters  4>^t-10 
ond  12  ond  in  lengths  H"* 

Mode  to  your  order  in  other  sixes  ond 
heod  styles.  Also  ovoiloble  to  order  in  Phillips 
recessed  heod,  guontity  permitting. 

Let  us  quote  you  on  your  requirementt. 


Industrial  Steels,  Inc. 

:S  . . . 


«  A  M  1^  H  I  I  >  «  .  1 


4  ; 


(lives  .4B('  of  Installation 

“Anyone  who  can  hammer  a  nail 
can  install  WedjreWoml,”  the  book¬ 
let  claim.s,  and  shows  in  i)hoto- 
Kvaphs  and  text  that  installation 
and  finishinK  of  the  })roduct  is  re¬ 
duced  to  ABC'  simj)licity  for  the 
averatre  home-owner.  The  budyet- 
wi.se.  labor-saviny  benefit  of 
\\’edye\\’ood  is  a  strony  selliny 
point. 

Five  yrajihic  illustrations  show 
the  consumer  how  he  may  install 
the  product  to  achieve  decorative 
effects  in  hotel,  motel,  yame  room, 
.salesroom,  restaurant  and  in  the 
home.  Other  illustrations  demon¬ 
strate  the  u.se  of  WedyeWood  in 
strips,  .squares,  diamonds  and 
combinations  of  panels,  as  well  as 
with  fabrics,  paints,  wall})aper  and 
furnishinys. 

This  biy  brochure  is  ammuni¬ 
tion-plus  for  every  dealer  and  deal¬ 
er  salesman  wh(»  takes  advantaye 
of  VVedyeWLKHl’s  limitless  iTrofit 
possibilities. 
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B.  S.  Reporter 

{('outitnud  front  Page  129) 

New  Appointments  at 
Lau  Blower  Co. 

Thomas  I.  Hyrd,  Vice  President 
of  The  Lau  Blower  Company  nf 
Dayton,  Ohio  —  world’s  largest 
manufacturers  of  fans  and  blowers 
— announces  two  new  appoint¬ 
ments. 


T.  H.  Martin  Edward  V.  Sullivan 


P’dward  Sullivan  has  been 
jiromoted  to  Sales  Manager  of  The 
Lau  Blower  (’ompany’s  Fan  Divi¬ 
sion.  Before  he  joined  The  Lau 
Blower  (’ompany  four  years  ago, 
Sullivan  was  an  Account  Executive 
with  the  Hutzler  Advertising  Agen¬ 
cy,  al.so  of  Dayton,  Ohio. 

Thomas  H.  Martin  was  named 
.Manager  of  Advertising  and  Sales 
Promotion,  the  post  formerly  held 
by  Sullivan.  Martin  has  been  asso¬ 
ciated  with  the  Mon.santo  Chemical 
(.'ompany’s  Mound  Laboratory  at 
.Miamisburg.  Ohio.  He  was  Super¬ 
visor  of  (Jraphic  Services. 

Byrd  explained  that  the.se  new 
a|)pointments  were  nece.ssary  be¬ 
cause  of  the  continued  expansion 
and  development  of  the  company. 
He  added  that  The  Lau  Blower 
Company  is  preparing  for  record- 
breaking  sales  in  ’.')3  with  their  new¬ 
line  of  consumer  and  industrial 
fans  and  blowers. 

^ 

Tough  Competition  Seen 
For  Bldg.  Product  Mirs. 

Building  product  manufacturers, 
facing  a  really  tough  competitive 
market  for  the  first  time  in  more 
than  a  decade,  gathered  recently  in 
Uye,  New  York,  to  trade  ideas  and 
hear  advice  on  how  to  get  their 


Special  B//lletiu  for 

MANUFAHURERS  •  DISTRIBUTORS  •  INSTALLERS 

of  Storm  and  Screen  Doors 


who  are  interested  in  sav¬ 
ing  50%  of  your  hardware 
installation  costs. 


New  keyed  latches  and  regular  latches 
that  have  every  modern  function:  Posi¬ 
tive  Security,  Beautiful  New  Design, 
Sturdy  Construction. 


Door  Closers  and  Chain  Door  Protec 
tors  that  are  guaranteed  for  10  years, 


Plated  or  Stainless  Steel  Hinges  en¬ 
gineered  to  your  specific  requirements. 


Complete  Package  Units  or  Individual  Items 


for  our  announcement 
in  the  next  issue 


BRASS  WORKS/  Inc.  250  e.  sth  st.  •  st.  paul  1,  Minnesota 


.-^hari*  of  the  $40  billiou-iilu.-<  cou- 
.struction  market  foreca.st  for  19.53. 

('ompany  adverti.-<ing  and  sale.s 
managers,  agency  officials,  and  pro¬ 
motional  sj)eciali.sts  told  them  that 
competition  will  be  keener  than  in 
many  years  Ijoth  because  plant  ca¬ 
pacity  has  been  exi)anded  greatly 
and  becau.se  a  ho.st  of  new  and  im- 
lu’oved  products  will  be  fighting  for 
acce|)tance. 

During  the  two-day  conference, 
sponsored  by  The  Producers’  Coun¬ 


cil,  national  organization  of  build¬ 
ing  product  manufacturers,  speak¬ 
ers  urged  the  producers  to  give 
architects  and  builders  and  dealer.- 
the  tyi»e  of  factual  copy  they  want 
in  their  publication  advertising 
and  technical  literature,  to  shariH-n 
up  their  consumer  ailvertising 
copy,  to  tackle  head-on  the  task  of 
re.selling  .salesmanship  to  their 
sale.s  representatives,  to  develop  a 
dependable  means  of  measuring  the 
(('out inttnl  <tn  Png*  142) 
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Unusual- 


WINDOW  AND  DOOR  OFFER! 


Triple  Action  SCLf -STORING  CUSTOM  MADE  WINDOW 


REDUCED  PRICES! 


Combination  Window 
with  full  longth  inter- 
locking  mooting  roil. 

IMMIDIATI  DELIVERY!  To  oil  poinn  im 
Middia  AHontit  Stataa.  « 

SMALL  INVESTMENT!  Big  proBtt  on  low 
inillol  oulloy. 

EASY  INSTALLATION!  A  euilom-moda 
window  to  lit  any  typa  froma. 


PICTUHe  WINDOW  STYLE 
COMBINATION  STORM 
end  SCREEN  WINDOW 


TRI-SfAL  DoLumo  Combination  Aiuminum  Storm  Door  it  of  heavy 
hollow  tontiruclion  (03  ST  S  Aluminum  Alloy) . . .  Heavy  Kick  Plate 
(embotted  design) . . .  Z-Sar  or  Expansion  instollotion  frame  .  . .  Three 
stainless  steel  hinges  for  right  or  left  hand  installation  . . .  Adjustoble 
till  strip  . . .  Rivnut  insert  Locking  Device  . . .  Heavy  duty  gussets  provide 
corner-construction  reinforced  with  4  screws  and  2  rivets  for  permanent 
rigidity  . . .  Finest  hardware.  PRICED  RIGHT. 

A  few  choice  franchise  larritoria*  §till 
available  to  qualified  dealers.  Join 
our  sotisfied  TRI-SEAL  Distributors. 

ACT  NOW!  Phone  or  wire  Collect 


MORE  SALES! 

MORE  PROFITS  with 


Bondstone 


Krj;.  II.  S.  I’al.  Ofl. 


rill  m  TMM'ifc  -  itT 


r 
a 

H  i-/  r. 


•i^ 


,  BACKED  BY  BIGGER  &  BETTER  ADVERTISING 
IN  NATIONAL  CONSUMER  MAGAZINES 

CALL  OR  WRITE  EMCO  CEMENT  PRODUCTS,  INC. 

SHAMOKIN,  PA.  o  Telophono:  Shamokin  8-6884 


B.  S.  Reporter 

(Cotitimied  fvoni  Page  141) 

effectiveness  of  trade  and  conven¬ 
tion  exhibits,  and  to  enpage  in  ad¬ 
vance  re.search  on  the  selling  power 
of  their  promotional  programs. 


Kerr  Appoints  Sales  Engineer 
To  Plastics  Division 

Mr.  Jack  Whitehead,  with  the 
Kerr  Panel  Division  Re.search  De¬ 
partment  of  Alexander  H.  Kerr  & 
('ompany,  Inc.,  Burbank,  Califor¬ 
nia,  has  been  appointed  Sales  En¬ 
gineer  and  transferred  to  the  exec¬ 
utive  offices  at  .'1440  Wilshire  Boule¬ 
vard,  Los  Angeles  5,  California. 


JACK  WHITEHEAD 


•Mrs.  Alexander  H.  Kerr,  I’resi- 
de’it,  states  that  Mr.  Whitehead 
will  siijiervise  distriliiition  iilans 
for  llippolite  corrugateel  plastic 
st  1  uctiiral  panels,  which  is  the  new¬ 
est  product  being  jn-odiiced  by  the 
Kei  r  Oi  ganization. 


Borg-Warner  Appoints 
E.  L.  Black  and  J.  P.  Selberg 

A|)pointment  of  Krne.st  L  Black 
as  Manager  and  .lohn  P.  Selberg  as 
Chief  Engineer  of  the  newly  form¬ 
ed  Petro-Mechanics  Research  Divi¬ 
sion  of  Borg-Warner  Corj).  was  an¬ 
nounced  recently.  The  division, 
which  was  organized  {irimarily  to 
direct  the  develoi»ment  of  an  earth- 
penet  rating  drill  that  utilizes 
acoustic  vibrations,  will  be  located 
at  Burbank  Blvd.,  N’orth  Hol¬ 

lywood,  Calif. 

Mr.  Black  was  Acting  Manager 
of  the  Manufacturing  Division  of 
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Pacific  Airmotive  Corp.  immediate¬ 
ly  prior  to  joining  BorK-Warner. 
He  also  has  served  Pacific  Airmo¬ 
tive  as  Plant  KiiRineer,  as  Assist¬ 
ant  Chief  Engineer  and  as  Assist¬ 
ant  Manager  of  the  Aircraft  Divi¬ 
sion.  He  has  been  a  consulting  en¬ 
gineer  and  was  General  Manager 
of  Pacific  Re.search  Foundation 
(now  Standard  Research  ln.sti- 
tute).  He  was  graduated  from 
Texas  A  &  M  in 

Mr.  Selberg  was  previously  Chief  , 
Engineer  of  the  IDECO-TorranceJ 
Calif.,  Division  of  Dresser  Equip¬ 
ment  (’’o.  (formerly  International 
Derrick  &  Equipment  ('o.)  He  was 
graduated  from  ('al-Tech  as  a  civil 
engineer  in  19.‘t7. 


1953  New  Hones  Seen 
Harder  To  Sell 

Lumber  dealers  were  told  that 
new  hou.ses  are  going  to  be  harder 
to  sell  this  year,  and  that  building 
material  inventories  should  be  kept 
at  "rea.sonable  levels." 

The  prediction  came  from  Roy 
Wenziick  of  St.  Louis,  analyst  of 
real  estate  and  construction  trends, 

in  a  talk  to  the  Xortheastern  Retail  St’lliufi 

Lumbermen’s  Association  which 
opened  its  59th  annual  meeting.  fl 

"It  is  going  to  be  more  ditficult 
to  sell  new  houses  in  1953  than  it  ALI 

was  in  1952."  Mr.  Wenziick  said.  Combination  Screen  &  Storm  Windows 

"The  real  shortage  in  most  com¬ 
munities  no  longer  exists,  and  in 
.some  communities  a  slight  surplus 
is  starting  develop." 

Mr.  Wenziick  forecast  that  total 
dollar  volume  of  con.struction  this 
year  will  be  “approximately  equal 
to  1952,  probably  varying  by  only 
one  per  cent.” 

Commercial  building  will  be  up 
approximately  25  per  cent,  indu.s- 
trial  construction  down  25  per  cent, 
educational  up  (i  per  cent,  private 
hospitals  up  10  per  cent,  public 
construction  up  6  per  cent,  .social 
and  recreational  up  25  per  cent  and 
mi.scelianeous  non-residential  down 
10  per  cent,  he  predicted. 

He  .said  he  believed  it  likely  that 
l!t53  con.struction  costs  "are  more 
on  145) 


EXCLUSIVE  DEALERSHIPS  AVAILABLE 
LABOR  FREE!  TROUBLE  FREE!  PROFIT  HEAVY! 

-DOIBLE  TOm  YEULT  $  WLIME- 

"FACTORY  MADE" 

PRECISION  CUT  —  PRE-ASSEMBLED  —  PRIME  COATED 


GARAGES 


2  MEN 
ERECT  IN 
8  HOURS 


•  MILK 
HOUSES 

•  COHAGES 

•  UTILITY 
BUILDINGS 


WRITE  FOR  DETAILS 


Manufactured  by 

BAY-WEL  g  INC. 

2301  WILLOW  ST. 


•  MADE  UP  IN  7' 
SECTIONS 

•  4  SECTION  OVER 
HEAD  DOORS 

•  DOORS  t  WIN 
DOWS  CASED  IN 

•  NO  EXTRAS 
TO  BUY 


PHONE: 

ADAMS  2010 
GREEN  BAY,  WIS. 


RTIFIED 


Everything  Yon  Want  for 
Competitive  Selling 

DELUXE 

Interlocking,  Extruded 

3-TRACK  and  2-TRA(K 

SELFSTORING  •  TAMPERPROOF 

Here  is  the  ideal  window  for  the  ajjftressive  dealer.  From 
i>ne  source  you  can  obtain  4-track  ASl)  2-track  windows  as 
well  as  combination  storm  d<K>rs.  Priced  rijcht  for  high  profits 
and  competitive  selling.  Our  years  of  experience  in  the  field 
assure  you  of  the  kind  of  association  you  want.  Write  or 
phone  today  for  complete  information  on  how  you  can 
increase  your  profits. 


a(^u-yiie^k  Co> 


1015  West  Diamond  Street 
Philadelphia  22.  Pennsylvania 
Telephone  FRemont  7  2500 
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Need  Easy 

MONEY? 

Who  doesn't?  The  answer  is 
VUICO  ALUMINUM  SCREEN, 
eosy  to  moke,  requires  very  little 
investment  and  tremendous  mar¬ 
gin  of  profit  —  ACT  NOW,  write, 
wire,  or  phone. 

Vulcan  Metal  Products 

7801  6th  Avtnue  South 
Birmingham,  Ala.  Phone  4-5423 


Giant  Hunter  plant  near  Bristol,  Pa.  Inset,  left,  shews  modern  entrance  to  offices. 


Hunter  Adds  Aluminum 
D  H  Windows  To  Its  Line 


Ivocated  in  the  heart  of  the  area, 
borderiiiK  the  Delaware  River  in 
ea.'^tern  Penn.sylvania,  the  Hunter 
Manufaeturinjf  Corporation  plant 
is  rapidly  beinj?  surrounded  by  a 
swiftly  emerjfing  metropolitan  dis¬ 
trict.  The  majrical  towns  of  F^airless 
Hills  and  Levittown,  with  a  com¬ 
bined  projected  urban  population 
of  30,000,  elbow  the  extensive  acre- 
ajre  containinj?  the  sixty -three 
structures  comprising  the  modern 
Hunter  installation.  On  the  horizon 
the  hufre  F'airle.ss  Works  of  the 
U.  S.  Steel  Corporation  is  in  initial 
operation,  and  a  myriad  of  planned 
manufacturiiifr  will  come  into  beinfr 
within  the  year. 

Near  Bristol,  Pa. 

A  few  miles  from  Bristol,  in  the 
midst  of  this  bustlinj?  activity,  the 
Hunter  Manufacturing  Corpora¬ 
tion  is  firmly  established  on  135 
acres  of  attractive  parkland  with 
288,000  square  feet  of  operating 
structures  and  an  expanding  fu¬ 
ture.  Well  verseil  in  the  commercial 
fabrication  of  aluminum  products 
for  the  building  trade  and  home  im¬ 
provement  industry,  it  al.so  includes 
a  completely  new  development  for 
aluminum  application  to  insulation 
of  hijjh  pre.ssure  steam  installa¬ 
tions  and  kindred  projects. 


Charles  E.  Hunter,  the  president 
and  active  general  manager,  is  well 
known  to  readers  of  Building  S]u~ 
cialticH  and  was  the  first  president 
of  the  National  Combination  Storm 
Window  and  Door  In.^titute.  Under 
his  leadership  the  orjjanization  per¬ 
formed  herculean  tasks  during:  the 
recent  aluminum  shortage  to  pre¬ 
vent  total  extinction  of  larjre  and 
small  commercial  fabricators. 

The  initial  commercial  enter- 
pri.se  of  the  Hunter  Manufacturing 
(^)rporation  began,  after  emer¬ 
gence  from  an  intensive  war  effort, 
with  a  realization  that  a  great  fu¬ 
ture  exi.sted  in  the  ajijilication  of 
aluminum  for  a  wide  variety  of 
building  requirements#  The  enor¬ 
mous  demand  for  dwellings  was 
foreseen,  and  an  equally  huge  mar¬ 
ket  in  home  betterment  awaited  the 
enterprising  manufacturer  and 
dealer.  With  a  carefully  designed 
and  original  combination  storm 
sash  as  a  leader,  the  Hunter  organ¬ 
ization  grew  into  many  other  fields 
with  sure  progress  in  varied  lines 
supplying  home  renovators  and 
contracting  builders. 

A  new  division  manufacturing 
aluminum  double  hung  windows  is 
well  on  its  way  towards  succe.'sful 
national  distribution. 

An  unusual  factor  contributing 
to  the  overall  success  of  the  Hunter 
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operation  is  an  excellently  staffed 
enjrineerinK  division  and  an  effi¬ 
cient  tool  room  dedicated  to  preci¬ 
sion  die  work  and  building  of  spe- 
cialized  machinery  utilized 
throughout  the  plant. 

Visits  by  those  interested  in  the 
construct  ion  and  home  improve¬ 
ment  Held  are  always  welcomed  to¬ 
ward  possible  mutual  helpfulness, 
and  i)articular  attention  is  given  to 
suggested  new  |)roducts  from  alu¬ 
minum  that  may  tind  large  markets 
nece.ssary  in  economical  cpiantity 
production. 


*  New  Homes 

iContiiiiod  from  Pnjir  14;{) 
apt  to  have  a  slight  droj)  from  their 
present  levels  than  a  slight  rise.” 
Rut,  he  added,  general  business 
activity  will  continue  at  a  high 
level.  He  predicted  a  “slight  in¬ 
crease"  in  the  purchasing  power  of 
the  dollar  during  the  next  three 
or  four  years,  to  be  followed  by  “a 
period  in  which  the  purchasing 
power  of  the  dollar  will  again  de¬ 
crease,  reaching  a  new  low  some 
time  in  the  sixties." 

Other  speakers  warned  the  deal¬ 
ers  they  must  get  out  and  sell.  , 

■‘Our  job  today,”  President 
Frank  11.  Morin  told  the  conven¬ 
tion,  “is  to  study  the  needs  of  con¬ 
sumers,  to  meet  their  requirements 
with  ideas  which  will  transform 
old  houses  into  modern  homes,  and 
which  will  Hnd  new  and  Indtcr  uses 
for  lumber,  brick,  plywood  and 
metals  in  stores  and  factories.” 

Paul  S.  ('oilier  of  Rochester, 
N.  V..  executive  vice-i)resident, 
said,  “unless  we  meet  the  competi¬ 
tion  of  other  industries,  of  automo¬ 
biles,  television  and  travel,  unless 
we  .secure  our  share  of  the  dispos- 
able  national  income,  our  j)osition 
in  the  economic  structure  will  be  in 
jeopardy." 

♦  «  * 

Architects  Find 
Outlook  Cheerful 

.A  slight  drop  in  building  activity 
in  the  Middle  Atlantic,  New  h'ng- 
(('onfinuctl  on  Pof/c  146) 


The 
in  the 


f 


Business. 

lL4r 


Tlif  '‘Triple  Traci'’  Slays  Said 

We  ask  you  honestly  —  Compare  STO-A-CO  triple  track  com¬ 
bination  windows  and  doors  with  any  other  combination  on  the 
market.  Compare  STO-A-CO  for  appearance  and  style  —  for 
smooth,  permanent  trouble-free  TRIPLE  TRACK  operation.  Com¬ 
pare  them  any  way  you'd  like.  STO-A-CO  products  are  built  to 
stay  sold  —  that's  why  more  and  more  smart  home  owners  are 
turning  to  STO-A-CO.  Every  demonstration  proves  their  suoer- 
ior  quality. 

assembly  plants  strategically  located 

To  Give  Prompt  Efficient  Service 
Distributorthip  Inquiries  Invited 
Member  of  the  National  Combination  Storm  Window  and  Door  Initilute,  Int 

"tlUlT  PM  IN(  MOATHn  TO  lAST  PMfVai’' 

POST  OPHCI  BOX  *7  Waylond  24tl  *^CO,  OHIO 


DCALCRS:  DISTRIBUTORS: 


that  MORT  StoAco  is  the 
rrost  wanted,  most  widely  imi 
rated  triple-track  storm  window 
in  the  industry  is  merely  a  mat¬ 
ter  of  record 

No  other  aluminum  storm 
sash  offers  more  sales  appeal 
and  more  profits  for  you. 

Territories  now  open  tor  re¬ 
liable  dealers  and  distributors 

FOR  INFORMATION  WRITE  OR  VISIT  OUR  PLANT  IN 
PHILADELPHIA 


moRi^ 


4th  &  GIRARD  AVE. 
PHILADELPHIA  23 


I45 


(S  Home  Improvement  Dealer 


Dustite 

GASKET 


For  Metal 
Casement 
Windows 


The  Owtttte  gotkei  ii  wirh  on  *«t>wded  »eo' 

•ng  lip.  *o  keep  me»o»  c«»emeni  wmdowt  OUST  TIGHT.  STCMIa' 


TIGHT,  OtAM  TIGHT.  RAIN  TIGHT,  end  WIND  TIGHT  Eoiy 
•e  Niifeil 


In  Summer  DUSTITE  seols  outside  heot  from  oir 
conditioned  liomcs. 

Excellent  for  use  m  control  of  condcnsotion  { 
where  storm  windows  ore  used  A  smoil  od  in 
your  iocol  poper  will  outomoticolly  brin^  pros¬ 
pects  for  storm  windows  into  your  soles  room 
without  convossmg  Ouitite  Gosket  ts  o  rcol 
troffic  builder  ond  prospect  finder  for  storm 
windows  ond  oM  home  improvement  items.  Sold  I 
under  ten-doy  money  bock  guorontee 

DUSTITE 

PRODUCTS  COMPANY 

«  CANTUpiMV  DR.  •  DATTON  «.  OHIO 


DEALERS  WANTED 

WRITE  FOR  FULL  DETAILS 


Attention! 

MARYLAND  DEALERS 

A  Complete 
Package  Deal! 

Prompt  Delivery 
and  Service ! ! 

• 

featuring  Aluminum 

♦  DOORS  ★  WINDOWS 

*  AWNINGS  *  GRILLES 

• 

Morylond's  tostest  growing  olumtnum  storm  window 
ond  owning  distributor  has  o  limited  number  of 
profit  moking  opportunities  ovoilobic  for  quolified 
deolers  We  corry  oil  inventory  ond  con  orrongc 
finoncmg,  instollotion  ond  servicing,  if  desired 


DIAL  WITH  JUST  ONE 
COMPANY!  NO  INVEST- 
MENT  NECESSARY! 


Call  or  Write 

STORMCO  (OMPANY,  INC. 

431  E.  2Sth  Street  Baltimore  18,  Md 
Telephone  Hopkins  6437 


Architects  Find 

{('otiti tilted  frtmi  Patie  145) 

land  and  Central  States  is  the  only 
dark  spot  in  a  jrenerally  optimi.stie 
report  from  the  American  In.stitute 
of  Architects. 

Current  work  in  architects  offices, 
which  reflects  over-all  conditions 
in  the  building  industry,  is  up  55.8 
per  cent  on  the  Pacific  ('oast.  Sub¬ 
stantial  increases  also  are  reported 
from  the  Northw'est,  (lulf  States 
and  South  Atlantic  districts. 

Activity  is  being  maintained  at 
last  year’s  high  level  in  the  (Ireat 
Lakes,  Western  Mountain,  Texas, 
North  Central  and  New  York  re¬ 
gions,  the  Institute  reported. 

Building  activity  in  the  South  is 
part  of  the  rapid  industrialization 
now  taking  place  there  and  is  ex¬ 
pected  to  continue  to  accelerate,  the 
In.stitute  indicated. 

Shortages  in  structural  steel,  cop¬ 
per  and  aluminum  are  no  longer 
the  factor  that  they  were  last  year 
and  the.se  materials  are  now  readily 
obtainable  on  the  open  market  at 
normal  or  near  normal  levels  the 
report  added. 

*  *  * 

Construction  Boom  In  1952 
Hit  An  All-Time  High 

It  has  become  virtually  certain 
that  construction  totals  for  15152 
will  .suri)a.s.s  the  |)revious  all-time 
high  of  15)51.  F.  W.  Dodge  Corpo¬ 
ration  announced  that  its  Novem¬ 
ber  reports  of  contract  awards  for 
the  .‘17  eastern  states  brought  the 
year’s  total  for  11  months  to  5  per 
cent  over  the  11  month  tigure  for 
last  year. 

The  Dodge  Reports  .so  far  this 
month  are  running  at  a  rate  which 
makes  it  seem  a  mathematical  im- 
jxi.s.sibility  for  this  year  to  fall 
below  the  15)51  total,  the  company 
stated. 

The  1! -month  figure  is  $15.:507,- 
552.l)()().  Last  year’s  12-month  final 
tigure  was  .1:1 5,75 1.1. ’ll. 000. 

November  total  construction 
awards  of  $1,248.80:1.000  were  5 
j)er  cent  less  than  October  hut  .‘14 


Strike  back 


Bjf  savin (/  lives,  bi/  oas- 
iiif/  jKiiii,  bjf  iiiipvoviiif/ 
services  to  cancer  fm- 
tients,  bjf  suppovtinff 
research  that  will  find 
the  final  ansirers  to 
eaiieer . . . 

That  is  hoir  jfonr  dollars 
strike  back  at  cancer 
when  ipiii  (fire  them  to 
the  American  Cancer 
Soviet  If. 

Send  jfonr  pi  ft  today  by 
mailing  it  to  "Cancer" 
rare  of  your  bieal  post 
office. 


Give 

to  conquer 
cancer 


V 


V 


t 
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per  cent  ^treater  than  Nov.  litol. 

Individual  November  totals 
showed  non-residential  awards  at 
476.000,  2  per  cent  less  than 
October  but  41  |)er  cent  more  than 
November  lt)51.  Residential  was 
$r)28,425).000  or  12  per  cent  less 
than  October  but  It*  per  cent  more 
than  November  15*51.  Heavy  en^ri- 
neerinjr  awards  of  $258, 85)8, OOtt 
were  5)  per  cent  more  than  October 
and  62  per  cent  more  than  Novem¬ 
ber  15)51. 

♦  ♦  « 


Family  Size  Increase  To  Mean 
More  Home  Improvements 

As  the  size  of  American  families 
increases,  the  nml  for  remodelinjr 
and  improvintr  homes  is  certain  to 
increa.se.  Thousands  of  families 
now  living  in  small,  new  homes  find 
them.selves  cramped  for  space  as 
the  third  or  fourth  child  is  born. 
In  addition  to  building  porch  en¬ 
closures  on  new  homes  in  order  to 
Ket  e.xtra  space,  many  families  are 
movinjt  to  older  hou.ses  where  they 
often  finish  attics  and  basements, 
and  add  porch  enclosures. 

A  pronounced  shift  in  the  aver- 
aKe  size  of  American  families  from 
“small”  to  “moderate”  has  been  in 
projrress  since  15)40. 

Ke<'enl  Statistics 

Stati.sticians  of  Metropolitan  Life 
Insurance  ('o.  .said  recently  that 
the  trend  is  evidenced  by  the  in¬ 
creasing  rate  at  which  third,  fourth 
and  fifth  children  are  beinjf  iiorn 
into  the  family.  From  15)40  to  15)50 
— the  most  recent  years  for  which 
this  data  is  available. — the  birth 
rate  for  third  children  n^se  by  77 
per  cent,  for  fourth  children  by  50 
per  cent,  and  for  fifth  children  by 
27  per  cent. 

Huctuations  in  th»‘  liirih  rate  in 
the  United  States  since  the  bejr’n- 
ninjr  of  World  War  II,  the  sfiths- 
ticians  observe,  probably  are  with¬ 
out  parallel  in  the  country’s  history. 

The  early  war  years  brought  a 
definite  upswinfj-  in  births,  but  this 
iCoiifitnit  tl  0)1  Pane  145)) 


ftw  of  th#  many  stylos  of  hordworo  wo 


ANYTMNG..  EVERYTHING 

for  storm  window  manufacturers 


METAL  STAMPING  (0. 

3025  lost  SSth  Stroot  •  Clovtlond  27,  Ohio 


A  !•»»  t*rrltorl*»  »»lll 
avoilabl*  for  distributors 


Detroit  Distributors 


BROWN  DARNEU  (0 


Tor  Sales  and  Profits! 

TWO  TRACK  and  THREE  TRACK 
Aluminum  Combination 

WINDOWS  &  DOORS 

Two  track  and  three  track  windows,  casements,  and  doors. 
The  exact  window  to  meet  every  selling  requirement.  All 
extruded  aluminum  —  styled  right  and  priced  right. 


We  have  distributor  franchises  available  for  both  K.D. 
Finished  Windows  and  Doors. 


and 


DOOR 

GRILLES 


DOOR  SWEEPS 

•  Extruded  Aluminum 

•  White  Rubber  Sweep 

•  Elongated  holes  for 
easy  installation  and 
adjustment 

•  Low  Price  —  Imme¬ 
diate  Delivery 

INITIALS: 

NITE  CLO  finish,  cast 
n^um  num  with  nuts  and 
bolts  for  easy  installa 
tion 

Manufacturing  Company 

17  So.  7th  Ave.,  Long  Branch,  N  j 
Phone:  Long  Branch  6-6200 

N  w  Factor-f  Branch  ^  L  v  ro  fan®  St 
Dorchester  2T,  Voss  Phone  AVenue  2-3600 


Extruded  Aluminum 
Superior  Construction 
Write  for  our  catalogue  containing  com¬ 
plete  details  concerning  our  wide  range 
of  styles  and  sizes. 


NASH  MANUEACTURING  COMPANY 
17  So  7th  Avc.,  Lonq  Bronch,  N  i. 

Please  tend  m  full  deto  It  about  NASH  Wti 
dows  Doors,  end  Acccstorict 

NAME 

ADDRESS 

CITY  STATE 

bt 


&  Home  improvement  Dealer 
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Dealerships 
Available  (|0W 


AWNAIR 

ALUMINUM  AWNINGS 

Awnoir  oluminum  ownings  pock  o  powerful 
punch  for  plentiful  profits!  Deolers  ore  be¬ 
ing  sought  for  our  oggressive  promotion - 
minded  distributors  m  territories  eost  of 
the  Mississippi 

Awnoir  monufocturcs  oll-oluminum  own 
ings  for  every  type  of  window  and  porch — 
olso  potio  covers  ond  door  conopies  fhot 
excel  in  bcouty  ond  protection.  Awnoir 
louver-type  ownings  close,  open  or  slont  by 
turning  on  indoor  knob 

Deolers  will  hove  protected  territories 
ond  will  be  supplied  with  soles  oids  to  in¬ 
sure  high  profits  Deolers  will  also  benefit 
from  extensive  odvertising  by  distributors 
Severol  franchise  distributorships  ore  still 
open  for  exclusive  key  territories.  Write  for 
full  informotion 

AWNAIR 

CORPORATION  OF  AMERICA 
61  Pork  Avenue 
Poterson,  New  Jersey 


SPLINE 
GLAZING  STRIP 
GLAZING  CHANNELS 

6  COMPOUNDED  AND  EXTRUDED  TO 
^  YOUR  PARTICULAR  RECHIIHEMENTS 


Jorone  "B"  Vinyl  Plastic  —  the  ideal  insulator 
—  make  your  windows  REALLY  weather-tite. 
Seols  out  drafts,  dirt  and  rain. 

For  all  windows— wood, 
steel  or  aluminum. 


Specialists  in  custom  extrusions  for  over  25 
years.  Send  prints  for  quototion.  Samples  sent 
on  request. 


CoiH  ••  littiR  -  -  AdMi  so  MUCHI 


I APROW  PRODUCTy 


no  NO  lA  SAltl  ST.  CHICAGO  10 


I  Fierce  Gompetitioii  and  '^Buyer's  Market'' 
Predicted  for  Basic  U.  S.  Businesses 


I  AS  195:i  rolls  on,  we’ll  see  the 
fierce.st  competition  among  the 
basic  busine.s.ses  of  our  nation  .since 
World  War  II. 

The  aim  will  be  to  intrigue  con¬ 
sumers  into  buying  more  goods  as 
industry  produces  more  goods  and 
thus  keeps  the  boom  booming. 

From  the  manufacturers  of  auto¬ 
mobiles  and  of  television  sets,  from 
the  producers  of  stoves  and  of  elec¬ 
tric  mixers,  from  the  sellers  of  deep 
freezers  and  of  refrigerators,  the 
.same  story  is  coming  in  : 

In  indu.stry  after  industry,  toj) 
executives  are  getting  .set  for  the 
toughe.st  competitive  battle  in  K? 
years. 

In  corporation  after  corporation, 
sales  managers  are  preparing  rec¬ 
ord-sized  advertising  and  promo¬ 
tion  campaigns  to  snare  as  large  a 
percentage  of  your  dollar  as  you’ll 
l)ermit. 

At  bu.-ine.ss  convention  after 
business  convention,  the  se.ssions 
on  training  and  re-training  .sales 
forces  for  the  api)roaching  cycle  are 
j  attracting  overflow  auciiences.  This 
was  the  key  topic  at  a  recent  Amer¬ 
ican  Management  Assn,  meeting  in 
New  York. 

Major  products  are  being  en¬ 
gineered  so  that  price  cuts  can  be 
made  without  too  much  pain  when 
I  and  as  the  battle  gets  rough.  (That 
goes  for  all  sorts  of  products,  too — 
from  automobiles  to  combination 
clothes  washer-dryer.s. ) 

I  hear  reports  that  a  number  of 
the  nation’s  top  manufacturers 
won’t  frown  i*n  price  cuts  at  the 
dealer  level — if  the  cuts  are  man¬ 
aged  with  the  proper  di.scretion. 

And  while  .some  price  boosts  in 
.some  basic  materials  are  anticipa¬ 
ted — for  instance,  in  .steel,  copper 
— the  expert  belief  is  that  as  the 
competitive  market  develops,  many 
of  these  price  boosts  will  be  ab¬ 
sorbed  by  the  producers  and  retail¬ 
ers.  The  .sellers  will  try  to  off.set  the 


price  hikes  elsewhere  or  will  pre¬ 
fer  operating  on  smaller  i)rofit 
margins  to  risking  antagonizing 
and  losing  cu.stomers. 

It  means  a  buyer’s  market  is  re¬ 
turning  to  America — a  market  in 
which  customer  wants  and  needs 
are  dominant  and  the  customer,  is 
"king.” 

A  buyer’s  market  began  to  re¬ 
turn  in  1949  but  is  was  ended 
abruptly  by  Korea. 

Now  the  influence  of  Korea  on 
the  markets  is  wearing  off.  We 
have  achieved  the  miracle  of  pro¬ 
duction  again — are  managing  im¬ 
mense  remobilization  and  are  till¬ 
ing  consumer  pipelines,  too. 

That  spells  competition;  that 
spells  a  buyer’s  market. 


HOVI!  OUR  NEW 
CASEMENT  WINDOW 

IS  READY  FOR  DELIVERY 
...  in  your 


The  strongest, 
most  durable  and 
satisfactory  Cose- 
ment  Window  on 
the  market  today. 

•  Inside  sliding-panels 
•  Interlock  meeting 
•  Expansion  sub-frames 
•  One  trip  installation 

You  an6  your  customers  will 
see  its  merits  quickly. 


Field  men  in  all  areas  WNf/ 


lumsTRom 

MANUFACTURING  CORP. 

1  5-32  127th  St. .College  Pt.  N.Y. 
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MY  SALESMAN  SAID... 

‘LOVE  IT!' 


you  have  a 
y<.  window 


^  that's  simple 


to  demonstrate 


tunxdlicL 

TRACK’’ 


My  customers 
will  love  it  too^ 


Jl 


unicrtiL 


CORPORATION  OF  AMERICA 
Mtlwauker>  M  W.tcon%.n 


Tii 

3  TR 

COMI 

insTRomi 

lACK  ALUMINUM  I 
BINATION  STORM  I 
WINDOWS  1 

jl 

m 

5Ti 

met: 

1 

■!f  ’ 

• 

• 

• 

vour  • 

J 

Sub-fr 
sive  er 
sales  0 
assure 

prospects  will  see  • 

REAL  VALUE  in  ; 
this  top  quality  • 
product — All  ex-  • 
truded  oluminum —  2 
>atin  finish  —  Adjustable  J 
ome.  Plus  many  exclu-  • 
gineered  features.  More  • 
nd  less  service  calls  will  J 
more  PROFITS.  J 

Inquiries  Invited  2 

• 

luinsTRom 

1  MANUFACTURING  CORP.  1 

^^  15-32  127th  St,. College  Pt  ,N 

The  back^ntund  for  the  switch 
is  emerKintj  more  clearly  by  the 
(lay.  Production  of  .so-called  hard 
jjoods  —  automobiles,  appliances  — 
soarinjr,  is  risinjr  even  faster  than 
the  .sales. 

Because  of  this  inventories  are 
mounting  rapidly.  Prentice-Hall  re-  j 
ports  “inventories  are  bi^Kt’r  than 
official  fijjures  reveal.  There’s  an 
understandable  tendency  to  conceal 
the  real  inventory  situation.  ‘Hare 
shelves’  are  jjood  sales  ..." 

The  whole  emphasis  in  Washitijr- 
ton  is  on  stabilizinK  the  dollar’s 
value,  on  really  viettinj?  intlation 
under  control,  on  tijrhteninjr  up 
now  in  order  to  avert  a  final  runa¬ 
way  bottm — and  then  bu.st. 

*  *  « 

America  always  has  thrived  on 
competition.  Our  nation  was  built 
on  it.  Ma.ss  production,  competitive 
pricinjf,  new  inventions,  salesman¬ 
ship  —  these  are  amonjr  the  secrets 
of  our  greatne.ss. 

And  the  normal  state  of  affairs 
in  a  country  as  rich  as  ours  is  a  1 
buyer’.s — not  a  seller’s  market. 

That’s  the  pattern  shaping  up 
for  —  unle.ss  the  world  ex¬ 

plodes  once  more.  And  if  the  world 
explodes,  every  economic  forecast 
Koes  out  the  window  anyway. 

S  /•  1«  the  .V  >■  1‘osl  I 


Family  Size  Increase 

(Continued  from  C(uje  1-17) 

was  reversed  in  IJt-ld  and  11M5  fol¬ 
lowing  the  movement  overseas  of 
millions  of  our  men.  VVMth  the  end 
of  hostilities  and  the  demobilization 
of  the  armed  forces,  the  birth  rate 
rose  sharply  to  a  peak  in  lt)47,  the 
highest  point  in  a  quarter  of  a  cen¬ 
tury.  In  the  five  years  since  then, 
births  have  continued  at  nearly  as 
hijrh  a  level. 

The  spurt  in  the  birth  rate  since 
the  beKinnintj  of  World  War  11  re¬ 
flects  an  increa.se  in  the  proportion 
of  married  women  as  well  as  in 
the  average  number  of  children 
per  mother,  the  statisticians  note. 


CLASSIFIED  ADVERTISING 

Under  thU  heading  claisiiied  advertUementa 
are  accepted  at  the  unilorm  rate  ot  2S  cento 
a  word,  but  no  odvertUeroent  taken  for  lees 
than  20  words  with  a  minimum  charge  o4 
$5.00;  3  months  at  20c  per  word  per  Insertion. 
Check  or  Money  Order  must  accompony  copy 
of  Classified  Ad.  AdTertisements  soliciting  deal¬ 
ers  or  distributors,  or  new  products  for  sole,  not 
accepted  in  classified  section.  Address  all  com 
munications  to  Classified  Deportment.  BUILD 
ING  SPECIALTIES.  425  Fourth  Avenue.  New 
York  16.  N.  Y. 


IIKLP  WANTKIi 


S.M  WANTKI)  THKMK\!)Ol  .s 

tiimty  fdf  livt*  wire  salfsiurn  tti  all  lernl*)nri^  to 
'«r)l  ioMt'Ht  piu't*  jaluiisir  oti  niaikrt  to(la> 

to  htalrrs  only.  \>ry  IukH  conim»-»M4Hi  -.ft  up  Writ*- 
territory  c«ivrn*il  .!’»  wril  as  oiIut  liiir»  >ou 
air  now  carryiiiK,  Hox  lU  II.IMNt;  STKl  l.\l 
riKS  fir  llonH*  Improvfnu’iit  Doalct.  4.?5  Fourth 
Avr..  Niw  Voik  16,  \  V 

NATIONAI.  SALKS  MANA<;FK  wanicNi;  Larsr 
niaiuifactntrr  of  hiKhfM  Krailt.  lowrnt  priced,  all 
alnniiniim  t'onihinatton  !<<tntni  windows  .ind  comhina 
tii»n  diH>rs  nrrtis  alert  and  .iKKtcs.sivr  man  as 
national  sales  manauer  This  man  wdl  have  full 
rrs{Hinsi}M]it>  for  settiiiK  ut<  dealers  throunhout 
tile  oountr>  and  suttervismt;  r«Mdmrn.  To  lie  eoti 
sidered  fur  this  )H>sitioii.  applicant  must  have  had 
siu'cessfiil  sales  ex|M'rience  in  the  storm  window  held, 
appliance  tielii.  or  kindred  lines  t'o  the  riKht  man 
we  are  otfeiiiiK  an  iiniisualiy  attractive  .salary'  idu* 
overwrite  that  can  amtmnt  to  per  year. 

Write  for  full  particulars  Interview  will  ta*  ar 
ranged  Ih.x  .m,  HLU.DINti  SfKt  I  A!.  Tl  KS  A 
Home  I  m{»ro\enient  Healet.  4J5  Fourth  .\venue. 
New  ^'otk  l(>,  N.  Y. 

DFSULN  KNf'.INFKK,  KXI'KKIK\(  Ll>.  with 
alimnniim  »totm  window  and  door  manufacturer 
M.  K.  Decree  or  equivalent.  .Xttractive  yearly  Kal 
arv  to  qualihed  man.  lamt;  Isl.imi  ItH'ation.  *Iiox 
nriLIHNt.  Sl'KtIAIMKS  X  Ho,„^ 
provement  Healer,  4JS  Fouith  .\ve  ,  New  York  16, 
\  Y 

HF.ALKK  SALKSM  AN  OUTSTANHIM.  window 
•ind  screen  sales  m;«naK<^r  wanted  for  »*:istcrn  territory 
l>y  prominent  mid  west  manufacturer,  ifitr  prod- 
uctf«  are  nationally  known  for  qualify  an«l  are  com 
t>rtitive)y  priced.  ComtK-nsation  way  aUive  average 
for  rij<!il  n.an  Salary,  Umiis  and  expenses,  (fur 
salesmen  k  'Ow  of  thi.s  ad  fh>x  .W4,  HIHLHING 
SI‘KC  lAl/1  IKS  &  H«*me  Inipiovemrnt  He.iler,  4-'5 
Kourth  A\r.,  New  York  16.  \  Y 

SALKSM K\  (’*»\TA(  TINti  I  L M  MKK Y  A R HS. 
department  stores,  or  distnlmtors.  for  t  alifornta 
redwood  combination  do<»Ts  and  windows  t'ommis 
Sion.  Many  territories  oj»en  M<*x  .('<>.  HLlLHINti 
SrKd'IAl/riKS  &  Home  Impfo\rment  Healer. 
4J5  Foiiith  Avi-nne,  New  \’otk  ?<».  N 


FOR  SAI.K 

l\SI  I.A'I'ION  THl'f  K  1‘>Sh  H'Hl^e,  ca!»  over 
eiiKUie.  JO  loo!  enclose*!  Im»«I>.  ctiiiipletr  with  heavy 
<iut>  IthmiUK  e«|uipment  and  hoses.  $J.50O.(H{ 
N'lr^iiii.t  I  nipt  ovt  nieiit  <  'om)ian>.  Stop  26.  Peters 
Imr^  Pike,  Richnioml.  \'irK>nia.  Phone  MJ-45d3.  6-5.1 


MIS(  KIJ.ANKOl  S 

K  I-.  P  R  K  s  h,  \  r  AT  I  ( >  \  A  \  A  1 1.  A  It  L  K  W  K  con 
tat  t  K  H  Ahiminnni  H<Mtr  and  Wiii'h^w  Ml^,  am! 
large  <iealers  in  (^renter  New  ^<ltk  ami  sin  round 
ing  area.  We  s«||  tJrills,  desire  tonipaniofi  protiuct 
that  sell  Ot  like  accounts  on  (  •imniis'^nHj  hasis. 
Itox  4(Mi.  MI  ILHINC  SPK(  lAl.riKS  \  Home 
lm|»r*»vement  Healer.  4J.S  l‘'onrt!i  .\vrnnr.  New 
York  lo.  \  V 


IM«)m’(T  KNfilNKKK 


.Must  have  ext>erienre  in  the  design  of  alu 
minnm  or  light  metal  protlucts  .\U*»  to  check 
tiesigns  of  new  products  Itefore  release  for 
prodnctKin  tiMiImg.  This  is  a  ttermaneiit  po 
sition  with  one  of  the  largest  manufacturers 
in  this  tielii  Kxcelleiit  opt>ortitnity  for  a'l- 
vancetnent  Reply  in  detail  (held  in  ron- 
ti'ience).  giving  age.  and  rxi«rrience  .Ml 
exfienses.  including  relocation  costs,  will  fie 
fiaid.  Salary  is  open  It.x  .t‘>6,  Ml'ILIflNti 
SPKCIAI.TIKS  fir  Home  Improvement 
Healer.  4J.S  hiinth  Avenue,  New  York  l6, 
N  Y 


&  Home  Improvement  Dealer 


149 


A 

\.  &  U.  MfK.  Co .  91 

AdaniN  EnKinrerioK  Co.,  Inc..  Hark  Cover 

Air  Master  Co .  92 

All-Lite  .Metal  Window  Co .  17 

Aluma  Kraft  Mftt.  Co .  .'I 

.Vlumatir  Corp.  of  .America 

11-1.1,  l;iO,  I.IM,  119 
.\luminum  FabricalinK  Co.  of 

l*itlsburKh  .  12 

.\ndrea  Mfn-  Corp .  121 

.Vrislocrat  Sales  Corp .  19 

.\rrow  Metal  l*rodurl.s  Corp .  IIKI 

.Arti.slic  Venetian  lllind  Corp .  lift 

.\wnair  Corp.  of  .America .  1  IH 


H 

It  A  <;  Sales  t  o .  9;t 

ltak-.\-Lum  Corp.  of  .America  .  .  117 

Hay-AAel,  Inc .  1  l.’l 

Itinks  VlfK.  Co .  fi 

ItuildinK  Specialties  .  lOS 

Hutler  StampinK  Co .  21 


< 

Cal))ar  I'aint  &  A'arnish  Co .  129 

Campbell  Sash  VA'orks.  The .  129 

Canter  K  Son.  1 .  10 

Capital  Mfjf.  Co.,  Inc .  12 

Carbozite  l‘roteclive  Coalings,  Inc.  29 

Ca-Stone  1‘roducls  ('<» .  89 

ChallenKer  1‘rodurts,  Inc .  Il.'i 

Charles  Co..  The .  112 

Childers  Mf*.  Co . .Il-.i.i 

Clearview  Louver  AA’indow  C«irp .  21 

Conneaut  Kubber  &  Clast ics  Co .  128 

C<Ntl  Kay  Metal  .Awninit .  112 

Courtesy  Storm  Window  Co .  120 

C-Thru  Aluminum  .Awninic  Co .  28 

Curvalum  Ibair  Mfit.  Co .  12fi 

☆ 

I) 

Dallas  Iron  &  Wire  Works .  96 

Davis.  Inc..  S.  1) .  .20 

Dec-O-Crilles.  Inc .  128 

Dependon  Window  Co .  121 

Diamond  KuildinK  Products  Corp...  8.5 

Doan  Metal  Stampinit  Co .  117 

Dunran-Morris  Co .  121 

Dustite  Products  Co .  116 

K 

Kllwood  Aluminum  Door  Co.,  Inc..  .  88 

Elmont  MfR.  Co .  122 

Emco  Cement  Products.  Inc .  112 

☆ 

F 

Feather-Lite  .AHr.  Co . 21,  111) 

Federal  Screen  &  .Sash  Co .  97 

Ferum  Co..  Inc.,  The  .  82 


☆ 


t; 

(General  Bronze  Corp .  22 

(General  Screen  H  Sash,  Inc .  88 

(luildcrest  Co..  The .  102 


II 

Harrison  Steel  Cabinet  Co .  7 

Hess  ManufacturinR  Co . .50-.51 

☆ 

I 

Ida  Products  Co .  71 

Ideal  Brass  Works,  Inc .  Ill 

Industrial  Steels,  Inc .  110 


☆ 


J 

.lamaica  Sash  A  Distr  Co. .  99 

jarrow  Products  .  118 

Jasco  .Aluminum  Products  Corp .  120 

Jason  &  Company .  71 

Juniper  Aluminum  PrtKiucIs,  Inc..  116 


K 

Kahn  Bros .  . 

Kaufman  Corporation  . 

Kessler  Products  Co . 

Keystone  .Alloys  Co . 79, 

Keystone  AVire  Cloth  Co . 


107 

7.5 

112 

117 

no 


☆ 


L 

Lifetime  Industries,  Inc .  19 

L<K’k  Vent,  Inc .  Ill 

Lok-Tite  .Aluminum  .AwniiiR  Co .  120 

Louisiana  Louvres  .  107 

Ludman  ('orp .  8-9 

Lu-.Mesh  I'o .  1 12 

l.yf-.AIum,  Inc.  .  25 


Protectalum,  Inc .  112 

Pro-Tect-C-Jalousie  Corp .  87 

☆ 

■  R 

Ke-.Nu-It  Corp .  119 

Rex  Windows,  Inc .  125 

Key nolds-Schalfer  Co .  125 

RolaRlass  Equipment  Co.,  Inc .  100 

Roll  Coater,  Inc .  27 

Ron-del,  Inc .  71 

RcMibnR,  SidinR  &  Buildinc 

Specialties  Manual  .  126 

Royalum  Alfg.  Co .  102 


S 

Saker  AL  A'olpert .  22 

Scoit  AA'indows  .  127 

Shower  Door  Co.  of  .America .  122 

Silver’s  Standard  Equipment  Co...  128 

Stale  Storm  AA’indow  Co.,  Inc .  78 

Stephen-Laurie  MfR.  Co .  21 

.StepliRht  Products  Co..  Inc .  106 

Storm  Alaster  Corp.  of  New  York  25 

Storm  .Sash.  Inc .  2 

Storm  AAindows  of  .Aluminum,  Inc..  .  115 

St(»rmco  Co.,  Inc .  116 

Sun-Sash  Company  .  11 

Sun  A'ertikal  Blind  Co .  101 


☆ 


☆ 


☆ 


Al 

Alaynard  Plastics,  Inc .  98 

Metal  Tile  Products,  Inc .  Ill 

.Modernview,  Inc .  29 

.Mort  Company  .  115 

N 

Naples  .Aluminum  Co.,  The .  118 

Nash  MfR.  Co .  147 

National  .AwninR  &  Shade  Co.,  Inc..  20 

National  Heather  Stone,  Inc .  114 

Nationwide  .Aluminum  Products,  Inc.  72 

Nelson  Industries  .  122 

Niles  Aluminum  CastinR  Co .  120 

Nixalite  Company  of  .America .  120 

North-East  Metal  Products  ('orp...  106 

☆ 

() 

Old  (luaker  Paint  Co .  62 

Oley  Products,  Inc. 

66-67.  90.  107,  118,  124,  128,  114 
Orchard  Brothers.  Inc .  81 


☆ 

P.  &  F.  Corbin  Div.,  The  .American 


Hardware  Corp .  92 

Paralastic  Products  Co .  101 

Paramount  .Aluminum  Products 

C<»rp .  1 

Parmco.  Inc .  121 

Peerless  Crille  Co . .  ,  16 


U 

I'neco  Sales  Co .  80 

I'nion  Alachine  Co .  127 

I'.  S.  Fuel  Conservation  Co .  28 

Cniversal  Fabricators .  .  122 

☆ 

V 

A'entilite  Corporation  . 94-95 

Verflex  Sales  Corp .  86 

A'-Seal  ('orporation . Third  Cover 


A'ulcan  Metal  Pritducts .  120,  1.20,  128,  144 

•ir 


W' 

Wallace,  Don  .  125 

AAarner  .MfR.  Co . 22-23 

Weathermaster  Jalousie  &  Window 

MfR.  Co .  101 

Weather-Proof  ('o..  The . .26-37 

AA’eather-AA'ise  AA’indows,  Inc .  40 

AA’erner  Co.,  Inc.,  R.  D .  126 

Westmoreland  Metal  MfR.  Co .  90 

Weyl  &  (iahaRan,  MfRs .  134 

AA'illiams  Lumber  &  MfR.  Co .  126 

Wilson  MfR.  ('o..  1..  S .  109 

AA'inko  .Aluminum  Pr«>ducts .  5.2 

Winstrom  MfR.  Co . 148,  149 

Winsulite  AlfR.  Co .  1.22 

Win-Sum  AVindow  Corp .  84 

AA' inter  Seal  Corp .  83 

AVintro  Products,  Inc . 77,  122 

☆ 

Y 

A’ates  Company  . 134 

A’ounRstown  Industries,  Inc .  II 
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a  winning  combination! 


V-SrAL  CORPORATION 
13  0  0  BATAVIA  ROYAL  OAK,  MICHIGAN 
EASTERN  DIVISION  WESTERN  DIVISION 

3(.38  Sn>i  13th  St  1134  South  6th  St 


Write 


19300  Biscayne  Blvd.,  Miami.  Fla. 
Phone  81-62676 


Huyler  St.,  Hackensack,  N.  ). 
Phone  HUbbard  9-5512 


